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National Board 
To Hear Some 
Floor Discussions 


Proposed Putting Of All Adjust- 
ments in Hands of Companies; 
Also Public Relations 


AWAIT BULKLEY ADDRESS 


Talk of Charles E. Hughes, Emi- 
nent Counsel, Expected to 
Be a High Light 








Insurance executives from all parts of 
the country are arriving in New York 
in anticipation of attending the annual 
meeting of the National Board of Fire 
which is to be held at the Waldorf-As- 
toria next week. This particular meet- 
ing will break away from the routine as 
while there will be the usual reading of 
committee reports, this time there are 
at least two topics which will come up 
for consideration on the floor and which 
are of more than ordinary interest. 
These topics deal with public relations 
and with adjustments. 

The public relations committee, of 
which Frank D. Layton, vice-president 
of the National Fire of Hartford is 
chairman, is considering how $100,000 
can best be spent in advertising fire in- 
surance institutionally. During the year 
a number of advertising agencies have 
been in consultation with the National 
Board on the subject, and it is reported 
that several of the plans submitted will 
be discussed. 

_ The sentiment in favor of putting ad- 
justment of losses over a certain figure 
directly in the hands of the companies 
seems to be solid. Allied with this com- 
pany organization will be all the com- 


pany adjustment bureaus now in the 


field. It will be under one directing 
head. 


Await Bulkley Report With Interest 


Probably never before has the report 
of a president of the National Board of 
Fire Underwriters been awaited with 
greater interest than is that of George 
G. Bulkley. There is no lack of inter- 
esting topics for him to discuss, as there 
has heen decided progress in the field of 
co-ordination since the last meeting of 
the National Board. The Eastern Un- 
derwriters’ Association has been going 
ahead by leaps and bounds despite the 
temporary rift in New Jersey where it 
~~. as if a commission war has broken 
out. 

Another magnet at the National Board 
meeting will be the first appearance of 
Charles E. Hughes before fire insurance 
men cn masse. He appeared before the 
Association of Life Insurance Presidents 
4 year ago last December and was a 
clean up. The former stern, unbending 
public official then showed that he had 
frown mellow and extremely likeable. 
‘he room rang with applause when he 
finished speaking. Mr. Hughes has had 
‘ome very important insurance cases in 


(Continued on Page %) 














PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX — 
Indemnity Company 


150 William Street, New York 























The White 





MEETING THE WHITE FIREMAN 


Insurance companies and responsible insurance agents are now appearing in a new light 
to millions of Americans, as a result of the current magazine presentation of The White 
Fireman and his functions. 

As this information about The White Fireman is featured in the advertising of the 
Insurance Company of North America, the North America Agent receives a very direct 
benefit from the good-will it creates. 


INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA 


d th 
INDEMNITY INS, CO. OF NORTH AMERICA 


write practically every form of insurance except life 








—_——_ 
Sarwan 
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Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign to organize the 
man-power of its Field force through carefully selected additions and 
through education and cooperative supervision. 





Important General Agency appointments are being made, and a 
comprehensive plan of teamwork between Agency department and Field 
is being put into operation. 


If you have organizing ability, or sales ability, or the desire to be a 
life underwriter, plus ambition and industry, we can supply successful 
methods for putting them profitably at work. Address— 


HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 


Independence Square 


Philadelphia, Pa. 


Founded 1847 






































No Taggart Bar 
Against Companies 
Going Into State 


Some Have Been Held Up Tem- 
porarily But He Says He 
Has Reason 


TAKES SHOT AT TEXAS 





Incidentally, There Are Rumors 
That Pa. Commissioner May 
Become a Judge 


Colonel M. H. Taggart on May 29 will 
sail for France to revisit the battlefields 
of the World War. On the eve of sail- 
ing he continues to be a center of dis- 





cussion and controversy in Pennsylvania 
of which state he is instirance commis- 
sioner. 

One rumor is that he may retire from 
his present office in order to become a 


judge. Efforts to confirm that at the 
Insurance Department have not been 
successful. However, according to re- 
ports among politicians Governor Fisher 
may appoint the commissioner to the 
bench as one way out of the drive that 
is being made upon him by critics of the 
commissioner. The chief executive and 
the Department head are warm personal 
friends. 


Interviewed About Barring Companies 
From State 

The commissioner was asked this week 
if he had made a ruling that he would 
not license any more companies apply- 
ing for admission to Pennsylvania “be- 
cause there are enough companies in the 
state already.” His answer was this: 

“T have never made such a statement. 
It originated with politicians.” 

“Does that mean, then,” he was asked, 
“that all companies are welcome to enter 
the State?” 

“No.” 

“T mean, if they meet all the require- 
ments of the Department ?” 

“No. It doesn’t quite 


mean _ that, 
either,” 


Temporarily Holding Up Licenses 

Colonel Taggart then went on to say 
that he had not refused to license any 
more companies. He said that he was 
simply withholding, temporarily, action 
on application of outside companies to 
Pennsylvania. 

“T know,” he said, “that I am morally 
right in my stand.” 

He said that his decision to withhold 
action was due to three reasons. 

First: He did not believe it was right 
for companies with a far from satisfac- 
tory experience on bad risks in their 
home States to come into Pennsylvania 
and take the money they made in the 
State to pay their losses in their own 
State. Pennsylvania, he said, had always 
had the second best experience of all the 
States. 

Second: He felt it was his duty to 
protect policyholders of the State. That 
if a company from an outside State was 
writing business and the Department be- 
came suspicious and wanted to make an 
examination of the company, it would 

(Continued on Page 16) 
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The $200,000 limit 

of the Mass. Mutual 

has been raised to 
$300,000 

and the Double In- 

demnity feature has 


been added to the 


policy contract. 
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—Organized Service— 


THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 238. 


4 
DONALD C. KEANE LLOYD C. PATTERSON 











- 1928 


May 18, 1928 
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Insurance Editorial 
In ‘S. E. P.’ of May 12th 


COVERAGE SHOULD BROADEN 








lf It Does Not, “State Insurance’ May 
Make Headway; Against Gov- 
ernment in Business 





An editorial on life insurance was 
yeinted by the “Saturday Evening Post” 
i: the May 12th issue, which carried the 
i'ea that insurance of life and allied lines 
is good as far as it goes but does not go 
far enough. The editorial follows: 

“We do not know whether people in 
ecneral take any interest in current dis- 
cussions concerning the most effective 
way to sell life insurance. Perhaps the 
first reply of Mr. Average Man would 
be an emphatic negative. ‘Life insurance 
agents are too efficient now; they make 
my life miserable.’ But wherever busi- 
ness is done in this country there is ab- 
sorbing interest in the technical ques- 
tions of sales methods. The respective 
results of direct mail advertising, gen- 
eral advertising in newspapers and other 
mediums, and personal solicitation by 
salesmen or agents are constantly under 
scrutiny. Life insurance is a large in- 
dustry; its methods surely have lessons 
for other. | _ 

“An outside advertising man caused a 
stir in life insurance circles some time 
ago by a vigorous assault not only upon 
its sales methods but also upon the gen- 
eral attitude of insurance companies 
toward the public. He assumed that 
people need life insurance badly, and if 
the companies would advertise more ex- 
tensively and assume less of a sphinx- 
like, frozen-faced attitude toward the 
public, customers would step right up 
to the counter and buy insurance the 
way they buy postage stamps or rail- 
road tickets. He seemed to feel that the 
costly and extensive agency or salesman- 
ship system might be improved upon. 

Agents Must Be Persistent 


“This seems to be a case where ex- 
tremes are to be avoided. The sale of 
life insurance is not wholly unlike the 
sale of other commodities. Advertising 
can and does help enormously. It fur- 
nishes the salesman with background, 
and the more extensively people learn 
to know what insurance means through 
advertising, the less mere footwork the 
salesman must do and the more he be- 
comes a true financial doctor. This fact 
is recognized and utilized by many pro- 
gressive companies. 

“But people put off buying life insur- 
ance; there is little immediate pleasure 
to be had from its purchase except a 
rather abstract mental satisfaction. Its 
benefits appear to lie in the future. It 
may, in reality, prove an almost instant 
necessity; but with the natural feeling 
of the young man that he is never going 
to die, postponement is easy. Only per- 
sistent personal solicitation seems to win 
him over to the realization that he must 
have insurance to complete his life plans 
ad make certain thai his value as a 
human being is to continue. Whether 
this can be done without an army of 
acents is a very serious question. 

‘It might be said that the recent im- 
| essive increase not only in life insur- 

ce sales but in those of annuity and 
nsion plans constitutes a pretty good 
fense of life insurance methods. How- 
er, a successful business is the last 
‘nat should be satisfied with itself, and 

> are sure that life insurance officials 
re aware of further worlds to conquer. 
here is still an almost hopeless amount 
educational work to be done in edu- 
‘ating the public to the possibilities of 

Mnuities and other old-age features. 
or have the companies done more than 
‘egin to provide the public with health 
‘surance, which is now such a crying 
ced. As for unemployment insurance, 
' cannot be bought at all. Nor is the 
public quite certain that eyen life insur- 


(Continued on Page 12) 











WHY??? 





Insurance Men 
Who Want To Make More Money 


Contract With 


"RIEHLE AGENCY 
EQUITABLE LIFE 








HE *RIEHLE AGENCY, EQUITABLE LIFE, 
offers expert training at the Equitable Home Office 
School or by means of the Equitable Correspondence 
Course which qualifies insurance men scientifically to 
write “life” and enables them substantially to increase 
their income. 


The Equitable Home Office School consists of nineteen 
214, hour sessions and is remarkably comprehensive. 
Graduates increase their average volume per case by 


44%. 


The Equitable Correspondence Course is a carefully 
prepared, concise series of lessons which thoroughly 
teaches the principles of systematic life insurance sales- 
manship. 


Equitable-trained Riehle men write a consistent, re- 
munerative and constantly-increasing business and they 
eliminate the worry, detail and loss of. time attendant 
upon “spotty” here and there business. 


Hence 


Investigate your opportunity in Life Insurance— 
*Riehle Agency—Equitable Life. You will find a won- 
derful field, offering excellent profits, if you are willing 
to be trained. Be on the crest of the wave—not 
floundering in the aftermath—and by all means know 
your subject. 


Determine to take advantage of your opportunities in 
a real way. Communicate at once, preferably in per- 
son with 


*JOHN M. RIEHLE, Manager 
*THEODORE M. RIEHLE, 


Associate Manager 


The Equitable Life Assurance Society 
of the U.S.” 


Suite 1103-1106 - Pennsylvania Building 
225 West 34th Street - New York City 
Telephone’ - - - Lackawanna 7150 








‘‘4 LIVE, SUCCESSFUL, FRIENDLY AGENCY—THE RIEHLE AGENCY”’ 






































Union Central Life’s 
Interesting Booklet 


GREAT AID TO POLICYHOLDER 





Publication Contains Thorough Analysis 
of Life Insurance; Suggests Many 
Plans For Coverage 





The Union Central Life is sending out 
a booklet of twenty-eight pages entitled 
“Making an Inventory of Your Life In- 
surance” which contains a thorough an- 
alysis of life insurance and couched in 
such language that a policyholder may 
keep track of his coverage and personal 
assets. Planning larger expenditures for 
the year is a subject that takes consid- 
erable thought, and upon this subject 
the booklet states: “For example, in 
planning your larger expenditures for the 
coming year, you will wish to have them 
fall due during months when your pre- 
miums are not large. Then, too, if you 
find that it is very difficult to pay your 
life insurance premiums, a glance at this 
summary may indicate the reason. If 
the majority of your premiums are paid 
annually and fall due in bunches so that 
one or two months bear the brunt of the 
major portion of your life insurance in- 
vestment, it might be wise to pay some 
of these premiums quarterly or semi- an- 
nually in order to spread out the in- 
vestment over a number of months. 
Most companies are glad to make 
changes of this kind for the convenience 
of the policyholder. 

“Here is a suggestion which will help 
you in completing this program. Im- 
agine that you are going away on a 
long trip from which you might never 
return. Imagine also that you have as 
much money as you would need to make 
adequate provision for those who are de- 
pendent on you and to leave any chari- 
table bequests you would like to make.” 

Educational Insurance 

Considerable space is devoted to edu- 
cational insurance and in part states: 
“If you have any children you will be 
interested in providing for their educa- 
tion in case something happenéd to you. 
A life insurance policy can be so ar- 
ranged that it will provide $25 a month 
until your child is ready for high school; 
$45 a month for four years of high 
school; $90 a month for four years of 
college ; and $1,000 upon graduation. 
The total amount of insurance needed 
to provide this income is $6,000, accord- 
ing to the present interest rate of 5% 
paid by the Union Central. Therefore 
set down in the first column of your 
program ‘Educ — and in the 
second column $6,000 

“Tf there are any ‘charitable bequests 
you would like to leave, set these down 
at the bottom of the list.” 

Very few persons are financially able 
to own all the life insurance they need, 
the booklet states. One purpose of mak- 
ing a program for your insurance is to 
enable you to arrange each policy so that 
your most pressing needs may be met as 
completely as possible with ‘the protec- 
tion you already own. 





AETNA GROUP MEN DINE 

Home office representatives of the 
group insurance department of the Actna 
Life were entertained at a Philadelphia 
dinner given by W. R. Harper, general 
agent of the company, last week. Rep- 
resentatives from New York, Hartford, 
Reading, Rochester, Syracuse, N. a 
Springfield, Mass.; Scranton, and New- 
ark, N.~J., were present. 

The method by which group insurance 
is handled in Japan was discussed by 
Solomon S. Huebner, of the University 
of Pennsylvania, who has recently re- 
turned from a trip to that country. Mil- 
ton D. Gehris, vice-president, John B 
Stetson Company, explained group insur- 
ance from the standpoint of employer 
and employe. 
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M. L. Woodward Talks 
To N. Y. Underwriters 


EQUITABLE TRUST CO. LECTURE 





Says Life Companies Should Benefit By 
Trust Company Advertising; How He 
Sells Insurance Trusts 





Milton L. Woodward, general agent 
of the Northwestern Mutual in Detroit, 
addressed the meeting of the Equitable 
Trust of New York on Thursday, May 
10, in connection with the course of lec- 
tures on insurance trusts that is being 
sponsored by that company. His topic 
was this: “Sales Methods That Have 
Proved Practicable Where the Need for 
Life Insurance Trusts Is Indicated.” 

He said in part: “While the insurance 
trust is rather young, its uses for dove- 
tailing with the proceeds of life insur- 
ance policies have only been broadcasted 
during the past few years. The trust 
companies in recent years have done as 
much to advertise life insurance as they 
have trust companies. Are we going to 
be the beneficiaries of this free advertis- 
ing, instructions and sales helps they re- 
peatedly give us in their literature, or 
not? It is up to us. 

“Of the 250,000 life insurance repre- 
sentatives in this country, it has been 
recently stated that probably the aver- 
age devotes no more than an hour a day 
in making real efforts to sell. ‘What to 
say and how to say it’ have floored many 
of us at times when about to open a 
door; we turned back fearing to turn 
the knob; or we were glad he was not in. 
The man of means, when a timid, shy 
salesman walks in to see him, probably, 
in the parlance of Richard Karle, has 
this running through his mind: ‘What 
have you got to say—what have you got 
to say? You said you wanted to testi- 
fy . . . What have you got to say?’ 
A good approach means much. 

“Those who have arrived in a big way 
have something to say when walking up 
to the man of affairs. The insurance 
trust approach offers a new trail to the 
hearts of men. Let’s master it. Let’s 
suggest it. Let’s insist on its adoption 
where we know it is the best formula 
to put ong’s ‘house in order.’ 


A Concrete Case 


“Not long ago, I was talking to a man 
about what disposition he wanted to 
make of $25,000 I had sold him a short 
time prior. He was the sales manager 
in a close corporation, where the stock 
was practically all owned by himself and 
one other. His partner had some $50,000 
written at various times to be settled 
under the options. The man with the 
$25,000 had recently become a widower 
with three small! children. I talked the 
insurance trust. He displayed a keen 
interest. The three of us went to one 
of the Detroit trust companies. There 
was the usual ‘set up’ in one of the of- 
fices—trust officer, stenographer, client 
and myself. His wishes were recorded. 
Not until then did he see that the in- 
come from $25,000 would not put his chil- 
dren through proper educational institu- 
tions and permit them to spend the 
summers in European travel. 

“So, I say again if you have no method 
of approach and want to write large 
policies and get real close to a man, 
learning about his private affairs, what 
he hopes to accomplish, etc., try the in- 
surance trust approach.” 





ROSENFELD INTERVIEW 
New York, May 14, 1928. 
Fditor The Eastern Underwriter: 

In my article on life insurance condi- 
tions in France published by you in issue 
bearing today’s date, I notice that I am 
quoted as saying: “First year commis- 
sions are much lower than in the United 
States.” This line should have read: 
“First year commissions are much larger 
than in the United States.” 


HENRY L. ROSENFELD. 
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MONTHLY INCOME 


a oo 

That the TNA 
With encsnveiiil 
A check for $100.00 
EVERY MONTH 
For her LIFETIME 
re 

If you deposit 

$33.21 monthly 

ae 
Send for INCOME GAUGE 


It will create sales for you. 


‘“ ALTNA-IZE THRU GRAHAM” 


Call Triangle 7560 


“A POLICY FOR EVERY NEED* 


JAMES P. GRAHAM, Jr. 
General Agent 
ALTNA LIFE INSURANCE CO. 


16 Court Street - - Brooklyn, N. Y. 










Testimonial Campaign 
1898-K-A Luther 1928 
Thirty Years an _AAtnaizer 




















Give Agent $732,500 
At Testimonial Dinner 


JOSEPH GLADSTONE HONORED 





Has Been in Insurance Business for 
Quarter of a Century; Speak- 
ers at Affair 





Joseph Gladstone, a broker whose of- 
fice is at 51 Maiden Lane, New York, 
was tendered a testimonial dinner by his 
friends on Wednesday. evening, May 9, 
at the Hotel Pennsylvania in honor of 
his twenty-fifth year of continuous «c- 
tivity in the field of insurance. More 
than one hundred persons attended the 
dinner. ‘ 

There were tributes, both personal and 
written, to the ability and character of 
Mr. Gladstone. Sitting on the dais were 
Toastmaster Arthur Liebes; Lester Bach- 
ner, an attorney; W. L. Weil, gencral 
agent National Surety; Rabbi Marcus 
Friedlander, Julius Rose, Jacob Krim and 
E, Weston Roberts, newspaper man. 
Rabbi Friedlander highly praised the 
guest of honor, quoting Emerson in do- 
ing so. 

Mr. Bachner referred to Mr. Glad- 
stone’s knowledge of insurance law and 
said he had taken a lot of pains to mas- 
ter its intricacies. 

All of the other speakers expressed 
admiration for Mr. Gladstone’s charac- 
ter and accomplishments. A message of 
congratulation was received from Aaron 
Sapiro, famous lawyer. Another came 
from H. F. Keegan, a representative of 
Cardinal Hayes, who praised the guest 
of the evening for his works of mercy 
and kindness. 

It was announced at the close of the 
meeting that $732,500 of life insurance 
had been subscribed by friends of Mr. 
Gladstone to celebrate his anniversary. 
The largest part of this was pledged at 
the dinner, thirty applications in all. 

Julian Rose, of J. Rose & Co., pledged 
a large policy on his own life and also 
announced that his employes, through a 
benevolent association they had formed, 
would soon give Mr. Gladstone a group 
policy for $100,000. This is included in 
the total amount of insurance named 
above. 

The entertainment program was a fea- 
ture of the evening’s festivities. Howard 
Wade Kimsey, songleader for Dr. S. 
Parkes Cadman, led the singing. 





RETAIL CREDIT REPORT 
Will Be Required By Union Central 
In Business Cases Where Over 

$10,000 Is Given Beneficiary 


The Union Central has advised agents 
as follows: 

In the future, whenever a corporation, 
firm or partnership is named as_ benefi- 
ciary for an amount of $10,000 or over, 
a business beneficiary report through the 
Retail Credit Co. will be required in ad- 
dition to the regular life report. 

These reports will expedite final ac- 
tion on such applications and avoid the 
necessity of correspondence to deter- 
mine the validity of the insurable inter- 
est. The inquiry blanks with which our 
managers will be supplied ask for the 
following information: 

(1) Name of the person to be insured. 

(2) Name of the firm, corporation oF 

partnership. 

(3) Address of the firm. 

(4) Nature of the business. 

The agent, in submitting the applica- 
tion, should give this information to /)Is 
manager. 

The Retail Credit Co. promises. t!:al 
the business beneficiary reports will be 
handled as expeditiously as the life 
ports. 

In event the manager does not orc! 
a business beneficiary report, the requ: st 
will be made from the home office, !! 
this, of course, will cause additional 
delay. 
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Suggests New Building ‘| Union Central Drops 
’ And Loan Life Co. 


—A SPECIAL OPPORTUNITY— Pay Roll Deduction 


























) WILL COME UP AT DALLAS, TEX. PLAN PROVED UNSATISFACTORY 
4 ee exists in i ithi i orn 

, Sontag: OF Wan Viekde BH & 1. a city of about 50,000 people within 75 miles of Of Policies Written Lapse Ratio Was 

League Takes Page Ad In New York City for life insurance work for a leading company, Large And Many Changed To 
Danse Sgetes in connection with a trust company which is doing effective Quarterly Preastum 

f- W. Bb. Hilton, secretary of the West advertising of life insurance, and will furnish leads to the The Union Central Life has discon- 

x, -irginia Building and Loan League, right man. Gne man is already making profitable use of this tinued Pay Roll Deduction insurance. 

" i . Se ee ee ae opportunity, but there is room for another. Further President John 1}, Sage advises agents 

9, ‘he current number of “American Build- F é , , ; as follows: 

f ug Mientitin Meas! adie tee ene information will be given in confidence to the man of favorable I a eT eee ee 

C- tons ’ p ey record and good credentials. sai ss 


What do you think cf a Building 
aud loan life insurance company of, by 


ie and for the building and loans—not in For personal interview address 
ihe general life insurance field at all, but 


new groups should furnish the company 
immediately with particulars and = such 
groups will be considered when ready 
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nce The matter will be discussed at the of the Alpha Teu Omega fraternity. Fol- corps. Following the war he entered the poses ‘i. penal esthabteatinn Se ain 
Mr. ‘oo bh oming Dallas convention of build- lowing his graduation he entered news- _ life insurance business i in New York City. Pen ny pions aiete panei Wmaden at hal 
ary. ing and loan associations. paper work, serving as manager and ed- In 1921 he returned to Gouverneur, where p a pote last Sis. hamid ae ll The 
| at itor of the Lowville “Herald” for the he made life insurance writing a spe- aeahan ‘one fi April 17. the subjects 
LIFE COUNSEL NEXT WEEK New York Press Corporation. He served — cialty. ‘inten partnetshig law decodiathe pero 
ged ee law; drafting of partnership, methods of 
also /.vory, Barker, Hobbs znd Stebbins to payment of proceeds and corporation 
a i Talk; Keesling Chairman of law. Other lectures to be given will cover 
oup Golf Committee the subjects of corporation supplemen- 
1 in ‘The semi-ennual meeting of the Asso- eas Pression 8 rca Mange nerage vo 
ned ciation of Life Insurance Counsel will seinen 7 te heat Tuesday May 
take place at the Greenbriar Hotel, oo) Fusaien May 29 and stg "M. 
fea- White Sulphur Springs, W. Va., Friday 4, ‘es wis iolng i pair ol oa 
rard cond Saturday, May 25 and 26. The fol- Robertson has had considerable legal ex 
S. lowing persons will read papers on the perience. 
subjects indicated: _ a 
ig: M. Avery, attorney, National ; : INSURANCE EMPLOYES INSURED 
“The Nature of an Annuity”; John is the permanence which comes from ee ee 
ie a vice-president and general coun- Ty: Se ee Gee ee eee ne 
l sel, Berkshire Life, “Administration Law careful building. os oe & Pt ®& Hig has 
atra and the Insurance Commissioner”; J. been oe. Dy oo P 67 Wall 
er \rmitage Ewing, (K. C., legal adviser aaa : : SSHCESE TASGTANCE  DAOMCE OF Oe oe 
Sun Life tiie of ‘Canad “Sone The Equitable Life of lowa 1S street, and its affiliated and subsidiarv 
© agen © eke Bie 7 aaa Se ee a c _ i : 1 Six hi dr d an‘ 
oe et ae built on a firm foundation. Conserva- me npliiyh plensing ines deen 
aw”; rnolk obDDs Grou L orth- . ‘ ‘ é é 
western National L ife, “Group Insurance, tive methods practiced for over sixty years have resulted protection totaling $1, 570, 500 ales he 
tion <4 Discussion of Some of the Recent De- 3 ae ; ; 7 terms of the policy, issued by The Pru- 
—" csi”: Laats A, Steitins of tee Clb in building a company which is recognized throughout dential, The premiums, which are mini- 
cee Age Z Z Z ° : : “1: mum because of the large number of 
sir caxo Bar,, “Ds es a Rebate Render the the insurance world for its safety, service and stability. ian deasbeth aust be Ga ene: 
1 the 4.” “oe ° . . . . . re s es ae : ae 
ae he. —— = o a A connection with the Equitable Life of Iowa, which pe Lge hoa —, ee 
committee is Clyde P. Johnson, vice- 7; e E ; 7 vies sharing in the cost o S Sé 
president and general counsel of the Is growing In a remarkable manner, will give ambitious No medical examination was required of 
| ac- Western and Southern Life. The chair- : . bol bili them. In addition to straight life insur- 
L the man of the golf committee is Francis V. men abundant opportunity to exercise their ability. ance protection the workers are further 
bien \cesling, vice-president and general provided for in the event of accidental 
ope counsel of the West Coast Life, San death and dismemberment, there being 
. ee Francisco. y double indemnity should this occur 
\ golf tournament is being arranged 
sat by the golf committee. White Sulphur 
z Springs has many attractions for tour- HARRY SIEGEL CHIEF SPEAKER 
. ISts and visitors and an even larger at- The Madison Square agency of the Ju- 
tendance is looked for this year than in dea Life recently gave a banquet to its 
1926 when the association held its semi- agents and brokers and to its general 
te winual meeting there. agent, Norman A. Gribbons, on_ his 
a is twenty-seventh birthday, at the Commo- 
dore Hotel. Harry Siegel of the New York 
‘hat HOLD G. C. JORDAN DRIVE Life was the guest speaker. His topic 
T a George C, Jordan, manager of the was “The Idealism of Life Insurance, 
” Washington, D. C., agency of the Equit- and the Idealism of the Judea ee a 
a ble Society, was surprised during the , Particular.” Professor Ackerman of the 
niles last seven days of April to find that he Founded: 1867 Home Office: Des Moines Insurance ne apenas at New 7 
sa was being honored by a special but se- University acted as toastmaster. nis 
cae cret bine to roll up A leniaune. The agency has written over $1,600,000, com- 
ti nal spontaneous effort produced 137 applica- prising over 400 applications, during its 
tions for $616,000. first eleven months. 
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K. A. Luther | os ey 1898—1928 
Testimonial , “3 4 “Thirty Years 
Campaign _ _ an /Etna-izer” 





KENDRICK A. LUTHER 
Vice President, ZEtna Life Insurance Company 


O celebrate his 30th Anniversary with the tna the 

Company’s General Agents are voluntarily sponsoring the 
K. A. Luther Testimonial Campaign. The goal is $75,000,000 
in new paid business during the months of May and June. 

The entire tna sales force is actively and enthusiastically 
engaged in this demonstration. It is a significant tribute to a man 
who, because of his high personal and executive qualities, enjoys 
the respect and admiration of the whole Atna organization. 

The tna’s Metropolitan Agencies (we are seven) will do 
their part whole-heartedly, effectively. 


A strong Aitna organization serving New York and vicinity 


J. P. Graham, Jr. R. H. Keffer T. M. Searles 


16 Court Street 100 William Street Essex Building 
Brooklyn, N. Y. New York City Newark, N. J. 


H. C. Hubbell R. E. Goewey E. A. Muller D. R. Mason 


110 East 42d Street 391 East 149th Street 225 Broadway 225 West 34th Street 
New York City Bronx, N. Y. New York City New York City 
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Brown A Community Builder 


By C. M. HARGER, Abilene, Kan. 


The organization of new life insurance 
companies is bringing into the life in- 
surarce business strong and unusual 
pers: nalities. Some of these are decid- 
uly ‘nen of affairs exerting wide influ- 
suet in many channels over large sec- 
tions of the country. 

A case to the point is C, L. Brown, 
president of the newly formed United 
Life insurance Co. of Salina, Kan., which 
in a few months of existence has put 
$3,000,000 on the books. 

Mr Brown lives in Abilene, which is 
Salina. He is 
undoubtedly one of the best known fi- 
ninciers of the Interior states. Because 


of his notable record of development 
of utility and business concerns, as well 
as for the large size of his operations, 
his community welfare spirit and other 
phases of his personality and record The 
Eastern Underwriter has asked me if I 
would not describe something of Mr. 
Brown’s activities for the readers of The 
Eastern Underwriter. 
How Brown Made His Start 


Jorn in’ Pennsylvania Mr. Brown 
went west with his parents as a child. 
In the middle ’90’s the family estate 
consisted mostly of a small farm and a 
long used water power grist mill on 
the Smoky Hill river near Abilene. The 
town had a decrepit light plant in the 
hands of a receiver. The elder Brown 
and the son borrowed and mortgaged 
and raised money to connect the water 
power with the city lines and secured a 
light franchise. 

One of the earliest promoters of the 
system of consolidation of power plants, 
C. L. Brown added other towns and con- 
tinued to éxtend the lines until the 
United Power & Light Corporation, of 
which he is president, now serves over 
150 towns and cities, three of the latter 
with over 15,000 population, Inadequate 
municipal plants and private plants were 
glad to have him take their equipment 
in view of his real service and the sys- 
tem is now one of the greatest in the 
state with a larger number of communi-: 
ties served than any other. It covers a 
territory 175 miles from northeast to 
southwest. The Southern Nebraska 
Power Co. and the Central Kansas 
Power Co, 

Following the inauguration of the 
power system, he established a local tele- 
phone plant in his home town, charging 
a dollar a month for the stations. This 
he extended until the United Telephone 
Co, of which he is president, has sixty 
exchanges and covers the northwest 
third of the state. It is thoroughly up 
to date with modern exchange buildings 
owned by the company in every town 
ot size. Other telephone organizations 
of which he is the head are the United 
Telephone & Electric Co and the Cen- 
tral Kansas Telephone Co., both with a 
rapidly growing business and increasing 
exchanges. 

Organized Store Chain 

Two years ago the thirteen Piggly 
Wit ly stores of Kansas were in finan- 
cial straits. He bought them and _ the 
Uniicd Stores Company was organized. 
Now it has fifty-four stores and is reach- 
ing out for an even one hundred. It 
has a wholesale grocery house and a 
cresmery and is one of the west’s most 
Prosperous chains. 

Sensing the financial benefit of cheap 
pow ‘r, Mr. Brown controls and uses the 
fou greatest water powers in central 
Kavsas, supplementing their service with 
oll Recently, he has secured a gas line 
which is furnishing natural gas to the 
Salina plant and city and is being ex- 
tended to serve several other cities 


awenty-two miles from 


are also United institutions. ° 


along the United lines. A wholesale 
electric appliance establishment and a 
lumber yard handle supplies for the sys- 
tems and do a large business. The 
United Trust Company opened last year 
with $500,000 capital is the financing 
agent for the companies and carries on 
a growing business with the public. 

An interesting feature of Mr, Brown’s 
management is that the managers of 
exchanges and plants are made agents 
for the United Life Insurance Co. and 





C.-E 


BROWN 


are also representatives for the sale of 
such stocks as are sold to the public. 
Customer ownership has been his policy 
and over 10,000 dividend checks go out 
every quarter to holders of stocks. In 
all the history of the companies none has 
ever missed a dividend on either pre- 
ferred or common stock. 

This is the brief story of the finan- 
cial rise of a farm boy to be one of 
the three or four wealthiest men in Kan- 
sasy his success not from fortuitous oil 
wells or gold mines but from intelligent 
planning in industry. The other side is 
his idea of management of affairs and his 
interest in the welfare of his employes 
and his community. 


Treatment Of Employes 


“No employe who does not save some- 
thing regularly is truly efficient,” is one 
of his mottoes. “The fact that there is 
something laid aside for a rainy day is 
the mainspring of many a family’s suc- 
cess.” 

Mr. Brown found that of his 1,800 em- 
ployes a large number were living from 
hand to mouth, sometimes in debt, usu- 
ally heavily burdened with instalment 
obligations, Six years ago he issued an 
order that every employe should save 
and account to him for one-tenth his 
salary or wages and invest that tenth 
in sound securities to be approved—in a 
home, in life insurance, in bank savings 
account or otherwise in actual reserve 
capital. He created a savings depart- 
ment with ccmplete records of every em- 
ploye and required each to report every 
month how much he had saved that 
month, how it was invested and what in- 
terest it drew. Then he appointed in- 
spectors to look over every employe’s 
accomplishment at least once a year and 
be sure that the savings were as stated. 
The actual savings now accounted for 
reach over one million dollars. About 
half of it. is in homes. The monthly 


savings is about $12,000 and the plan 
has brought thrift to many who never 
Any em- 


before had saved regularly. 


ploye who does not live up to the regu- 
lation loses his job—but only two or 
three have thus been dismissed. No ju- 
risdiction is taken over 90% of the wages 
but 10% must be accounted for—actu- 
ally the savings are 13% of the salaries. 
In the group of employes is held no 
blue sky stock, for only approved securi- 
ties may be bought, and a high average 
of prosperity marks the workers of the 
companies. In addition, there is group 
life insurance, disability and accident in- 
surance and a welfare department cares 
for any in distress. 

A year ago Mr. Brown established a 
Memorial Foundation in memory of his 
parents, both long passed away. On 240 
acres adjoining Abilene he made a lake 
of several acres filled from the nearby 
river, built sand beaches, placed a score 
of boats, hired a life saver and invited 
the community to enjoy it. A sign at 
the entrance says that everything is free. 
The remainder of the tract has been 
landscaped, hundreds of trees planted, 
walks and drives laid out, and upon it 
is being erected the first unit of the 
buildines, a home for old folks costing 
$175,000. Another similar building for 
orphans is to be built next year, Two 
Boy Scout council halls, commodious 
structures, have been built on the stream 
that runs through the tract—all is free 
and camps are held all through summer. 
A school house, a free golf course, a 
hondsome swimming pool in addition to 
the lake, tennis courts and picnic grounds 
are part of the plan. The foundation is 
perpetually established and endowed by 
Mr. Brown. More than fifty old people 
and as many orphans are provided for 
—all to be free—the only restriction is 
that the inmates shall by preference 
come from the territory served by the 
United Companies. When complete, the 
physical equipment will cost over $500,- 
000 and the park will be one of the most 
interesting undertakings in the west. 

The interest that Mr. Brown takes in 
his community and the treatment of his 
employes who are in effect one large 
family, so far as it is possible to unite 
them in common association, makes his 
companies unique in many respects. He 
has not attempted to dictate nor to rule 


but he is one of the community’s most 
useful citizens. A church member, a Ro- 
tarian, active in civic affairs and local 
welfare work, he occupies an enviable 
position as a citizen. 

“Wealth,” says he, “is a trust. What 
I have accomplished has come from the 
co-operation of my neighbors and the 
communities the companies serve. <A 
proper recognition of this is to return to 
the community such benefits as are pos- 
sible and this I am trying to do—not 
only now but with proper arrangements 
for carrying it on in after years.’ 

When the United Life was being 
formed the entire business community of 
Salina got behind it and helped put it 
over. Probably no new company ever 
got away to such a fine community start. 











| 100 East 42 Street 
New York 


I'm up here in the 


“forties” as general 
agent of the Provident 
Mutual Life, ready to 
give increased facili 
ties to anyone on sur- 
plus business and other 
valuable service. 





Drop in and see us 
Perhaps we can help you 


JOHN S. TUNMORE 


Telephone: Lexington 8083-4 
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| PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent ccanection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 























in Iowa, its home state. 


Gerard S. Nollen, President 








Seven Years Of Iowa Leadership 


AGAIN IN 1927, THE BANKERS LIFE COMPANY 
led all companies in the writing of new, paid-for life insurance 
The total for 1927 was $20,193,476. 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 
year in which the Bankers Life has achieved Iowa leadership. 
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BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


DES MOINES, IOWA 
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WHICH DO YOU WANT To SELL ? WE HAVE BoTH 


NON-FORFEITABLE RENEWALS 


TOTAL LIFE INSURANCE IN FORCE | 
D. I. T. D. and P. W. . 
TOTAL INSURANCE IN FORCE 


$83,398,695 
$42,560,476 
$125,959,171 


Write or wire for interview 


INSURANCE COMPANY 
[——_—=INDIANAPOLIS, INDIANA. —i=q 
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Actuary J. H. Woodward 
Dies Unexpectedly 


HAD TROUBLE WITH TONSILS 





Once: Actuary of Connecticut Depart- 
ment; Leaves Widow and Four 


Children at College 





| seph H. Woodward, an actuary hav- 
ing a wide acquaintance with insurance 
companies in numerous divisions: of the 
business, and with state insurance com- 
missioners, died unexpectedly this week. 
He was a member of the actuarial firm 





J. H. WOODWARD 


of Woodward, Fondiller & Ryan, and 
left a widow and four children. They 
are a son at Yale, and daughters at 
Vassar, Bryn Mawr and Smith. 

\ week ago Mr. Woodward left his 
office suffering from trouble with his ton- 
sile. H@ consulted a physician and re- 
turned on Wednesday of last week. Fri- 
day his throat started to swell because 
of an infection and he was taken to a 
hospital. Pneumonia set in and at 2 
o'clock on Tuesday morning he died. The 
funcral was at Cedar Hill cemetery, 
Hartford, yesterday. 

Mr. Woodward started his insurance 


carecr with the Travelers in. Hartford 


and from 1906 to 1908 was actuary of 
the Connecticut Insurance Department. 
Por four years he was actuary of the 
New York State Industrial Commission 
from which post he went to the Guar- 
dian Life as actuary and then became an 
actuary of the Equitable Life Assurance 
Society. In 1921 he and Richard Fon- 
diller opened an independent actuarial 
office. A year later Harwood E. Ryan 


— 











head savings. 


from The Home Life. 


many can you use? 


Seventh Floor Front 





Mr. BROKER! 


“‘We have the greatest sales 
story in modern life insurance’’ 


The Home Life Preferred Plan 


Whereby preferred or super standard life 
risks are placed in a special class and receive the 
benefits of lower rates and mortality and over- 


You have among your clients many who are 
entitled to this kind of insurance and have ac- 
tually asked you for it. 


We will furnish you with a sales letter and 
leaflets with which to solicit your clients. These 
should certainly make money for you. 


ROBBINS & SIMONS 


GENERAL AGENTS 
HOME LIFE INSURANCE COMPANY 


256 Broadway, New York 
Phone— Barclay 5018-5126-5254 


They can now buy it 


How 


Home Office Building 


























GOING TO DETROIT 





J. S. Myrick And Roger B. Hull Will 
Attend Meeting Of Underwriters 
There On June 14 
Julian S. Myrick, president of the Na- 
tional Association of Life Underwriters, 
who has not been traveling around the 
country making talks, will depart from 
that custom on June 14 when he and 
Maior Roger B. Hull will go to Detroit. 
At a meeting there the underwriters will 
discuss the coming national convention 

and its program. 








joined the firm and later Jonathan G. 
Sharp was made a member. 

Mr. Woodward was a member of the 
committee of actuaries appointed by Sec- 
retary of Treasury McAdoo to advise 
with reference to the War Risk Insur- 
ance Bureau. He was also a member of 
the advisory committee of the American 
Red Cross. 


MOIR’S PAPER 
Tells Actuaries of Divergent Develop- 
ments of Life Insurance in Great 
Britain and America 

In a paper read before the Actuarial 
Society of America this week Henry 
Moir of the United States Life discussed 
divergent developments of life insurance 
in Great Britain and America. 

The paper includes a comparison of 
premiums and expense rates and arrives 
at the general conclusion that those who 
lapse or surrender their policies or die 
early in America seem to gain financial- 
ly as compared with the corresponding 
group in Great Britain because of the 
lower premiums, liberal cash dividends 
and the higher surrender values, while 
those who pay high premiums, who take 
their bonuses as additional insurance and 
who live to old age, are probably better 
off under the British system. 


Chas. E. Mabie, Founder 
Of Companies, Is Dead 


SPENT MOST OF LIFE IN CHICAGO 





Was A New York City Insurance Agent 
For Some Years: Story 


Of His Career 





Charles E. Mabie, former president of 
Western insurance companies, and for 
some years an insurance agent in New 
York, died of heart disease in Maple- 
wood, N. J., At the 
time of his passing he was at the home 
of his daughter, Mrs. Robert M. Brown. 
The burial was in Woodlawn Cemetery, 
New York, and Christian Science rites 
were observed. 

Mr. Mabie was seventy-two years old; 
was born in Wisconsin and, although a 
decendant of an early Dutch family 
which settled in Putnam County, New 
York, he spent most of his life in Chi- 
cago, where he was the founder and pres- 
ident for a number of years of the old 
National Life Insurance Co. of Chicago. 
He was also at one time president of 
the Life Indemnity & Investment Co. 
of lowa, the Iowa Life Insurance Co., 
the Northwestern Life Assurance Co. of 
Chicago and vice-president of the Mu- 
tual Reserve Life of New York from 
which he resigned after a year’s asso- 
ciation. 

Mr. Mabie made his home in New 
York. He was a member of the Union 
League and Calumet Clubs of Chicago. 


a few days ago. 


TWO YEARS’ SUCCESS 

S. M. Auer Of Willard Regan Agency 

Of The Connecticut Mutual Has 

Paid In Excess Of $2,000,000 

S. M. Auer of the Willard Regan 
Agency of the Connecticut Mutual Life, 
New York City, has in less than two 
years’ time paid for more than $2,000,000 
of life insurance. In 1905 he was gradu- 
ated from the University of Michigan 
with a B. A. degree. He came to New 
York and for eighteen years was en- 
gaged in manufacturing and merchandis- 
ing enterprises. He decided to go into 
life insurance and his quick success has 
attracted considerable attention in Con- 
necticut Mutual circles. 

30th the father and grandfather of 
Mr. Auer were insurance men, his father 
having been, prior to his death twenty 
years ago, one of the largest producers 
of the Northwestern Mutual Life in Cin- 
cinnati. Mr. Auer devotes his time pri- 
marily to business insurance and the cre- 
ation of estates on what he terms “a 
deferred funded plan.” 


COLONEL HOWARD AT OFFICE 

Colonel James L. Howard, vice-presi- 
dent of the Travelers, who has been ill, 
has recovered sufficiently to be at his 
desk part of each day. 











increasing business. 


past seventy-seven years. 


Massachusetts Mutual 





RAPID PROGRESS 


The service which the Massachusetts Mutual has rendered to its 
policyholders and representatives is reflected in the Company’s rapidly 
Meanwhile there has been no deviation from the 
sterling principles for which this organization has been noted during the 


Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half of Insurance in Force 








Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy.sold. 


Founded 1865 
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Indiana Criticizes 
Powers of State Dep’ts 


URGES GREATER’ LIMITATION 





Before Chamber of Commerce C. C. 
Wysong Says Commissioners Should 
Leave Other States Alone 





Another veiled attack directed upon 
the powers of the New York State In- 
surance Department was made by Insur- 
ance Commissioner Clarence C. Wysong 
of Indiana in the course of an address 
he delivered last week in Washington 
before the annual convention of the 
Chamber of Commerce of the United 
States. Taking as the subject of his talk, 
“Insurance and the State,” Commissioner 
Wysong said that one of the greatest 
dangers of state supervision is the tend- 
ency of a state supervisor to take unto 
himself certain rights and powers which 
the state never intended to delegate to 
him. 

Without making any mention of New 
York in his talk, Commissioner Wysong 
undoubtedly had this state in mind when 
he went on to say that for the commis- 
sioner of one state to invoke the laws of 
that state upon companies doing business 
elsewhere is an abuse of power which 
was never intended by any legislation 
and is directly opposed to the principle 
laid down that insurance is not interstate 
commerce. 

In this connection Commissioner Wy- 
song said: 

“Thus we see that the state in its su- 
pervision of the insurance business has 
placed it in a position, where the busi- 
ness must either bow in all humility and 
be subject to all the whims and misfits 
of mind, or where the supervisor can be 
its friend and helpmate in all its broad 
transactions. 

“The very great diversity inherent in 
the supervision of insurance by forty- 
eight different sovereignties instead of by 
one central authority, by reason of the 
decision that such business is not com- 
merce, inevitably imposes such a diver- 
sity of requirements at the best as to 
introduce serious complications, add 
enormously to the work incidental to the 
conduct of the business and entail heavy 
expenses. When this situation is aggra- 
vated by the imposition of requirements 
running beyond the essential measures 
requisite to secure the solvency of the 
insurers and the protection of the in- 
sured, in conformity with the conditions 
of their contracts and fair and honor- 
able business practice, these burdens are 
multiplied. 

“Harassing measures which have the 
effect of slowing up and hindering the 
conduct of the whole of a great business 
because of the real or imagined faults of 
some insignificant proportion of its mem- 
bership are a real detriment to the in- 
stitution of insurance with all its rami- 
fications and through it to the great 
body of the insured public and all the 
forms of commercial enterprise to which 
it lends its support. Demands for sep- 
arate statistical or other data are too 
often made lightly by insurance super- 
visory officials, with little thought that 
others are doing the same thing and that 
the multiplication of their activities in 
this direction and the diversity of their 
ideas and requirements add enormously 
to the overhead cost of the business, 
which it is invariably the honest attitude 
of the same officials to deplore. 

“In short, the attitude of the state, 
acting through the insurance supervisory 
officials, toward the great institution of 
insurance, should be one of co-operation, 
of recognition that, generally speaking, 
it is conducted in an honorable manner, 
that it is an indispensable adjunct to 
our commercial fabric, that the undesir- 
ables engaged in it are so few as to be 
almost negligible, and that the efforts of 
the supervisory officials should be di- 
rected in a restraining way only so far 
as to curb the activities of those who 
would abuse their relations with the pub- 
lic or who are incompetent to conduct 


their business in a successful manner and 
thereby offer solvent indemnity and with- 
out, when disciplining the refractory, at 
the same time punishing the worthy. 
Extension of Department Powers 

“Under this status of affairs one of the 
greatest dangers of state supervision is 
the great tendency of the state super- 
visor to take unto himself certain rights 
and powers which the state never in- 
tended to delégate to him. It no doubt 
was the intent of the state that the in- 
surance supervisor should only execute 
the laws of the state and that he should 
never be a lawmaker. If such was not 
the intent of the legislature, then we can 
only say that the legislature functioned 
centrary to the constitution. 

“An insurance commissioner is ap- 
pointed by, is responsible to and can ex- 
ecute only the laws of one state. The 
system of our government is so made up 
that one state can not reach into and in- 
voke its laws in another state. Strange 
to say, however, too often in the super- 
vision of insurance an attempt has been 
made to invoke the laws of one state 
upon companies doing business in other 
states; in short, that a company organ- 
ized in one state, when seeking admission 
to a second state, must agree to abide 
by the rules of this latter state not only 
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New England Mutual Life Insurance Co. 
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in its business transactions in the latter 
state, but in its home state and in all 
other states as well. This is an abuse 
of power which was never intended by 
any legislation, and is directly opposed to 
the principle of the doctrine laid down, 
that insurance is not inter-state com- 
merce, and only one of those steps which 
leads to the centralization of power and 
a support of bureaucracy. 

“If one state can say to the company 


of another state what its conduct and 
business practices should be in forty- 
eight states may issue the same edict 
and under that plan chaos would exist 
and no business could continue against 
an impossibility. It is the province of 
the state to supervise within its own con- 
fines and if the supervision is conduct- 
ed wisely and is to be a benefit to the 
business, that state will have a sufficient 
task without going outside her borders.” 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





The Diefendorf 

A agency of the Mu- 

Comparative tual Life uses the 

Digest following digest of 
comparison: 


Real Estate—Administered by 
Trust Company 
Purpose of Testator subject to 
being defeated by contest of Will. 
2. Settlement involves necessary legal 
expenses and court costs. 
3. Appointment of administrators in 
foreign states. 
|. Settlement involves delay. 
5. Danger of shrinkage in settlement. 
6. Public inventory. 
7. No part of income guaranteed. 
8. Continuous trustee’s fees. 
9. Requires reinvesting by trustees 
with chance of loss of principal. 
10. At wife’s death, must be second 
probating of her will, with ex- 
penses, delays and losses, before 
estate can be passed to children. 
11. No security or guarantee of prin- 
cipal. 


) 


Life Insurance Estate—Administered 

by Life Insurance Co. 

1. No contest possible. 

2. No expense of any kind involved. 

3. No such machinery necessary. 

t. No delay—Monthly Income begins 
at once. 

5. No shrinkage possible. 

6. No public inventory. 

7. A minimum income of 3% guar- 
anteed, plus excess interest earned. 
(We are now paying 4.7%.) 

8. No trustee’s fees. 

9. Principal requires no reinvestment, 
even for entine lifetime of wife 
and children. 

10. No second probate required. In- 
come passes at once to children. 

ll. Principal guaranteed by the entire 
assets of the insurance company. 


a a 
Almost the entire 
An issue of the Union 
Anti-Lapse Central Life for May 


Issue is devoted to conser- 
vation of business. 
There are many interesting articles. The 
conipany says that essential steps in 
converting a term policy can be taken 
if the following rules are observed: 


Application Form 1425 

The agent should endeavor to obtain 
a request for conversion on company’s 
Form 1425 and send it in with the re- 
quest for conversion. Although the 
home office prefers this, we will issue a 
new policy upon request of the agent. 
‘he delivery of the new policy will, 
however, be subject to completion of this 
application. 

Ir conversion is made at the end of 
the fifth year, Application Form 1425 
must be signed on or before the expiry 
date of the conversion privilege. Any 
request for conversion without applica- 
tion signed by insured received at the 
home office at such time that new policy 
cannot be prepared and sent to agent 
lor delivery before expiry date, will be 
deferred. Such cases always necessitate 
telegrams. Carefully note signatures 
necessary. Conversion often must be 


deferred because assignee or intcrested 
beveficiary has not signed application. 


Disability and Double Indemnity 

If the term policy contains disability 
or double indemnity, or both, please spe- 
cify if these benefits are to be contin- 
ued in the new policy. If so} require- 
ments should be immediately obtained, 
viz.: Informal Health Certificate 2649 
and commercial report. If the term pol- 
icy does not contain disability benefits, 
Health Certificate Form 282 and com- 
mercial report are necessary if disability 
is desired in new policies. 

If the term policy does not contain 
double indemnity, Informal Health Cer- 
tificate 2649 and commercial report are 
necessary. 

Many delays have occurred because 
the necessary and correct medical forms 
were not sent in with the request for 
conversion. Especially has this been true 
of commercial reports. 

Dating New Policy 

Agents frequently do not specify the 
premium date desired on the converted 
policy. If near an anniversary, we as- 
sume the new policy should bear the 
anniversary date, but we prefer that the 
exact date be mentioned. Watch age 
changes. The company’s rule will per- 
mit dating back to give the insured bene- 
fit of the younger age, except that the 
new policy may not be dated back be- 
yond the issue date of the term policy. 

If the new policy is desired imme- 
diately, note that the company’s rule 
will not permit issuing the new policy 
more than thirty days prior to its ef- 
fective date. 

Interim Term 

New policies issued in conversion of 
term policies under Option 2 cannot be 
written with interim term. 

First Year Conversions : 

No conversion is permitted under Op- 
tion 2 during the first year of the term 
policy. If conversion is desired during 
the first year, the conversion must be 
under Option 1. If a premium date other 
than that of the term policy is desired, 
the new policy may be written with in- 
terim term. 

Agent 

The name of the agent to whom con- 
version should be credited should be 
given with each request for conversion. 
This will eliminate later correspondence. 

Title and Beneficial Interest 

Be sure that title to the policy is 

clear. We have had several cases de- 


laved because previous correspondence 
with reference to title had not been 
taken care of. 

Any change in beneficiary desired 


under the new policy should be taken 
care of by furnishing proper papers. 
Policy 

Much correspondence has been neces- 
sary in the past because the term policy 
which should be taken up before deliv- 
ery of new policy was not returned as 
requested. Every effort should be made 
to get the term policy and, failing in 
this, affidavit covering the lost policy 
should be completed by the insured, 
beneficiary and assignee, if any. 

Voucher and Amendments 

If not ‘previously completed, neces- 
sary vouchers and amendments are sent 
with the new policy. The completion of 
these papers is necessary before deliv- 
ery of policy and acceptance of settle- 
ment. 

















INK UP (wire THe (LINCOLN) ~ 





Let no man be ashamed of his connection 
with insurance which renders society such 
immeasurable service. Let him be proud. 
We of The Lincoln National Life Insur- 
ance Company are proud of our field and 
of our strong company. The strength of 
Lincoln National is as the strength of 
steel. It includes not only its history of 
continuous successful management from the 
beginning, its state-held reserves, its grow- 
ing assets, its well selected able staff, its 
splendid policy offerings, its peerless 
agency spirit, but also another which might 
well be stressed. 

Among its strong points Lincoln National 
might well emphasize its superb equipment 
and methods for unusual service. Its 
beautiful home office building has been 
called one of the most efficient in the land. 
In it is housed every advanced device that 
might be conceived almost, that is avail- 
able anywhere for the promptest dispatch 
of work for agent and policyholder. LNL 
prides itself on the exceptional service 





~ 


| The Lincoln National Life Insurance Company, Ft. Wayne, we’ 


which its equipment, methods and trained 
staff make possible. 


Just as it aims at* superior service, does 
its agency force rise to the occasion, re- 
sponding to the stimulation of aggressive, 
friendly leadership, exhilarating contests, 
magnificent clubs, satisfying conventions, 
adequate literature, and fine plans and 
aids, in growing year by year with the 
ever increasing quotas set with the sure 
development and growth of each man. 
LNL men carry the story of the blessings 
of insurance over all parts of the land— 
from Canada to Mexico, from coast to 
coast. Take Washington in the great 
Northwest, for example. Lincoln Life men 
there, too, are pushing on with true pioneer 
spirit, extending the service of their great 
aggressive, progressive company, and wel- 
coming to their fellowship and a share of 
their great rewards recruits who can meas- 
ure up to LNL standards of service, ag- 
gressiveness and strength. 





CINCINNATI SALARY SAVINGS 

The Cincinnati and Suburban Bell 
Telephone Co. has invited the Penn Mu- 
tual through Charles J. Iredell, its gen- 
eral agent in that city, to present the 
Salary Savings Plan to its 3,800 em- 
ployes. The telephone company is giv- 
ing full co-operation, and the number 
of applications so far received indicates 
that the campaign will be a success. 
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What’s Ahead ? 


states. Full level 


If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000 direct leads a 
year from Head Office lead service. 

Fidelity is a low net-cost Company, operating in forty 
net premium 
$366,000,000 insurance in force—growing rapidly. 


Write for our booklet, “What's ahead?” 


The Fidelity Mutual Life Insurance Company 
WALTER LeMAR TALBOT, President 
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Over 
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in America then and there. 


are invited to apply to 


DAVID F. HOUSTON 
President 


34 Nassau Street 











Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February Ist, 1843, 
A “The Mutual Life of New York” issued its first policy. |} 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company | 
of New York 


2nd Vice- President and Manager of Agencics 


The Mutual Life began 


GEORGE K. SARGENT 
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New Book Published on 
Health Conservation 


DR. LOUIS I. DUBLIN ITS AUTHOR 





Harper’s Brings Out Volume by Metro- 
politan Life Statistician, “Health 
and Wealth” 





Anything that comes from the pen of 
so erudite and philosophical a writer as 
Dr. Louis I. Dublin, Ph.D., statistician 
of the Metropolitan Life, whether in the 
form of a magazine essay or a mono- 
graph or even a book, is usually read 
with much interest by insurance men ev- 
erywhere. Dr. Dublin always has some- 
thing of interest to say on the subject 
of insurance and allied topics, and writes 
in a style that is easy and limpid. Many 
remember that most absorbingly inter- 
esting article, “Life, Death and the Ne- 
gro,” which he wrote for the American 
Mercury a year ago; its discussion of the 
slave traffic, both in the Revolutionary 
period and just before the Civil War, had 
no little historical interest. 

This article, by the way, has been in- 
corporated into a new book by Dr. Dub- 
lin called “Health and Wealth” which 
has just come from the presses of Har- 
per & Brothers. The book is made up 
of fifteen essays which have been se- 
lected from various addresses made by 
the author during the last three or four 
years. Although the book covers a wide 
range of subjects, it none the less has a 
unifying principle. It covers the more 
important aspects of public-health work 
and shows how vital statistics may be 
utilized in the public service in the for- 
mulation of better health programs. 
Through the various chapters which 
compose the book there runs the thread 
of the economic value of human life. The 
recent trend in the principal diseases is 
outlined and the possibilities of prolong- 
ing human life shown. Other questions 
of farreaching importance considered are 
the vitality of race stocks, the develop- 
ment of the family, the rate of natural 
increase as well as other aspects of the 
population question. 

Speaking of the importance of health 
conservation on purely | economic 
grounds, Dr. Dublin says: ‘Possibly this 
is an opportune time to drive home the 
lesson that life and health are our great- 
est possessions and that their preserva- 
tion justifies much greater effort, on eco- 
nomic grounds, if for no other reason. 
It is my hope that these essays will 
further stimulate the campaign for bet- 
ter health service that is now developing 
in the various parts of the country. 
Never before has there been such inter- 
est manifested in our large cities and 
even in our rural areas. Appropriations 
for health departments are increasing. 

3ut nowhere are these as yet commen- 
surate with the economic value of the 
life and health of the people.” 


Economics of World Health 


In the chapter, “The Economics of 
World Health” the author points out the 
losses which result annually from inter- 
ruptions caused by illness and death. 

“Some years ago,” says Dr. Dublin, “Dr. 
Frankel and I made a series of studies 
on the extent of sickness among a half 
million insured persons. The figures 
showed that about 2% were constantly 
sick. Other observers, following similar 
methods, have confirmed our results, 
namely, that the average individual in 
the United States loses about seven days 
each year from sickness involving inabil- 
ity to work. Converted into economic 
terms, this means that there is a loss of 
2% of total current production. This, in 
round numbers, amounts to more than 
$1,250,000,000 annually in the United 
States.” 

Dr. Dublin’s conclusion is that  sick- 
ness costs directly in lost wages, in re- 
duced production and in necessary care, 
a total of $2,250,000,000. He says: 


“One would think under such condi- 


tions that no effort would be spared to 
conserve our living resources. 


But we 
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have scratched only the surface of the 
possibilities in this direction. It would 
be quite unfair, however, to give the im- 
pression that nothing has been accom- 
plished. The gains in extending human 
life and preventing sickness have been 
really considerable during the last half- 
century. There is already abounding evi- 
dence that the work of the public-health 
authorities to prevent illness and con- 
serve life, considered from a purely eco- 
nomic viewpoint, pays large dividends.” 


A Boon to Society 


Dr. Dublin thinks the health campaign 
which has been conducted by his com- 
pany for a number of years has been a 
great boon to human society. He writes: 

“Possibly the most striking demonstra- 
tion of the effectiveness of the modern 
health campaign is the experience of the 
Metropolitan Life Insurance Company 
with its millions of industrial policyhold- 
ers. Seventeen years ago, this organiza- 
tion instituted a program of health edu- 
cation and of nursing service for its 
working-class members. This business 
organization has expended altogether 


‘ 
Louis 

over twenty millicns of dollars in this 
campaign. It has increased its annual 


budget for welfare work in response to 
an ever-increasing demand for service 
and also to the increasingly favorable 
results of the work done. For during 
this period the mortality rate has de- 
clined more than 30% and the accumu- 
lated saving in mortality between 1911 
and 1925, which can be ascribed only to 
the welfare work of the company, has 
totaled the amazing sum of 43 millions 
of dollars, or twice the total expended.” 


Extending Human Life 


In the chapter dealing with the possi- 
bility of extending human life, Dr. Dub- 
lin says the subject has been discussed 
by writers from the earliest antiquity 
down to the present time. 

“The poets, prophets and philosophers 
have all been concerned with it,” says 
the writer. “But unfortunately they 
have approached the subject with a bias. 
They have permitted their personal de- 
sire 
thought. In our own time Shaw has 
civen dramatic treatment to the subject, 
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A Thousand Dollar 


in Income 


The Life salesman who 

adds one moderate sized 

Accident policy a week to his produc- 

tion and renews a fair proportion of 

the business builds up quickly an addi- 
tional income of $1,000 a year. 


Accident insurance sells so readily 
that this quota can be made without 
any decrease in life production. 


For a table showing how Accident in- 
come is built up, address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


for extended life to determine their 








but he has approached it like the rest 
and has assumed that mere wishing can 
be converted into actual accomplishment, 
. We are concerned primarily with 
the facts. We are more fortunate than 
our predecessors. We have a body of 
knowledge which they lacked and, what 
is more important, a scientific analy Sis;” 

Among other subjects discussed in the 
book are the problem of heart disease, 
the problem of tuberculosis, death from 
cancer, the problem of old age, birth 
control and the population question, the 
education of women, health of workers, 
the effect of prohibition on the public 
health. 





HUEBNER’S LATEST TALK 





Addresses W. R. Harper Dinner in Phila- 
delphia, Taking Group Life Insur- 
As His Theme 
Speaking at a dinner given at the 
Penn Athletic Club by W. R. Harper, 
general agent of the Aetna Life, and 
which was attended by representatives 
of the company from New York, Hart- 
ford, Rochester, Syracuse, Springfield, 
Mass., Scranton and Newark, as well as 
by leading Philadelphia employers, Dr. 
S. S. Huebner, of the University of Penn- 
sylvania said that he believed that the 
labor problem could better be solved 
by group insurance through winning over 
the employer to the proper recognition 
of the wage earner’s problems than it 
could by any costly method of gvovern- 

ment insurance. 

He said that in Japan, where efficiency 
along these lines has been brought to a 
very high standard under the govern- 
ment plan, the rates are 20% higher than 
under the American plan of selection. 

He said that group insurance has done 
more for the industrial worker in the 
last decade than has any other single 
device known to the business or social 
world. 

He surprised his hearers when he 
stated that the advance the Japanese 
have made in this field of activity is only 
short of astonishing and that in Japan 
it is regarded as an economical and so- 
cial necessity, not for the individual, but 
for the nation as a whole. 





NEW AGENCY STARTED 


Madison Square Life Associates, Inc., 
New York City, insurance agency, has 
been chartered at Albany with a capital 
of 3,000 shares preferred stock $10 par 
value and 300 common stock $10 par 
value. Marcus D. Mason; 309 West 
Ninety-third street; Abraham H. Sara- 
sohn, 245 Broadway, New York City, and 
Frances H. Gordon, 2183 Washington 
avenue, Bronx, are directors and sub- 
scribers. Abraham H. Sarasohn, 245 
Broadway, is attorney for the company. 


S. E. P. Article 


(Continued from Page 3) 
ance is as reasonable in price as it might 
be. 

“The practical lack of health insur- 
ance, the complete absence of unemploy- 
ment insurance and the far from insig- 
nificant cost of life insurance—all these 
are factors which may from time to time 
stimulate agitation for state insurance, 
just as the high cost of illness and of 
keeping well is now causing no little fear, 
or hope, as the case may be, of state- 
controlled medicine. We would seem to 
have enough unsolved governmental 
problems, enough immediate perplexities 
of public administration, without plung- 
ing into state insurance and medicine. 
Yet most industries, and perhaps even a 
high-minded profession like medicine 
needs a little threat, a ghost on the back 
stairs now and then, to stir them into 
the highest measure of service. Insti- 
tutions, like men, sometimes do their best 
work when another candidate for the job 
is wailing to step into their shoes.” 
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Beneficiaries and 
Federal Estate Tax 


PiTTSBURGH INTERPRETATION 





Wiser Plan For Wife, Association Says, 
Is to Make Insurance Payable 
To a Trustee 





The following question relating to Fed- 
eral Estate Tax has been asked the 
Pittsburgh Life Underwriters’ Associa- 
tion: 

I have a client whose wife, for certain 
reasons, ts considering taking out a rather 
large insurance policy on her husband’s 
life and making it payable to his estate. 
The wife has considerable property and 
securities in her own name, and the in- 
tention ts that she will be the owner of the 
proposed new policy and will pay the pre- 
mium. I have read your article in the 
April “Life Underwriter,’ answering a 
question pertaining to the taxibility of a 
policy taken out in a similar manner by 
the wife of the assured and made payable 
to thetr children, and I note you make the 
following statement: “Obviously, there- 
fore, any policies ‘taken out’ by the wife 
of the assured, and on which she pays 
the premium, are not included in this cate- 
gory (4. e., not subject to the Federal Es- 
tate Tax), regardless of the beneficiaries.” 
I would like to know if the last portion 
of this statement is literally correct, in 
which event I understand that the proceeds 
of the new insurance, above mentioned, 
which is contemplated by the wife of my 
client on her husband’s life, will not be 
subject, upon his death, to the Federal 
Estate Tax, even though these proceeds 
will be payable to the executors of his 
estate. Would the proceeds of this pro- 
posed policy, arranged in this way, be sub- 
ject to the Pennsylvania Inheritance Tax? 


The Answer 
The Association answers the question 
in the current issue of the “Life Un- 
” which publication it sends to 
the members, as follows: 
The case which you outline 
question which, 


derwriter, 


raises a 
so far as we can learn, 
has not been passed upon by the courts, 
or definitely answered by any regulations 
or rulings of either the Federal or the 
Pennsylvania officials. 

First, as to the Federal Estate Tax: 
While it is true that these insurance pro- 
ceeds would be receivable by the execu- 
tors of the decedent’s estate, and would 
thus probably be available for any estate 
expenses and for distribution to the 
lcirs, yet the language of the Federal 
Kevenue Act is clear that the Tax is as- 
sessed on “the value at the time of his 
death of all property to the ex- 
tent of the interest therein of the dece- 
dent at the time of his death.” The de- 
ccdent would have had no interest in 
these insurance proceeds at the time of 
his death, or at any other time; so that 
it is difficult to see how they could be 
considered as “property” in which the 
decedent had an “interest” at the time 
of his death. Furthermore (as pointed 
cut in our article in the “Life Under- 
writer” for May, 1927), = Treasury De- 
partment has held Gc . M. 1164) that 
questions of whether or not the proceeds 
of life insurance policies are taxable shall 
be decided not upon the basis of any of 
the Sections of the Revenue Acts refer- 
ring to the items of an estate merely un- 
der the broad term of “property,” but 
that such questions must be determined 
under the specific provisions relating to 
Life Insurance. In the present (1926) 
Act the “specific provision relating to 
Life Insurance” is: Sec. 302—The value 
of the gross estate shall be determined 
by including the value at the time of 
his death of all property, etc., (g) to the 
extent of the amount held by the execu- 
tor as insurance under policies taken out 
by the decedent upon his own life; and 
to the extent of the excess over $40,000 


of the amount receivable by all other 
beneficiaries as insurance taken out by 
the decedent upon his own life.’ 


Revenue Act Section Clear and Concise 


This section of the Revenue Act is 
clear and concise. Perhaps the only 
point requiring further elucidation is the 
question of what constitutes policies 
“taken out” by the decedent, and in the 
Treasury Department Reg. 70, Art. 25, 
we find this defined as policies on which 
the insured pays the premiums, either 
directly or indirectly. Policies on which 
the premiums are paid by the beneficiary, 
or by any person other than the in- 
sured, are not included in this category. 

Now, concerning the Pennsylvania In- 
heritance Tax: It is quite probable that 
these insurance proceeds payable to the 
executors of the decedent’s estate would 
be subject to the executors’ fees and 
other administration expenses and would 
be available for the payment of any 
of his debts, as well as for distribution 
to the heirs under the decedent’s last 
will and testament, or in accordance with 
the Interstate Laws if there were no 
will. We would not care to express a 
definite opinion on any of these points 
without a further study of the subject. 
However, we can see no reasonable basis 
for assuming that these insurance pro- 
ceeds should be subject to the Pennsyl- 


vania Inheritance Tax. ‘The first codi- 
fied law providing for this tax in Penn- 
sylvania was the Act of 1887, subse- 
quently amended by various Acts as to 
rates of taxation and other details. In 
the Act of June 20, 1919) practically all 
of the text of the former laws reaf- 
firmed, and in Section 45 of this Act 
is contained the following definition: 
“The words ‘estate’ and ‘property’ where- 
ever used in this Act, except where the 
subject or context is repugnant to such 
construction, shall be construed to mean 
the interest of the testator, etc., passing 
or transferred to the individual or spe- 


cific legatee, ete. etc,” Throughout 
these various Acts, it is apparent that 


the intent was to impose these Inheri- 
tance Taxes upon the property of which 
“the decedent died seized or possessed,” 

or over which he held some power of 
disposition at the time of his death, or 
had exercised such power to effect a 
transfer “to take effect in possession or 
enjoyment at or after his death.” None 
of these premises would be true with re- 
spect to the proceeds of insurance under 
discussion, where the policies had been 
“taken out” by some other person, who 
paid the premiums and exercised full and 
complete control of the policies during 
the decedent’s life-time, and, as above 
stated, we can seen no reason why it 
should be necessary to pay an Inheri- 
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territories for two 
good men under 
real general agents’ 
contracts. 

Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 























tance Tax to the State of Pennsylvania 
on such insurance proceeds. 
Notwithstanding the foregoing opinion, 
it would seem to be a wiser plan for 
the wife of your client to make this 
proposed insurance payable to a Trustee 
(Continued on Page 16) 








Ideas and 


development. 


three-quarters 
of insurance in force. 


Hillsman Taylor, 
Life 
Accident - Health 


Group 








A quarter of a century spent in 
laying the broadest possible foun- 
dation for future strength has 
been followed by twelve years of 
almost unprecedented growth and 
In these twelve 
years, the Company has grown 
from a little over one hundred mil- 
lion to considerably more than 
of a billion dollars 


Now 18th among the 348 Legal 
Reserve Companies of the United 


Missouri State Life 


Progressive 


Methods 


Spell Success 


The Missouri State Life, in its program 
of progress, is continually anticipating 


the needs of its field men 


HROUGH its unique combination of soundness and aggres- 
siveness, the Missouri State Life has justly earned its dis- 
tinctive title—The Progressive Company. 


above it. 


President 


States, its record of new paid-for 
business in 1927 was greater than 
any one of the next five companies 


Continually 
needs of its field men—pioneering 
in many of the progressive ideas 
and methods now in general use— 
it is no wonder Missouri State Life 
underwriters are piling up such 
remarkable records. 

Men of high character and abil- 
ity are offered a real future with 
this Company. 


Insurance Company 
Home Office, St. Louis 


anticipating the 





Missourt STATE LIFE 
Saint Louis, Missouri 
Send me your 


Name 
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Mortality of Negro in 
South Is Discussed 


VIEWS OF WATT, PILOT LIFE 





Tells Actuaries Death Rate in Younger 
Ages Is Heavy; Not Many 
Policies Written 
The mortality on Southern negro lives 
was discussed by Arthur Watt, secretary 
of the Pilot Life, Greensboro, N. C., in 
a talk before the Actuarial Society this 

week. 

Previous available experience has indi- 
cated that negroes were 
heavier mortality than whites. 
pears to be due to a lack of resistance 
to disease—especially certain diseases as 
pulmonary tuberculosis and other res- 
piratory diseases. Tables based on data 
drawn, in part, from the 1920 United 
States Census, show that for both white 
and colored people the death rate is more 
favorable in rural than in urban areas. 
It is also shown that for the colored 
rural population the death rate is lower 
in Southern than in Northern states. The 
reverse is true of the colored urban 
population. 

After outlining the underwriting prac- 
tice of the Pilot Life, the experience of 
that company on colored lives insured 
under ordinary policies issued up to De- 
cember 31, 1924, was described. The vol- 
ume of business included in the investi- 
gation was not large, 4,215 policies for 
$5,805,500. Of the total exposures 78% 
were on the lives of farmers. About 
00% of the total business was issued to 
negroes in North Carolina and South 
Carolina. 


subject to a 
This ap- 





Total Mortality 

The total mortality was 95% by poli- 
cies and 90% by amount of the expect- 
ed by the American Men Select Table. 
The experience of the first policy year 
was quite unfavorable. Excluding the 
first policy year the mortality was found 
to be &3% by policies and 81% by 
amounts of the expected by the Ameri- 
can Men Ultimate Table. A_ further 
study of the mortality of this group 
(that is, omitting first policy year) by 
attained ages shows the ratios of actual 
to expected claims to be very heavy at 
the younger ages below twenty and be- 
tween ages thirty-five and thirty-nine, 
and fairly heavy at ages above sixty; for 
other ages, the ratios were on the av- 
erage well below 100%. 

A comparison of blood pressure read- 
ing with those given in the Report on 
Blood Pressure published in 1925 by the 
Joint Mortality Committe of the Med- 
ical Director’s Association and the Ac- 
tuarial Society, indicates that for nearly 
all ages the average systolic diastolic and 
pulse pressure readings were higher in 
the case of negro lives. 

The outstanding causes of death among 
insured negroes were: Tuberculosis of 
lungs, influenza and pneumonia, acute 
nephritis and Bright’s disease, cerebral 
hemorrhage and paralysis. 








NEW BEST PUBLICATION 

The A. M. Best Co., New York, has 
gotten out a new publication, “Best’s Life 
Rating Chart.” 

In it are shown all of the most impor- 
tant items of the operations of a life in- 
surance company, including a three year 
showing of the principal items from the 
Gain and Loss Exhibit. In addition, fig- 
ures are shown regarding policy cost, and 
the general opinion of each company 
from the policyholders’ standpoint, which 
is very carefully computed along mathe- 
matical lines and includes all items which 
interest the policyholder except that of 
the personal service from the agent, 
which, of course, cannot be considered. 





Bertrand A. Page, vice-president of 
the Travelers, is now on a pleasure trip 
in Europe. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








DAWA Wwe ue \Ue Ue WWE \ue Woe \ue lee Soe lus 1 


Only 34% Term 


q In 1927 Nylic Agents placed over 
$927,000,000 of New Insurance, 
distributed by policies as follows: 
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Whole, and Limited Number 
Payment, Life .... 255,226 

Endowments ........ 48,182 

4,907 


Amount 
— 


$79 1,308,900 
104,881,500 
31,277,600 


Term 
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q Most underwriters agree that, in gen- 
eral, life and endowment policies are 
best for policyholders. 





Term Insurance was only about 3';% 


g Nylic rules and training strengthen ‘al 
Nylic agents for meeting “‘sales resist- S 
ance. Consequently they do not use = 

Term Insurance as an easy answer to "z 








Nylic agents are indus- 






trious, persistent, satis- 
fied and happy?’ 
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NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY 


President 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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Blue Goose Plan Of 
Group Life Insurance 


NOW ADOPTED BY COMMITTEE 





What American National Of Galveston, 
Tex., Proposes To Leading Social 
Order Of Fire Insurance 





E. D. Marr of Kansas City, chairman 
of the committee on group life insur- 
ance of the Blue Goose, the leading s.- 
cial order in fire insurance, has reported 
to the Grand Nest of the order that after 
icng consideration the committee has rc- 
ceived from the American National In- 
surance Co. of Galveston, Tex., a group 
insurance proposition which looks ai- 
tractive. It has already been adopted 
by several of the ponds of the order. 

The features which make this proposal 
attractive are these: 

(1) Only 75% of the total membership 
will be required. 

(2) A flat rate for all members irre- 
spective of age will be charged. 

(3) The determined average age regu- 
lates amount of the flat rate. 

(4) If the average age is not over 45 
the rate will be $8 per $1,000. 

(5) All ages are included 
physical examination. 

(6) Members who engage in another 
line of business are covered so long as 
they remain members in good standine. 

(7) Should they leave the Order they 
may convert their policy to any form 
written by the company, without physi 
cal examination. 

(8) Should a member leave the Order 
for any cause and at a later date be re- 
instated, he may again take his group 
coverage at the attained age, or may 
go back to the age at which he origi- 
nally carried the insurance and pay the 
back premium with 6% interest thereon, 
provided in either case he completes a 
short form health certificate. 

(9) Policy payable in full in case of 
permanent and total disability, i. ¢., the 
loss of use of both eyes, of one hand and 
one foot, or of both hands or both fect. 

(10) All members who have passe 
their 65th birthday must apply for this 
coverage within sixty days from the date 
of signing of the master policy. 

(11) The amount of insurance pcr 
member under 65 years shall be $2,500, 
and 65 years or over $1,000. 

(1) There is to be no yearly increas 
ing cost, the same flat rate applying to 
all members irrespective of age. 

The members of the committee on 
group life insurance are E. D. Marr, 
chairman, Kansas City; Robert L. Kini- 
berly, Kansas City and Fred J. Breen, 
Pittsburgh. 


without 





NEW L. F. PARET OFFICES 





Opened On Thirteenth Floor Griffith 
Building, Newark; Banquet Follows 
Formal Opening 


The regular quarterly agency mecting 
was held Wednesday in the Newark oi- 
fice of the Provident Mutual, the mect- 
ing marking the formal opening of thie 
new offices of the Louis F. Paret agency 
in the Griffith building at 605 Broad 
street. Mr. Paret presided. Addresses 
were made by Harvey Weeks, gener:l 
agent of the company at Buffalo, and 
John C. McNamara, Guardian Life, New 
York. 

The business session was followed by 
a banquet at the Robert Treat Hotel. 
attended by seventy representatives of 
the company in New Jersey. Dr. S. >. 
Huebner gave a lengthy address on 
“Business Insurance.” A few remarks 
were made by Leslie McDouall an 
Frederick Gibbs, Fidelity Union & Trust 
Co., Newark. 

The new offices of the Paret agency 
are located on the thirteenth floor of the 
Griffith Building, and are spacious an 
light. 
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Insurance Courses 
Abroad During 1928 


Some idea of the vogue of insur- 
ance education in Europe, through 
summer institutes, may be obtained 
irom the following excerpt from a 
Berlin insurance paper: 

A. Germany 





University of Berlin: 

Manes: Insurance economics and in- 
surance administration—Discussion of 
social and private insurance problems. 

Nussbaum: The law of negotiable 
instruments and private insurance. 

Kaskel: Social insurance law. (Work- 
men’s, employes’ and unemployment in- 
surance). 

Burger: Forensic medicine applied to 
insurance, (with practical cases). 

Reckzeh: Insurance medicine and 
expert practice. 

Handelshochule, Berlin: 

Manes: Private insurance.—Practice 
in social and private insurance for be- 
einners.—A practical course for ad- 
vanced students. 

Hagen: Private 
justification. 

University of Bonn: 

Scheuer: Securities and marine in- 
surance, 

Goppert: Navigation and insurance 


insurance and _ its 


aw. 

Muller-Hess: Practical course in in- 
surance and_ social medicine —Social 
inedicine. 

Horn: Selected cases in insurance 
medicine. Special instruction for in- 
dividual work in accident and invalid- 
ity insurance. 

\vriculiural Hochschule, Bonn-Poppels- 
dorf: 

Horn: Private insurance. 

Technical Hochschule at Braunschweig: 

Lewin: Sccial insurance and its jus- 
tification. 

University of Breslau: 

Peters: Social insurance 
rights to existence. 

Buchner: Social insurance. 

Groenouw: Social legislation and its 


and its 


relation to medicine (with practical 
cases). 
Sternberg: Insurance mathematics 


and statistics based on probabilities. 
Mining Academy: 

Clausthal-Kast: Social insurance leg- 
islation. 

University of Erlangen: 

Stucken: Insurance problems. 

Schling: Commercial and insurance 
law. : 

Freiherr von Scheurl: Social insur- 
ance law. 

Schneller: Selected chapters from so0- 
cial medicine. 

University of Frankfurt a. M.: 

Patzig: Private insurance institutes. 
_ Bleicher, Brendel, Patzig: Practical 
surance courses. 

Saenger: Private insurance law. 

Hanauer: Practical course in social 
medicine, 

‘reiburg i. Br.: 

\urin: Private insurance. 

Marschall von Bieberstein: 
insurance law. 

Konigsfeld: Insurance medicine and 
social welfare. 

_ Schule: Social medicine. 
University of Giessen: 

Geppert: Probabilities and mathe- 
niatical statistics. Practical course in 
probabilities. 

University of Gottingen: 

_Oldenberg, von Gierke, Mirbt : Prac- 
tical course in insurance problems. 

von Gierke: Private insurance law. 

Mirbt: Social insurance law. 

Lochte: Accident and insurance med- 
icine—Social medicine. 

Bernstein: Insurance mathematics.— 
Probabilities. | Practical course in 


Social 


_mathematical statistics. 

University of Griefswald: 

Special political economy, 
(Traffic and Insurance). 


Kahler: 
part III. 


Kogge: Labor protection and social 
insurance. 
Hey: Social medicine with demon- 
stration of cases from expert practice. 
Thaer: Probabilities. 
University of Halle a. S.: 
Ruth: Private insurance law. 
Pietrusky: Social medicine. 
University of Hamburg: 
Bruck: Introduction to private and 
social insurance.—Social insurance. 
Bruck and Ascher: Practical prob- 
lems in insurance law for beginners. 
Bruck: Practical problems in insur- 
ance law. 
Riebesell: Insurance mathematics.— 
Selected chapters from 
mathematics with problems. 
University of Heidelberg: 
Groh: German labor law in respect 
to social insurance. 
University of Kiel: 
Ziemke: Social and insurance medi- 
cine. 
University of Cologne a. Rh.: 
Moldenhauer: Introduction to insur- 
ance problems. Fundamentals of pri- 


vate insurance law.—Problems in 
social insurance—General insurance 
problems. 

Schmittmann: Social insurance. 


Meder: Medical law and social medi- 
cine. 
Dorge: Probabilities. 

University of Konigsberg i. Pr.: 
Nottarp: Private insurance law. 
Toronezy: Fundamentals of insur- 

ance medicine. 
Nippe: Practice at the Institute for 
Forensic and Social Medicine. 

University of Leipzig: 

Rehme: Private insurance law. 

Jacobi: The law cf workmen’s pro- 
tection and social insurance. (Funda- 
mentals of public insurance law.) 

Richter: Practice in social insurance. 

Hille: Use of dental instruments; so- 
cial and forensic dentistry. 


Burkhardt: Introduction to mathe- 
matical statistics. , 
Grosse: Insurance, with practical 


problems. 

Lange: Insurance and social medi- 
cine. 

Lorey: Methods of statistics applied 
to insurance. 

Handelshochschule—Leipzig : 

Worner: Insurance management 
and administration. 

Rehme: Private insurance law. 

Beyrodt: Fundamentals of insurance 
mathematics. 

University of Marburg: 

Private insurance law. 

Fricke: Labor protection and labor 
insurance from a socio-economic point 
of view. 

University of Munchen: 

Bohm: Life insurance with its his- 
tory, organization and practice. Prac- 
tical course in statistics and all branch- 
es of insurance. 

Cosack: Private insurance law. 

Kisch and Silberschmidt: Scientific 
and practical problems in private in- 
surance law. 

Schmitt: Accidents. 

Sittmann: After-effects of accidents. 

Technische Hochshule—Munchen: 

Dorn: Private insurance. 

Jehle: Introduction to accident and 
liability insurance. Intrcduction in 
transportation insurance. 

University of Munster: 
Tobben: Medical law and expert 
practice. Social medicine, social guid- 
ance and care of youth. 
Besserer: Forensic medicine. 
University of Rostock: 

Gieseke: Private insurance law. 
University of Tubingen: 

von Heck: Insurance law. 
University of Wurzburg: 


Fisher: Social medicine, insurance 
medicine. Practice at the institute for 
forensic and social medicine. 

Switzerland 
University of Basel: s 

Flatt: Probabilities and insurance 

mathematics. 


University of Bern: 


insurance’ 


Giorgio: Fundamentals of the Swiss 
army insurance law. 

Dettling: Occupational poisonings. 
Sickness and accident insurance. Dem- 
onstrations of forensic medicine in in- 
surance practice. 

Moser: Mathematical fundamentals 
of sickness insurance. Practical prob- 
lems in insurance mathematics. 

Bohren: Financial systems in insur- 
ance. 

University of Lausanne: 

Dumas: The law of insurance. Gov- 
ernmental supervision of insurance. In- 
surance practice, special problems. 


_Boninsegni: Social legislation. So- 
cial insurance. 

Jequier: Life insurance. Practical 
problems. 


Delay: Social medicine. 

_Chuard: Probabilities. 
University of Neuchatel: 

Perrin: Social legislation, 


Du Pasquier: Actuarial problems. 





of statistics. Theory of Mortality ta 
bles. 
University of Zurich: 
Hiestand: Problems in insurance law. 
Zangger: Criminal problems in con- 
nection with insurance practice. 

C. Czecho-Slovakia 
Deutsche Technische Hochschule, Brunn: 
Jarolim: Private insurance law. 

Schnitzler: Social insurance. 

Watzke: Insurance accounting, with 
practical problems. 

Benze: Mathematical statistics. 

Schnitzler: Insurance mathematics, 
with practical problems. 

University of Prague: 

Ziel: Duties of the physician in sick- 
ness and accident insurance. 

Furth: Probabilities. 

This list indicates the extent of in- 
terest in practical insurance instruction 
in several of the European countries, and 
suggests the possibility of similar effort 
by our American universities. 
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ble for our great expansion. 
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Pittsfield, Massachusetts 





THE BERKSHIRE LIFE INSURANCE COMPANY | 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 





FRED. H. RHODES, President 
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WONDERFUL f 
RESULTS: 


80% of our represent- 
atives are selling an 
average of five policies 
per one hundred names 
circularized and 


$5,000 or over. 


177 MONTAGUE ST., 


solicited under our new plan. 


Particulars gladly given 
THE JOHN H. SCOTT AGENCY 


Home Life Insurance Co. of New York 





Each sold policy is for 


BROOKLYN, N. Y. 




















Organized 1845 


SECURIT Y— 


When the Mutual Benefit was organized in | 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 
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H. W. Mensted Talks ies 
Hub On Field Analysis 


TIME SAVING SUGGESTIONS 
Home Life’s Agency Superintendent 
Tells Importance Of Understanding 


Geographical Development Possibilities 


H. W. Manning, 
agencies of the 
the Boston life 


superintendent of 

Home Life, addressed 
underwriters’ association 
yesterday, taking as his subject “Ana- 
lyzing Your Field.” 

“Someone has said that life insurance 
is the hardest business in the world in 
which to make $2,000 but the easiest in 











H. W. MANNING 
which to make $5,000 or more,” said the 
speaker. “There are so many people and 
so little time in proportion that one must 
carefully analyze the field in which they 
are going to expend their efforts so that 
their time may be used to best advan- 
tage. Everyone is possessed of a cer- 
tain personality, a certain background, 
a definite training. One should be un- 
failingly conscious of those qualities or 
characteristics which they possess inso- 
far as there is promise of greater re- 
sults in one field or another,” said the 
speaker. 
Geographical Knowledge 

Mr. Manning added that knowing 
field does not necessarily mean 
ing evérybody within it. The greatest 
value of local contact is not in being 
able to call people readily by name, but 
it is in knowing the right types of per- 
sons and where they are to be found. 
The location of a man denotes in itself 
something of his interests, his mode of 
living, his income and his responsibili- 
ties. A life man must be a cosmopolitan, 
understanding all problems, having a 
keen intuition respecting circumstances, 
ready to exercise sound judgment and 
give correct advice. His vision must be 
well directed. 

To analyze one’s field geographically 
in order not to waste steps is of ex- 


one’s 
know- 


treme importance. At the same _ time 
one must realize that so far as life in- 
surance is concerned one may never 


Life insur- 
opening new ave- 
intelligent agent will 
Pre-vision means keeping an 


reach the end of the road. 
ance will keep going, 
nues which the 
follow. 











brought up 
$415,000,775.15. 


ber 381, 1927, bonds, 
$36,006,103.34. 


visitation, or other emergency. 


5 th YEAR of 





Lire INSURANCE COMPANY 


oF BOSTON. MASSACHUSETTS 

December 31, 1927 
Total Insurance in Force, over .... 
Total Number of Policies .. 


This insurance is backed by a Sinking Fund prescribed by statute 
amounting to $383,689,508.00. This fund is the Legal Reserve. 

The other reserves carried by the Company on December 31, 1927, 
its Definitely Allocated 


This includes a reserve of $16,654,587.95 for policyholders’ Divi- 
dends to be paid or credited in 1928. 

To cover these liabilities the Company owned and held on Decem- 
mortgages, 
$451,006,878.49, thus showing a Surplus of resources amounting to 


This Surplus is to provide against asset depreciation, epidemic 


The New Insurance paid for in 1927 was $524,797,698.00, the 
greatest year’s record in the Company’s history. 


BUSINESS 


$2,764,000,000 
6,253,908 


Liabilities to the total of 


and other property valued at 





trust institutions, 


need 


197 Clarendon St., 





Complete Life Insurance Service 


All forms of Life, Endowment, and Term policies for personal protection, Joint 
Life Contracts, Total Disability, and Double Indemnity. 

All the new forms of Group, Wholesale, and Salary Deductions. 
to accommodate various situations, both single and annual premium. 

Business Insurance in favor of firms, corporations and other enterprises; policies 
to Preserve Estates, cover asset depreciation and pay inheritance taxes; Life Insurance 
Trusts for the retention, care and payment of the proceeds of life policies to the 
beneficiaries through Annuities, or by means of trusts established in banking and 


Our organization is prepared to arrange life insurance protection to meet any 
"For further information, address INQUIRY BUREAU, 
John Hancock Mutual Life Insurance Company 


Annuity Contracts 


Boston, Mass. 

















eve on all those avenues, those already 
opened and those about to be opened. 
Then the work of finding prospects will 
not be found difficult. 

“Speaking of interviews brings us 
closer to the actual sale and those things 
which we must observe in connection 
therewith,” said Mr. Manning. “It is 
obvious that only the fringe of an im- 
pertant phase of our business has been 
touched but it is such a big business,— 
it has reached such great proportions,— 
it has touched so many individuals, so 
many homes, so many businesses as life 
insurance has developed. There has 
been spread over this country a great 
mantle of protection. Coincident with 
it and necessary thereto has been the ac- 
cumulation of great sums by the life 
insurance companies. The result is that 
today they have large investments which 
are being turned back to the use of the 
people by way of mortgages on homes, 
the promotion of public utilities, the de- 
velopment of transportation, government 
financing and other factors so important 
to the economic structure of the country. 
The growth of life insurance has meant 
the inculcation and development of thrift, 
savings, unselfishness, thoughtfulness for 
others and love of home. Life insurance 
men of this country have preached a 
gospel which is doing much toward the 
promotion of good citizenship in the 
midst of so many disintegrating forces. 
Great numbers of men have become en- 
gaged in the various branches of the 
business who are wielding an important 


GROUP DISABILITY PAYMENTS 
The Equitable Society has paid more 
than $3,000,000 to about 2,000 workers 
since the introduction of the total per- 
manent disability clause into the group 
policies ten years ago. 





John L. Shuff, Union Central, Cincin- 
nati, spoke at the May meeting of the 
Detroit Association on Friday last. 





Beneficiaries And Tax 
(Continued from Page 13) 


(preferably a Bank or Trust Company) 
and provide for the use of the funds of 
a properly drawn Trust Agreement, rath- 
er than having these proceeds paid di- 
rectly to the executors of her husband’s 
estate. In that case, there could be no 
question about these funds being en- 
tirely relieved of the Federal Estate and 
the Pennsylvania Inheritance Taxes, and 
at the same time they could be made 
available for the use of her husband’s 
executors, to whatever she desired, by 
the incorporation of suitable clauses in 
the trust provisions. 








influence wherever their presence is felt. 
In the interests of the better worth of 
these men, great contributions are being 
made by fellow underwriters and no- 
where is this unselfish service so obvious 
as in this association.” 


NEW LIFE PRESIDENT 
G. I. Toevs Elected President of Na. 
tional Life of Spokane, Wash.: 
Capital $250,000 

G. I. Toevs was elected president of 
the National Life at a meeting of trus- 
tees recently at the Davenport Hotel, 
Spokane. H. H. Hebert, vice-president 
J. W.. Burgan, 
Yord E. Dunton, 
Wagener, treasurer. 

The organization and incorporation of 
the new company by Spokane men, with 
a capitalization of $250,000 was an- 
nounced recently. The company will 
start active work the last of June or the 
first of July, it was announced follow- 
ing the meeting. Officers have not been 
selected yet. 

Other officers are yet to be named be- 
fore the company starts its actual busi- 
ness. Harry Horne, who for the last ten 
years has been in agency direction work 
for the Western Union Life, is slated 
for the position of director of agencies, 


second vice-president: 
secretary, and ©. R. 





SYRACUSE DINNER 


Fifty Syracuse and Central New York 
representatives of the New York Life 
attended an annual dinner at the Onon- 
daga Hotel in Syracuse Saturday night. 
Merle Bashore, vice-president of the 
Syracuse Trust Company; Charles H. 
Langmuir, first vice-president of the in- 
surance company, and James E. Briggs, 
inspector, both of New York City, and 
Warren B. Smith, director of the DBing- 
hamton branch office, were the speakers. 
The dinner was arranged by Judson 
Clarke, Syracuse agency director. 





Taggart’s Position 


(Continued from Page 1) 

first have to secure permission from the 
insurance department in the company’s 
home State. And, if that department 
said, “We'll make the examination and 
you can take our figures,” Pennsylvania 
would either have to go to war with that 
State or else accept the figures. And, ii 
it accepted the figures and liquidation re- 
sulted, the policyholders, who had claims 
against the company, would get nothing 
as legal fees, politicians’ fees, ete., would 
eat up all the money. 

Third: He was not in sympathy with 
having companies coming into Pennsyl- 
vania, making money in the State and 
then taking that money out of the State 
for investment in their own common- 
wealths and use that money to building 
industries, trolley lines, etc. He especial- 
ly did not approve, he said, the laws of 
some States which permitted young chil- 
dren to work in factories. 

Texas 

Asked what he would do in the matter 
of New Jersey refusing to license Penn- 
sylvania companies, Colonel Taggart said 
he knew nothing about the matter. ’ yor 
that two Philadelphia companies and « 
Pittsburgh company had been var en 
admission to the State, he declared that 
the companies had not brought the mat- 
ter to the attention of the Insurance |e- 
partment. 

And about Texas? 

“The State of Texas,” he said, “is not 
going to tell Pennsylvania how to run its 
insurance department. If Texas wants 
to kick out the Pennsylvania compauies, 
let it. And if any of its own companies 
fail it'll wish that it had some strong 
Pennsylvania companies to pay the 
claims.” 
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Dallas Sees Growth Of 
Travel By Airship 


WHAT HE SAW IN LONG TRIP 
Over Production Of Oil In Southern 
California; Banks Refuse To Lend 
On Stock Of Bank Of Italy; 
Mining Revival In Montana 
Ard Idaho 





During a recent trip made to the Pacific 
Coast by Wilham H. Datlas, Superinten- 
dent of Agencies of the Aetna Life, the 
following cities were covered there and 
en-route: Chicago, Kansas City, Los 
Angeles, San Francisco, Portland, Seattle, 
Vancouver, Winnipeg, Minneapolis and 
St. Paul. Mr. Dallas’ views of the situa- 
tion as tt came under his view follows: 


By W. HH. Dallas 


I talked to life insurance men, bankers, 
farmers, newspaper editors, and others 
who were in a position to give interest- 
ing and reliable information regarding 
gencral and specific business conditions 
in their respective sections. 

It is the general feeling in Chicago 
that the rather dull business period of 
the latter part of 1927 and early 1928 
has passed, and that things in general 
are now normal, with reasonable pros- 
pects for steady increases all along the 
line. 

Kansas City has nothing to complain 
about particularly. The prices being re- 
ceived for beef and the agricultural 
prospects are encouraging, which should 
make possible the continued recovery of 
that section of the country. 

Southern California Quiet 

Southern California is quiet. There 
has been an over-production of oil, with 
resulting low and possibly unprofitable 
prices. The moving picture industry 
seems to be still in the throes of re- 
adjustment. Serious efforts are being 
made to reduce costs and to avoid over- 
production of films. When I was in Los 
Angeles several of the large studios had 
shut down completely, and others were 
only operating at a fraction of their ca- 
pacity. Some of this was undoubtedly 
a seasonal shut-down, but a portion of 
it was due to the readjustments that 
are taking place in the motion picture 
industry. 

Bank clearings, real estate sales, and 
automobile distribution all indicated that 
southern California was easing off after 
a long period of very rapid expansion. 
There is nothing approaching a depres- 
son or a slump, and no one has lost con- 
fidence in the present or future for that. 
wonderful section of the United States. 
However, the fact remains that business 
ls not booming as it has at certain 
times in the past. 

The Bank of Italy 


In San Francisco the principal topic 
of conversation was the Bank of Italy. 
It seems that every man, woman and 
child, in every walk of life in northern 
California, is speculating in the stock of 
the Bank ‘of Italy, or stock of the Banc- 
italy Corporation. The Bank of Italy has 
had a tremendous growth, and the stock- 
hollers have made enormous profits 
based on present market values. The 
bank is larger than we in this part of 
the country imagine, has innumerable 

ranches, and the holding company is 
reac hing out into other parts of the 
country and shows a tendency to be- 
conie an investment trust of national im- 
portance. There is a rather violent dis- 
pute going on between the insurance in- 
terests and the Bank of Italy as to 
whether the bank, or the holding com- 
Pany, through its insurance department, 
shall ‘be permitted to write various forms 
of insurance. So far, most of the large 
Msuirance companies have refused to pay 
commissions to the bank or to split com- 
Missions with the bank, and there is some 
thought that the bank or the holding 
company may buy some insurance com- 
pat nies, 

The banks on the Coast are very gen- 
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erally refusing to lend on the stock of 
the Bank of Italy, or Bancitaly Corpor- 
ation, but this does not seem to inter- 
fere with the widespread speculation that 
is taking place. 

The principal change that is noticeable 
in San Francisco district is taking place 
in the bay cities of Oakland and Berke- 
ley. Oakland, especially, is growing very 
rapidly, particularly from an industrial 
standpoint. 

Lumber 

As one goes north he begins to hear 
a great deal of discussion regarding lum- 
ber. Portland and Seattle both view 
lumber as the barometer of trade. For 
several years past there has been a dis- 
organized market and an over-production 
of lumber. It is claimed that the busi- 
ness is not making money. There are 
many collateral and technical problems 
involved, such as taxation, making con- 
servation unprofitable, and the formation 
of many large companies who own tim- 
ber and handle the lumber almost to 
the point where it passes into the hands 
of the ultimate consumer. 

On the other side of the picture is 
the rapid development of the pulp and 
paper industry on the north coast. Mills 
are springing up in many places, and all 
of them appear to be making money. 

In spite of the rather pessimistic view 
as to lumber, both Portland and Seattle 
seem to be reasonably prosperous and 
about normal. Neither one of the cities 
is growing abnormally, though there is 
some thought that the northern Pacific 
Coast may be the center of the next big 
real estate boom in the United States 
and Canada. 

Spokane 

Spokane is interesting from two stand- 
points. There has been a very heavy 
fall of rain and snow in the inland em- 
pire. There is every indication that 
wheat and other crops will be unusually 
large as the result of the heavy winter 
moisture. Then too, there is a revival 
in mining in sections of Montana and 
northern Idaho. Both of these naturally 
bring money and trade to Spokane, and 
the mining may lead to a period of stock 
speculation. Spokane has weathered 
some pretty bad years, but there is a 
great deal of optimism present, and 
every indication that the future is rather 
bright. 


Vancouver, British Columbia, enjoys 
much the same mild climate as Seattle 
and Portland. The city is surprisingly 
English in its general make-up, but has 
some outstanding advantages. It is on 
the western border of Canada, has an 
excellent harbor, has large mining, coal, 
timber and pulp resources, and should 
grow steadily and substantially. There 
is considerable optimism in Vancouver 
as to the business that can be expected 
during the next twelve months. 

Winnipeg 

Winnipeg, one of the largest prairie 
cities, has in the past been the center of 
much Canadian land speculation, and is 
the home of one of the largest grain ex- 
changes in the world. The prairie prov- 
inces of Canada have reason to expect a 
considerable influx of farmers. They tell 
you that the best quality of prairie farm 
land can be bought for eighteen to thirty 
dollars an acre, and that wheat at pres- 
ent prices will pay farmers very hand- 
some returns. The farmers who have 
stayed on the land and tried to pay off 
their debts are of course still handi- 
capped. New farmers coming in from 
higher-priced land in the United States 
and Europe seem to have a real advan- 
tage. : 

There has been revival of interest in 
mining in Canada, and everything indi- 
cates a considerable period of specula- 
tion in mining stocks. The favorite min- 
ing stocks are discussed almost as fre- 
quently in Winnipeg as the Bank of 
Italy is discussed in northern California. 

There is a great deal of conjecture 
and hope as to the transportation relief 
that will be afforded the prairie prov- 
inces through the ultimate opening of 
the rail line to Hudson Bay, and the 
short and cheap water freight rates from 
Hudson Bay to the principal European 
ports. Central Canada, like the central 
part of the United States, has suffered 
severely from high freight rates and low 
agricultural prices. 

Minnesota, as reflected by conditions 
in the Twin Cities of Minneapolis and 
St. Paul, has been undergoing quite a 
period of depression during the past year 
or year and a half. There is a con- 
siderable amount of vacant real estate, 
including homes, offices, and_ stores. 
Everything for this year seems to de- 
pend upon the size of the crops and the 
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prices that will be received. Consider- 
able progress is being made in diversified 
farming in Minnesota, the tourist “crop” 
is becoming an important item, and there 
is a general feeling that the worst has 
been passed and the future is reason- 
ably bright for steady if slow progress. 
Much to Sell on Coast 


The whole Pacific Coast has much to 
sell. They have lumber, water-power, 
pulp, fruit, and last but not least, cli- 
mate. On the other hand, the popula- 
tion, especially on the northern coast, is 
quite thin. Distances and transportation 
costs to the big cénters of population in 
the Middle West and East are great. 
The Coast needs population, which, it 
seems, must inevitably be drawn from 
the prairie and mountain states. It needs 
more manufacturing, and above all, it 
needs time to develop. 

Commercial aviation should and is ex- 
pected to do much for the Coast. Regu- 
lar passenger and freight lines are being 
planned to connect the coast cities from 
San Diego to Vancouver. It is only rea- 
sonable to suppose that within a com- 
paratively short time there will be regu- 
lar passenger lines to the Middle West 
and East. Such air lines should do much 
for the Pacific Coast. Business men as 
a whole enjoy business trips to the Coast, 
but most of them dread the long and 
tiresome trip from Chicago or Kansas 
City to the centers of population in the 
Pacific section. 





THE HIGH LAPSE RATIO 

It Was Six And A Quarter Billions In 

1927, Says Tom B. Blocker Of 

Travelers In Speech This Week 

There was a lapsation last year of six 
and a quarter billion dollars, said Tom 
B. Blocker, agency instructor of the 
Travelers, in a talk this week before the 
Maryland and District of Columbia Con- 
egress of Life Underwriters. He said 
that was equivalent to the total of new 
business produced in 1927 by all but 
the four leading companies. He made 
a special plea for proper salesmanship 
to prevent lapse in regard to medium- 
sized policies. Continuing he said: 

“Lapsation causes a quadruple loss. 
There is the loss to the agent in re- 
ncewal commissions and in prestige as a 
life underwriter and selfish interest 
alone should, cause the agent to bend 
every effort toward the conservation of 
his business. Lapsation also causes a 
loss to the company, as the high cost 
of issuing a policy and insuring the pol- 
icvholder is not made up for many years. 
There is the loss to the policyholder, 
as most lapses occur during the early 
years of the policy when there are no 
cash values. The fourth loss is that 
which the beneficiary suffers.” 





MAKE AIRPLANE SURVEY 
Officials of Northwestern Mutual Fire 
Association Fly Over Grain District 
for Insurance Purposes 
For the first time in history, it is re- 
ported, a survey of growing grain for 
insurance purposes was made by airplane 
from Spokane, when Nick Mamer of the 
Mamer Air Service, Inc., piloted A. Y. 
Baker of Seattle, assistant to the presi- 
dent; F. L. Armstrong, of Spokane, su- 
perintendent of agencies, and A. D. Rich- 
ards, Spokane branch manager, officials 
of the Northwest Mutual Fire Associa- 
tion, over the grain belt. They flew to 
Lewiston, thence to Walla Walla and re- 
turned by way of Pasco, Lind and Ritz- 

ville. 

“We flew at about 1000 feet,” said 
Mr. Baker, “and although this is the first 
time such a survey has been attempted 
by airplane, it was a success. We 
mapped the districts to show the large 
bodies of grain in growth. Our survey 
will not only cut down the fire hazard, 
but will reduce rates, as it will reduce 


the losses of the company and we did 
in one -day what would otherwise take 
us three weeks to do not as well by auto- 
mobile.” 
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Rates for Americans 
In Tropical Nations 


ADVICE OF ARTHUR HUNTER 





Suggests That Extra Premiums Be 
Charged; Results of Investigation 
Given to Actuarial Society 





With a view to developing a basis for 
the determination of the extra premiums 
to be charged Americans and Canadians 
who intend to reside in tropical or semi- 


tropical territory, Arthur Hunter has in- 
vestigated the mortality experience of 
the New York Life in the principal trop- 
ical and semi- -tropical countries. This is 
exhibited both in relation to Hunter’s 
Semi-Tropical Table and to the Ameri- 
can Men Select Table. 

At the Actuarial Society meeting this 
week Mr. Hunter said the mortality is 
found to vary widely among foreigners 
in different countries, being in general 
better in the Orient than in the Occi- 
dent. It appears that the effect of med- 
ical selection lasts for little more than 
a year. In recent years, a change in the 
type of Americans and Canadians going 
to foreign countries is noted. Whereas 
the majority were formerly seeking ad- 
venture or fortune, many are now going 
as representatives of large American cor~- 
porations. They have, therefore, been 
especially selected for their health and 
mode of living, and, of course, are un- 
der constant observation by their em- 
plovers. 

Some of the items in the experience 
submitted to the Actuarial Society are 
as follows: 





NEW INSURANCE COURSE 





Drake Business Schools To Teach Insur- 
ance Fundamentals; N. Y. Broker 
Starts Movement 


Another phase of insurance education 
is now being launched in New York. It 
has been felt in insurance brokerage cir- 
cles especially for many years that the 
secretaries and office managers of buy- 
ers of insurance know less about the in- 
surance needs and affairs of their em- 
ployers than any phase of their business. 
This lack of knowledge of insurance on 
the part of those with whom niany brok- 
ers come into contact has acted as a 
resistance to sales. 

As a step in the direction of over- 


coming this ignorance, S. Nicoll 
Schwartz, a well-known New York 


broker, made a survey of business schools 
of this vicinity and found that practically 
none of them taught insurance courses 
to their young men and women students. 
He interested the Drake Business 
Schools in his idea and has himself been 
appointed to give an hour’s lecture on 
insurance once a week. The General 
Brokers Association of the Metropolitan 
District is going to carry the campaign 
into schools all over the city. The re- 
sult will be that in addition to insur- 
ance being taught to those who con- 
template entering the insurance business, 
those who handle the policies and insur- 
ance needs of their employers in the 
business offices of the city will have at 
least a knowledge of the fundamentals 
of insurance. 





Hull Says Three More 
Will Drop Bank Of Italy 


TALKS TO NEWARK ASSOCIATION 





That Body Is Considering Going To 


Legislature For Bill Against Banks 
Selling Insurance 





In a talk in Newark this week before 
the Life Underwriters’ Association Roger 
B. Hull, managing director of the Na- 
tional Association of Life Underwriters, 
discussed the Bank of Italy situation, 
and made the statement that of the four 
life companies now having relations with 
the bank three of them are considering 
dropping their contracts. At one time 
eighteen companies had permitted repre- 
sentatives of the bank to sell insurance. 
Major Hull did not give the names of 
the four companies, nor of the three 
which intend dropping the bank. 

Major Hull’s Newark talk followed one 
he made in Philadelphia a few days ago. 
He talked in Pittsburgh yesterday noon 
and is scheduled to speak in Erie to- 
night. 

Major Hull’s address in Newark fol- 
lcewed a report of the Newark commit- 
tee to investigate banks writing insur- 
ance, which committee was appointed by 
W. Reginald Baker, president of the as- 
sociation. The committee reported that 
after studying the situation from all 
angles it recommended that the matter 
be taken up with the New Jersey legis- 
lature through a bill which will prevent 
banking institutions selling life insur- 
ance. The recommendation of the com- 
mittee will be considered later. 
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A NEW POLICY 


ENTHUSIASTIC RECEP- 
TION ACCORDED NEW 
“GRADUATED PREMIUM” 
PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 
110 William Street 
New York City 


Beekman 5058—660 











JUNE PRESIDENT’S MONTH 


The month of June will be known as 
President’s month in honor of Presi- 
dent A. S. Wing of the Provident Mu- 
tual Life. A special campaign for addi- 
tional business will be put on by the 
company during that time. 





PRUDENTIAL EXTENDS LIMITS 
The Prudential announces the exten- 
sion of its limits to $500,000 from ages 
twenty-five to fifty, which will be its 
own net retention, 








The annual meeting of the association 
will be held on June 11. 
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Ratio of Actual to Expected Deaths | 
Hunter’s Semi-Tropical American Men Select 


Policies Amounts Policies Amounts 
63% 65% . 133% 135% 
79 86 150 163 
96 99 185 188 

114 125 215 233 
92 412 175 213 
$9 R4 169 160 
93 97 177 184 

115 147 207 265 
78 87 149 163 
91 90 165 165 
69 65 124 117 








As a result of his investigations Mr. 
Hunter suggests that extra premiums of 
$10 per thousand for tropical countries 
(with higher rates for a few others); 
$5 for semi-tropical countries, and $2.50 
for countries more favorable than the 
semi-tropical, would be adequate. These 
extra premiums would cover, on the Or- 
dinary Life plan, a mortality at the av- 
erage age at issue, 35, of 195%, 145% and 
125% respectively, of the American Ex- 
perience Table and 225%, 160% and 130% 
respectively, of the American Men Select 
Table. 

It is also suggested that the policies 
to which these extra premiums would 
apply be issued with standard cash val- 
ues and paid-up insurance, but that the 
extended term insurance feature be elim- 
inated. The author includes in his pa- 
per a comprehensive list of the countries 
where standard rates apply, and where 
the appropriate extra premiums would be 
$2.50, $5, $10, or $20 respectively. 





BACK FROM WASHINGTON 


President Myrick of the National As- 
sociation of Life Underwriters was one 
of the audience at the insurance divi- 
sion meeting of the United States Cham- 
ber of Commerce last week. Among 
other life men there were Walton L. 
Crocker, president of the John Han- 
cock; C. G. Taylor of the Association 
of Life Insurance Presidents; James L. 
Madden, third vice-president of the 
Metropolitan Life; and E. J. Clark, presi- 
dent of the American College of Life 
Underwriters; and James Victor Barry, 
Metropolitan Life. 


COOLIDGE RECEIVES AGENTS 

President Coolidge received 300 of the 
agents and officers of the Acacia Mutual 
Life at the White House on Wednesday. 

The company this week dedicated a 
new ten-story building in Washington. 
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Status of Fraternal Benefit Field 


Compiled from the 1928 Reports of 205 Fraternal Benefit Societies 
as Published in this Year’s Edition of Statistics 
Fraternal Societies 


Insurance in*force, January 1, 1928.25. ..6cccecs sane ceucs $10,370,506,004.00 
(composed of 8,941,593 adult benefit 
members, 694,579 juvenile members and 1,261,653 social 


Total number of lodges............. 
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Total liabilities (including reserves of $119,495,874 reported 


SWVCSHHHEEHHOKSOCHSAE BROCCO CECE HO DT SEES*S 


Benefits paid since organization.... 


Insurance written and increased in 1927....4............. 
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10,897,825 
125,352 
836,601,036.00 


149,447,583.00 
136,960,363.00 
3,770,622,038.00 
1,106,027 
1,190,222,183.00 
250,161,411.00 
188,983:970.00 




















pany and service. 


direct—and directly. 








Concord, New Hampshire 


ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point of com- 
Think it over: 


Rear NE a ko ood cv cicccsccicnss . $5,000 
Any accidental death................ ..--- 10,000 
Certain accidental deaths.......... cesses 15,000 


Accident Benefits, $50 per WEEK (Non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
dent, Eugene E. Reed, will tell you all about it. Write him 


Our Vice-Presi- 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
INQUIRE: 











MANHATTAN APPOINTMENT 





Jonathan C. Day Made General Agent of 
Company In Richmond, Va.; 
A New Yorker 

Jonathan C. Day has been appointed 
general agent for the Manhattan Life at 
Richmond, Va., succeeding Robert L. Ott 
who had been representing the company 
there in that capacity for the last five 
years. Mr. Day is a new comer to Rich- 
mond, having recently moved from New 
York where he was engaged in another 
line of business for fifteen years. While 
a resident of New York, he became a 
warm personal friend of Thomas E. 
Lovejoy, president of the Manhattan, a 
neighbor of his. He is originally from 
Kentucky. One of the first things he 
did after connecting with the Manhat- 
tan in Richmond was to join the Rich- 
mond Association of Life Underwritcrs. 
His territory will include the entire state. 
Mr. Ott has joined the sales stafi o! 
the Equitable Life of New York in Rich- 
mond. 





SECTION 97 MEETING 


On May 23 there will be a meetin: ° 
the actuarial committee and the life im 
derwriters’ association committee rela've 
to Section 97 of the New York cod: 
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Give Their Views On 
Lapsation Question 


JOHN HANCOCK MEN’S_ IDEAS 





Suv’t. G. W. Baker Says Surrenders Are 
Infectious; One Lapsed Policy Some- 
times Starts Family 





George W. Baker, superintendent for 
the John Hancock at Worcester, Mass. ; 
Assistant Superintendent Andrew Mack 
of New York 2, and Adolph Nissen, an 
agent at the Brooklyn office No. 3, give 
their views on the question of surren- 
ders in the “Field.” Mr. Baker’s views 
are as follows: 

Policies that are entitled to surrender 
are exposed constantly to influences that 
affect their persistency. Oftentimes the 
purpose to continue is underdeveloped, 
while susceptibility to the impulse to 
“sive up” is over-developed from the 
very beginning, with the result that 
members readily turn to their policies 
when an emergency seems imminent. 

Policyholders’ interests should govern 
at all times; but first determine the 
cause of application for surrender. Is it 
financial? A preference for ordinary in- 
surance? What is the dominant motive? 
While each case has its own peculiar 
features, generally speaking the major- 
ity of situations can be handled in full 
consideration of the policyholders’ wel- 
fare without recourse to surrender. Usu- 
ally when the “emergency point” has 
passed, premiums will be paid right along 
as before. 

When members give up so much pro- 
tection for the sake of the cash value, 
they relinquish a lasting investment for 
the sake of a temporary relief. Fre- 
quently the request is induced by some 
financial embarrassment, which perhaps 
is but transient after all, though keenly 
felt. 

Surrenders are infectious. When a 
family with any substantial number of 
policies gets started, eventually the whole 
business goes the route. The agent 
should bear in mind the psychological 
effect of an initial surrender upon the 
rest of the family, and should do every- 
thing in his power to prevent that leak 
in the dike. It is generally true of kins- 
folk that they will follow a lead, often 
without thought of reasonableness or ex- 
pediency. If one member of the group 
surrenders his policy, the others,; not be- 
cause of the need for money, not be- 
cause of any dissatisfaction with their 
policies, but simply obeying the natural 
imitative instinct, are inspired to do like- 
wise. The discerning agent will take 
account of this tendency and prepare his 
ground carefully to meet any such in- 
dication on the part of a policyholder. 


Assistant’s Views 


» 

Assistant Superintendent Mack, in dis- 
cussing the surrender situation, says: 

“When I am approached by persons 
wishing to surrender their insurance, or 
as they usually put it, ‘sell their poli- 
cies, I ascertain their reasons for doing 
so. T find as a general rule one or the 
other of two reasons, namely, family dis- 
agreement or the fact ihat some friend 
has set the example and the transaction 
looks like ‘easy money.’ 

“! do not attempt to avoid the issue 
by putting them off with promises. On 
the contrary, I give them to understand 
that the company is ready at all times 
to pay cash surrender values subject to 


47 Weekly Policies On . 
Family Are Dropped 


SHOWS EVILS OF OVERLOADING 





Case In Massachusetts Throws Light On 
Reason Why So Many Policies 
Go Off The Books 

The lapsing of a total of forty-seven 
weekly premium policies, all issued to 
members of one Massachusetts family 
in two companies, and some years apart, 
discloses the seriousness of overloading. 
While at no one time were all of these 
in force, premiums were collected for 
awhile on at least twenty-eight, and only 
a small number had been paid up for a 
sufficient period to earn a cash or even 
a paid-up value, which were not claimed 
until too late, interest on loans and ex- 
tended insurance having used up the 
reserve. Most of the policies had been 
taken out on children’s lives, and were 
issued on the life and endowment plan. 
None had become claims through death, 
nor had any been revived, while any 
possible equity remained in the con- 
tracts. 

The case has its pathetic side as well. 
Forty-seven five and ten cent policies, 
heavily loaded with liens, as many of 
these were, not only revealed a hard- 
ship but showed that ignorance on the 
part of the person responsible for pay- 
ing premiums had been taken advantage 
of by an agent of a competing company. 
Apparently, failing to take into consid- 
eration the fact that doubtless his com- 
pany’s policies would share the same fate 
as fourteen earlier ones in another com- 
pany, all of which had lapsed, he se- 
cured applications on which a like num- 
ber of policies were issued by his com- 
pany, which superseded the lapsed con- 
tracts. These second fourteen also 
lapsed, and fourteen more new contracts 
were in a short time placed on the books 


of the company issuing the original 
fourteen. 





Temporary Coverage 

These later suffered the same fate as 
the earlier ones. Once more the agent 
of the second company “covered” this 
family, but this time only five policies 
were issued. It was the lapsing of these 
that brought out the entire story. 

All sides have lost. All the reserve 
has long since been applied in keeping 
up any equities in the contracts until 
none were left. The family forfeited 
what little protection they had ever had 
and paid many times over for it. 

It remains a question as to whether 
the customary information furnished at 
the superintendent’s office of either com- 
pany was enough to disclose the irregu- 
larities and history of the case, or, being 
one of a million others taking the usual 
course when it reached the home office 
files, there was any reason for consid- 
ering the case as different from others. 








Prudential Women 




















HELEN D. FOSTER 


HELEN SNICK 


Miss Helen Snick, of Indianapolis, and Mrs. Helen D. Foster, of Birmingham, 


Ala., are two of the leading agents of The Prudential. 


30th of them attended 


the recent business conference of The Prudential held in Newark. : 
Miss Snick paid for about $700,000 and Mrs. Foster paid for $600,000 in the 


twelve months preceding the convention. 


Mrs. Foster’s husband is a real estate man and she decided to become a life 


insurance woman only about a year or so ago. 
ally and has had no trouble writing policies. 








AID SALVATION ARMY 

Brooklyn insurance men have organ- 
ized a group to solicit for the Salvation 
Army Maintenance Appeal in that bor- 
ough. Jack Warshauer of the Brooklyn 
National Life is chairman of the life 
group, Warren M. Wright, Jr., of the 
Aetna Casualty & Surety is head of the 
surety group, C. R. Rikel leads the brok- 
ers and M. L. Nathanson is chairman 
of the fire group. The campaign will 
run for two weeks, during which the in- 
surance teams will try to defeat other 
similar groups in percentage of contrib- 
utors. 








the conditions of their contracts, I show 
them that they are not selling, as sell- 
ing is usually done at a profit, whereas 
they are surrendering at a great sacri- 
fice to themselves, inasmuch as they are 
discontinuing their protection and in 
many cases giving up policies which have 
increased in protection value, due to their 
age.” 

Agent Nissen makes the following sug- 
gestion as a means of saving lapses: 


When the agent sees the policyholder 
about the intended surrender, let him 
conserve the insurance by using some 
graphic illustration to show that the 
policyholder is disposing of something 
that cannot be duplicated; that may, in 
fact, be irreplaceable. Should he be so 
shortsighted as to give up his insurance 
at just the point where it stands like a 
bulwark between his family and a worse 
plight ? 


She took to life insurance natur- 


ON COLLECTING 
Industrial 


— 


One says that he 
has found it a good practice, when a 
policyholder asks how much he owes, 
to look him in the face and state the 
amount required to pay the insurance 
up properly. He never states the num- 
ber of weeks, but the amount that is 
due. 

That fixes the attention of the pol- 
icyholder upon his own obligation rather 
than an opportunity to 
“dicker” on the number of weeks he need 
pay—and he usually collects the entire 
amount, frequently including a week or 
so of advance payments, without the 


policyholder being actually aware of it. 
Of course, to do this, you should know 
the amount due before you go into the 
house. It is much more effective when 
you do not have to refer to your col- 
lection book to answer that important 
question—Colonial News. 


agent 


affording him 








THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 56 million 
Insurance in Force, Over 333 million 
Payments to Policyholders in 1927, Over 4 million 
Total Payments to Policyholders Since Organization, 

‘Over 47 million 


JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, President 
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The Colonial Life Insurance Company of America 
Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 


Give Agents Unusual Money Making Opportunities. 
OFFICERS 
E. J. Heppenheimer, President 


George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 


Home Office—Jersey City, N. J. 
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THE LATE J. H. WOODWARD 

The late Joseph H. Woodward of New 
York was an actuary who stood equally 
well with life and casualty insurance 
companies for both of which divisions 
of insurance he did splendid work. His 
personality was one which won him 
many friendships and his advise on in- 
surance technical 
sought. A keen sense of humor, a clear 
vision and a mastery of his craft all con- 


tributed in building up his reputation. 


matters was widely 


A SKYSCRAPER FOR AD MEN 
One of 
illustrating the growth of advertising in 


the interesting developments 


this country is the decision of the ad- 
vertising men of Detroit to have their 
own building, a twenty-two story struc- 
ture, which will represent an investment 
of $2,000,000. It is to be called the Ad- 
craft Building. 

The aim is to concentrate the various 
factors of the advertising business in this 
building. Bringing advertising agencies, 
artists, publishers’ representatives and 

making up _ thirty 
branches of the advertising field under 
one roof follows the idea of other pro- 
fessional buildings, and effects a saving 


of time and money. 


the other elements 


One of the features carrying out the 
mission of an advertising building is a 
motion picture auditorium to be used as 
a means of advertising the State of 
Michigan. The second floor, which cor- 
responds to the new Biltmore Hotel 
lobby level, will be specially designed for 
this purpose. It will be divided into two 
assembly halls, and from 10 a. m. to 10 
Pp. m. motion pictures will be shown con- 
tinuously displaying the resort, manufac- 
turing, residence and aviation facilities 
of Detroit and Michigan. 

On the floor above the motion picture 
auditorium will be permanent exhibits 
dealing with similar features displayed 
i: the motion pictures. 

The exhibit note is to be emphasized 
throughout the building. Corridors will 
be so arranged that office tenants may 
exhibit their advertising work through 


glass windows. To complete the plan of 
an advertising building, a radio station 
will be operated, the details of which are 
now being worked out. 





MARINE INSURANCE PESSIMISM 

Although it seems a long time since 
the World War ended, the aftermath 
forming a black period indeed for com- 
panies engaged in marine insurance, the 
situation continues anything but encour- 
aging. It is well described by Sir Ed- 
ward Mountain, chairman of the Eagle, 
Star & British Dominions, at the ‘annual 
general meeting of that company in Lon- 
don. He said: 

It will be seen from the recent ac- 
counts of many leading insurance com- 
panies that marine insurance business 
still remains in a very unsatisfactory con- 
dition. By reason of the largely in- 
creased number of competitors in this 
market, coupled with the depressed state 
of trade, there is less business to go 
round. This would of necessity have 
had an adverse influence on the business, 
but we cannot get away from the fact 
that competition has been carried far be- 
yond the stage that such conditions 
would normally have produced. 

With regard to cargo business, I am 
sorry to say that at the present time 
very little has been accomplished and 
the competition has been so acute that 
in some instances rates have even been 
further reduced. 

While everybody is agreed that the 
conditions granted have in many cases 
been too liberal and the rates in the 
majority of cases too low, real improve- 
ment is held back by the fear that if 
either one or the other is improved, cer- 
tain business on the books at the present 
moment may be lost. Until underwrit- 
ers are prepared to make some sacrifice 
it seems to me that no real progress 
will be made. 





HIGH LIFE LIMITS 

Despite the large number of men dy- 
ing who are heavily insured, companies 
continue to increase their limits. In self 
protection there is greater medical di- 
vision resistance to big cases than ever 
before and calls for more extended data 
of a moral hazard and financial nature 
from the inspection companies. No mat- 
ter how high the limit the field force will 
dig up the applications to match it. In 
fact, the agent is always a jump or two 
ahead of the company. It would not be 
a bad idea for the Life Agency Officers 
to have the subject of “Big Cases” on 
the agenda at its next convention. While 
in a sense the topic does not exactly fit 
in to its ordinary type of program talk, 
at the same time the subject should be 
discussed by some organization of com- 
panies and that might be as good a place 
for light at any other. 





FISKE RECEIVES MEDAL 


Haley Fiske, president of the Metro- 
politan Life, last week received the fif- 
ty-five year service badge of the com- 
pany. It is the only one of its kind 
in existence, being set with six precious 
stones. At a luncheon of the officers 
Mr. Fiske said that his long service and 
continued good health had been made 
possible by the fact that from his boy- 
hood till now his social, professional 
and business associates had all united to 
make his life a happy one. 





STATE CONGRESS MAY 25 
The annual New York State Sales 
Congress of life underwriters is to be 
held at Schenectady on May 25. It will 
be followed by the regular state meet- 
ing. A fine program is promised. 
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E. D. DUFFIELD AND W. F. VESEY 


Edward D. Duffield, president of The 
Prudential, bought policy No. 1 in the 
new issue of monthly premium policies 
which have been put on sale by Pruden- 
tial agents. In the above cut Mr. Duf- 
field is shown receiving this policy from 
William F. Vesey, the agent. Mr. Vesey 
is connected with one of the Newark 
agencies of the company. 
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Peter M. Fraser, president of the Life 
Underwriters Association of New York, 
will sail for Europe with his family in 
June. 

* ok Ok 

Colonel Harry C. Fry, Jr., will discuss 
“Aviation and Its Relations to Insur- 
ance,” at the Pennsylvania Insurance 
Days of the Insurance Federation, which 
will be held at New Castle on May 28 
and 29. And to introduce the topic, 
Colonel Fry will fly from Pittsburgh to 
New Castle. 

* x 

P. C. Hart of Montreal has been plac- 
ing a lot of insurance in unlicensed com- 
panies, according to Charles Heath, su- 
perintendent of insurance for Manitoba. 
This insurance has been written in both 
Canada and the United States. Superin- 
tendent Heath has made a report on 
Hart which has been published in some 
Canadian papers. 

* * x 

Edwin J. Allen, who was recently ap- 
pointed supervisor of the full time or- 
ganization of the Harry Gardiner 
Agency, John Hancock Mutual Life, 
started in the insurance business in Bos- 
ton during a vacation period from col- 
lege. He returned to the insurance field 
in 1927, following his graduation from 
the Massachusetts Institute of Technol- 
ogy, and has been in the business ever 
since. From 1921 to 1927 he was en- 
gaged in part time work and joined the 
John Hancock in 1927. Previous to his 
appointment as supervisor he was en- 
gaged in brokerage work for the Gardi- 
ner organization. 

es Gi 


Richard M. Bissell, president of the 
Hartford Fire; Edward Milligan, presi- 
dent of the Phoenix of Hartford, and 
Paul L. Haid, president of the America 
Fore companies, constituted an interest- 
ing trio which had luncheon at the Drug 
& Chemical Club on Monday in New 
York. No reporters were present, but 
if they had been the story that would 
have been written would have been at 
least readable. 


Franklin D. Roosevelt, vice-presi/enj 
of the Fidelity & Deposit, in con iny 
with President Charles R. Miller, \jcc- 
President George L. Radcliffe and \ icc- 
President E. R. Nuttle, left last week jor 
an extended business trip through the 
middle west. The party will visit the 
branch offices of the company at !)ec- 
troit, Chicago, Milwaukee, St. Louis, In- 
dianapolis and Louisville before return- 
ing east. The trip is significant beciuse 
it is evidence of the improvement in the 
condition of Vice-President Roosevelt's 
health. It was recently announced that 
he is able to devote more time to the 
interest of the Fidelity & Deposit. His 
activities will not only be extended in 
New York but throughout the country, 
Mr. Roosevelt will be at the Democratic 
National Convention at Houston in Jine 
At the last Democratic Convention he 
nominated Al Smith for the presidency. 
His name is frequently mentioned as the 
one likely to nominate Al Smith at the 
Houston convention. 

* * 


Neal Bassett, president of the Fire- 
men’s of Newark, has retired from the 
directorate of the Newark Chamber of 
Commerce, having served a three year 
term. 

* * * 

Howard B. Armstrong, chicf officer 
under R, Leighton Foster, superintend- 
ent of insurance in Ontario, in the de- 
partment of the Attorney-General, has 
been appointed deputy superintendent. 
Provision is made in the Act for the ap- 
pointment, but the position of deputy has 
not been filled for some time. Mr. Arm- 
strong will have the necessary authority 
to carry on during absence of the super- 
intendent. He has been six years in the 
insurance branch and previously was for 
six years in the Department of Labor. 
Charles C. Johnson, senior clerk, is pro- 
moted chief clerk in succession to Mr. 
Armstrong. 

+e +. % 


Francis Hausner, who is studying liic 
insurance in the New York University 
class, is secretary to the general man- 
ager of the Slavic Mutual Bank. 

* ok x 

J. M. Wennstrom, United States man- 
ager of the Svea and of the Christiana 
General, sailed last Saturday for Sweden, 
where he will be for about a month. He 
will visit the home offices of his com- 
panies and also attend the graduation 
exercises of the school from which his 
son is graduating this year. The latter 
will enter a medical college in the Fall. 

x Ok Ok 


Mr. and Mrs. Joseph P. Pulvermacher 
are receiving congratulations on the 
birth of an eight-pound son, Louis Cecil, 
who was born on Thursday, May 10, at 
the Polyclinic Hospital. Mr. Pulver- 
macher is second vice-president of the 
Chase National Bank, located at the 
Maiden Lane branch, and is well-known 
to the local insurance fraternity. 

. * % 


Charles L. Gurney, Jr., member of the 
insurance firm of Gurney, Overtur! & 
Becker of Buffalo, has been elected scc- 
retary of the new Commercial Trust (0. 
which has just been organized in Buffalo. 
The new banking house occupies quar- 
ters at Main and Seneca streets, and be- 
gins business with a combined cay ital 
and surplus of $1,400,000. 

Oe 

K. A. Luther, vice-president of the 
Aetna Life, was featured in the Hart- 
ford “Courant” rotogravure section ‘as! 
Sunday. He has been thirty years with 
the Aetna Life. 

k ok x 


Ben F. Hadley, second vice-presi (1 
of the Equitable of Towa, is recovers 
from an attack of pneumonia. 
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An Important Negative Story 
Sometimes a negative story has much 
more interest than many positive stories. 
‘Tnere has been a rumor afloat that The 
‘Travelers will write surety insurance. 

The Travelers does not intend to write 

surety insurance, 
* * 
Schreiner, Westfall And Others 

rom a standpoint of human interest 
the directors of the new Pilot Life Re- 
insurance Co., which has issued $500,000 
of stock at $51 a share, is of interest. 
On the board | find some names of men 
who were once prominent in the insur- 
ance business. For instance, there is 
Cecil P. Stewart, who is described as 
“marine underwriter and steamship 
owner.” Mr. Stewart was a sensational 
figure in marine insurance during the 
war when he was president of the Amer- 
ican Merchant Marine, which had offices 
at Beaver and South William Street, and 
at which time there were long, long lines 
of people waiting at his desk all through 
the day. The report is that lately he 
has been in the real estate business. 
Another director is J. E. Lopez. Mr. 
Lopez was former president of the Con- 
tinental Fire Insurance Co. Another is 
Burton Mansfield, described as bank 
president. Mr. Mansfield is the distin- 
guished New Haven lawyer who for so 
many years was insurance commissioner 
of Connecticut. In contrast to those 
formerly active in the business are. some 
who are decidedly active now, such as 
James J. Hoey of Hoey & Ellison; F. 
W. Lafrentz, chairman of the American 
Surety; Arthur Lenssen, of the Hamil- 
ton Fire, and Victor Roth, president of 
the Security. 

Of course, Carl Schreiner, — of 
the Pilot Re- Insurance Co., the compan- 
ion and senior of the Pilot Life Re-In- 
surance, is also a director. Carl Schrein- 
er is worth at least a column in an in- 
surance newspaper. He _ probably lost 
more personally by the war than any 
other insurance man. For years he was 
the greatest figure in the world’s rein- 
surance business, originating many of the 
best reinsurance ideas. After leaving 
Germany he lived in London before com- 
ing to New York, where he was United 
States manager of the Munich Reinsur- 
ance Co., then the largest of all the re- 
insurance companies. He had built up 
re-insurance business in England of 
»,100,000 a year premiums. 

‘he war smashed the business of the 
Munich outside of the Central Powers 
territory, and millions of its American 
an British premiums vanished into thin 
air. Mr. Schreiner became an enemy 
alin. He wanted to continue living in 
New York and do what business he 
could at his office at 80 Maiden Lane. 
He was living at the Waldorf-Astoria. 
finally obtained permission to go 
lrin the Waldorf-Astoria to 80 Maiden 
Lane and back, but could go no other 
plice. He kept that routine for a long 
time. "Wherever he went he was fol- 
lowed by secret service men. He re- 
mained a good sport through it all and 








without a whimper. He accepted the 
secret service surveillance with a shrug 
of his shoulders, and if any of his Amer- 
ican friends stopped him on the street 
he would point out secret service men 
standing in doorways and tell them to 
stop talking to him as they would be 
followed because they were seen in con- 
versation with him. A year or so ago 
he organized the Pilot Re-Insurance Co. 

John V. E. Westfall, president of the 
Pilot Life Re-Insurance, is a man who 
formerly was chief executive officer of 
the Equitable Life Assurance Society, 
under Judge William A. Day, who re- 
cently died. He was brought over to 
the Society by the late Paul Morton, 
who was then president, and at the time 
was working for Haskins & Sells, public 
accountants. Mr. Morton wanted anac- 
countant to get facts and figures of the 
Society from an outside and unbiased 
source. He took a shine to Westfall 
and the latter remained with the Equita- 
ble. As the years went by he made his 
way up to the top, practically doing so 
without official titles, although at one 
time he did have the title of statistician. 
All the time that Westfall was at the 
Equitable he kept his personality under 
cover and was not well known by ex- 
ecutive officers of other companies. 

ae oe 
How Some Fire Insurance Presidents 
Feel Nowadays 

The veteran president of one of the 
fire companies was recently bemoaning 
his status while talking to some friends. 
Two or three younger men who under- 
stand the market were put on his board 
some time ago and at the beginning of 
1927 hundreds of thousands were given 
to them “to play with” by the other di- 
rectors. They invested it in some in- 
dustrials they knew and the company 
made a pile of money. At the directors’ 
meetings during the year the young men 
were heroes. 

The old executive plugged all through 
the year with his underwriters and at 
the wind-up the company’s financial 
statement didn’t reflect much one way 
or another in indicating just what he 
had done. 

“The directors didn’t care much, 
either,” he told me. “They were only 
interested in what those young fellows 
were doing. Every day I and my un- 
derwriting associates were on the job 
working hard, but those new directors 
don’t operate by office hour rules. I 
feel old-fashioned and not half so im- 
portant as I once did.” 

ea 


Where the Insurance News Breaks 


My friends in the insurance press in- 
form me that the closer ties they. have 
to Wall Street the easier it is to get 
news nowadays, while without friends 
whom they can rtng in the financial dis- 
trict they are unable to get any explana- 
tion of quite a few things that are hap- 
pening. I can understand that because 
a banking friend of mine called up a 
couple of weeks ago and advised me that 


all the partners and heads of depart- 
ments in a certain banking house were 
buying Insurance Company of North 
America stock. I looked at the quota- 
tions which were more than nine times 
par. That seemed high for a stock given 
as a tip to Wall Street insiders. I talked 
to a friend in the bank and he said: 
“We are loading up, waiting for a $25 a 
share jump.” 

I notice by the last quotation that the 
members of this banking firm were not 
stupid, as the stock soon climbed to 100 
and kept advancing. Additional capital 
is being created and the possession of 
five old shares permitted the owners to 
get one new share for $30. 

a ee 
The $30,000,000 Company 

This week the insurance reporters were 
chasing their Wall Street friends trying 
to find out the inside dope on that new 
“$30,000,000 company” which the New 
York “Times” announced was being 
formed. The insurance reaction was 
this: “Why the $30,000,000? Is money 
that easy to get? Remember the old 
days when you heard a man say with 
some pride: ‘I am forming a million 
dollar company—$500,000 capital and 
$500,000 surplus,’ and he put on a mil- 
lionaire’s manner. Nowadays that’s al- 
most chicken feed.” 

But I understand that the $30,000,000 
is very much of an exaggeration. Some- 
body told the New York “Times” it was 
$30,000,000 and that paper accepted this 
as a fact. The insurance papers copied 
it from the “Times.” I understand that 
The Eastern Underwriter is printing 
some real facts about the capitalization 
which it gathered this week from the 
financiers behind the company. 

tr &)-% 
Lots of Promotions Which Have -Had 
No Publicity Yet 

I am informed that the half has not 
been told of the organization about new 
companies—that lots of them are being 
promoted with not a line of it in the 
newspapers. There are few prosperous 
towns in the country where at Rotary 
and similar meetings new companies are 
not being discussed. If the town has a 
few men of real wealth and some large 
locally owned property interests there 
is sure to be discussion of “what we can 
do here with a fire company.” The same 
is true of casualty and life companies. 
I don’t know how far this situation will 
spread; whether the time will come again 
when there are cities like St. Louis 
where there were fifty or sixty fire 
companies, but indications are that in a 
decade or so some Sumner Ballard will 
have lots of work cut out for him in 
pulling off re-insurances and mergers. 

8 
When Jasper Ran A Paper in the 
Fued Belt 


John J. Jasper, New York correspon- 
dent of the “Insurance Field,” is in a 
good position to know that there is an 
entirely different meaning to the New 
York Times’ slogan of “All the News 
That’s Fit to Print.” There is a cer- 
tain type of news fit to print in New 
York City, but not in the mountains of 
Tennessee, Kentucky and West Virginia, 
if the editor in one of those states 
doesn’t want to cut short his life. Mr. 
Jasper was an editor of a daily paper 
in one of those fued sections. 

That was back in 1923, when he was 
in the chair of the “Daily News” of Wil- 
liamson, W. Va., county seat of Mingo 
County on Tug River across from Ken- 
tucky. Ten miles away at Stone, Ky., 
Pike County, were the mines of the 
Fordson Coal Co. Mingo County was 
the location of the Matewan “massacre” 
in the 1921 coal strike, when fourteen 
3aldwin-Felts Agency mine detectives 
were killed. It was also the scene of 
the McCoy-Hatfield fued of forty years 
ago. 

This was the pleasant locale where the 
enterprising young journalist, anxious to 
make a newsy showing, set out on his 
daily rounds. There was no lack of news 
nor of breezy comment. There were 
some scowls and hard looks, but noth- 


ing more to greet Jasper while he start- 
ed attacking a judge of the county court. 
The first two or three attacks went along 
without any special comment from the 
judge, who even ignored the third at- 
tack which commented upon his per- 
sonal integrity, but in the fourth attack 
Jasper printed an editorial questioning 
the jurist’s loyalty to the Democratic 
party and that was the straw that broke 
the camel’s back. Jasper heard the 
judge was looking for him with a gun. 
He was. The situation became too tense 
for comfort and after a few turns in the 
wheel of fate Jasper entered the more 
peaceful climes of insurance journalism. 
‘a oe 


What The Copy Readers Did To 
Harry Brearley 

Harry Brearley, one of New York’s 
cleverest publicity men, suffered anguish 
when he saw what happened when the 
Associated Press sent out his story about 
Colonel Lindbergh’s $10000 blanket lia- 
bility aviation coverage in the Indepen- 
dence Indemnity and Independence Fire. 
Getting the A. P. to put such a story 
on the wire was quite a feat, but by the 
time the copy readers of the daily papers 
had edited the despatch they either had 
the plane insured by “independent in- 
surance companies of Philadelphia” or by 
the Independent Insurance Co. 

ie a 
An Amateur Who Can Give 
Professionals Points 

And talking about the publicity men 
there is one chap in New York City 
who need take a back seat for none of 
them because he gets more publicity in 
New York daily papers than any insur- 
ance man in New York and it is always 
all about himself or his firm. I am re- 
ferring to Arthur W. Stebbins, who in 
the environ of Broadway and Forty-sec- 
ond street writes everything from a 
movie picture queen’s $200,000 Holly- 
wocd bungalow. to half a million or so 
in Lloyd’s on Tunney’s knuckles. 

* * Ox 
Oversea Flights Insured 

Ask any insurance man who is not a 
big broker whether oversea flights can 
be insured and he will say “No.” 

Yet, they are. 

x * x 
Company Loses $600,000 

I hear that one of the big fire com- 
prnies lost $600.000 by waiting for an 
industrial to decline a quarter of a dollar 
a point. That is, it lost this sum be- 
cause it didn’t make the money when it 
could have done so. 

As I get the story a young financial 
man in the company suggested to the 
board of directors that he be authorized 
to buy 10,000 shares of this industrial. 
The board thought the stock was high. 
He argued. Finally, he was given per- 
mission to buy if the stock went dcwn 
to 105%. It reached 10534 and while he 
was waiting for the tiny drop which 
would have given him the authority to 
act it went up and is still climbing. 

* x 
A Cheeky Question 

It’s just as impertinent to ask “Did 
you get in on General Motors or Radio?” 
as it is to ask a man’s age, his income 
or to look at the label in his hat. 

* * : 
Lots of Pep for “An O'd Man” 

When Charles E. Hughes faces the 
National Board of Fire Underwriters 
next week the members of that body 
will do some tall thinking relative to 
the statement Mr. Hughes made some- 
time ago that he was too old to run 
again for President. There are few men 


in New York who are blessed with 
greater vitality and force. 
* * Ok 


Tompers Moves to Home Office 

George U. Tompers, head of the Na- 
tional Liberty group, who for some years 
has had his office in the Trinity Build- 
ing, lower Broadway, has moved his 


headquarters to the head office of the 
Liberty in Sixth Avenue. 


National 
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120 E. U. A. Companies 
Fix New Jersey Scale 


TO PAY 20-25-30% COMMISSIONS 





Association As Whole Fails To Agree 
After Two Day Session; Parleys 
Will Continue 





The Eastern Underwriters’ Association, 
after meeting most of Tuesday and 
Wednesday, decided that the new New 
Jersey fire insurance commission law 
made impossible the rates which it had 
hoped to place into effect. The E. U. A. 
was also unable as a body to agree upon 
any single scale for all members, but 
120 companies voted to pay 20-25-30% 
commissions until such time as the as- 
sociation itself adopts a commission pro- 
gram, It does not appear now as though 
any commission war would start in New 
Jersey, and any danger of possible dis- 
integration of the E. U. A. over that 
state seems most unlikely. 

Following the meeting of the East- 
ern Underwriters’ Association Wednes- 
day, Manager Sumner Rhoades gave out 
the following statement: 

“At a protracted meeting of the East- 
ern Underwriters’ Association no con- 
clusion was reached as to commissions 
which should be fixed in New Jersey. 

“It was, however, the opinion of the 
association that the existing law in New 
Jersey made impossible of observance 
the several scales of commission for 
which the Eastern Underwriters’ Asso- 
ciation had previously adopted for that 
state. i 

“After adjournment of the Eastern 
Underwriters’ Association, some 120 
companies individually declared their in- 
tention of signing immediately an agree- 
ment, retroactive to March 28, 1928, and 
effective until August 31, 1928, whereby 
each company agreed that it would pay 
not exceeding 20, 25 and 30% commis- 
sions on classes of risks coinciding with 
the regular Eastern Underwriters’ Asso- 
ciation classification. 

“It is understood that this scale of 
commissions is only a temporary meas- 
ure and the company executives appoint- 
ed a committee to represent the signers, 
who would, in a very short time, formu- 
late a commission scale which would be 
permanently satisfactory to all signing 
companies and be recommended for 
adoption by the Eastern Underwriters’ 
Association.” 





NORSKE LLOYD CLAIMS 


The motion of counsel for the British 
liquidation and Norwegian receiver of 
the Norske Lloyd for an order to award 
them liens on the company’s American 
surplus of $831,000 was argued in the 
New York Supreme Court on Tuesday. 
Superintendent Beha of New York is 
seeking to return this surplus to the 
Norwegian receiver. The attorneys want 
a lien of 30% on this surplus before it 
is returned. 





HERBERT BUXTON DIES 


Herbert Buxton, insurance broker and 
agent in New York, died suddenly at his 
home in Plainfield, N. J., last Saturday. 
He had been in ill health for some time 
but had not given up active participation 
in business. 





APPROVE CAPITAL INCREASE 


Stockholders of the United States 
Fire this week approved the recom- 
‘mendation of the directors that the capi- 
tal be increased from $2,000,000 to $4,- 
000,000 by a stock dividend of $2,000,000 
and that the par value of the shares be 
changed from $20 to $10 each. 


Jersey In Turmoil 
Over Commission Rate 
LOCAL COMPANIES STIRRED 





Announcement of 20% and 30% by 
Home Pleases Local Agents Who 
Sought Increases 





The announcement made last week by 
the Home of New York that it would 
pay 20% and 30% to agents in New Jer- 
sey has caused an uneasy feeling among 
the local insurance companies in New 
Jersey, and from what could be gathered 
from the agents in Newark and Jersey 
City there is still more of a shock com- 
ing within the near future in the way 
of announcements of commissions, 

When the Public Fire announced a flat 
25% and 744% contingent agents hailed 
the news with delight, but it soon be- 
came known that other companies were 
going to make still higher rates of com- 
mission and it is generally known in 
New Jersey circles who the company is 
in addition to the Buffalo. 

Officials of the Home companies in 
Newark would not commit themselves as 
to what action they would take, as the 
matter is now in the hands of a com- 
mittee of seven appointed by C. Weston 
Bailey, president of the American of 
Newark, last week, to make a careful 
survey of all suggestions made at a 
meeting held several weeks ago at the 
office of the American of Newark. 

At this meeting it was learned by The 
Eastern Underwriter that many repre- 
sentatives who attended the meeting did 
little or no talking but brought back to 
the officials of companies in New York 
what was said. It was rumored after 
the meeting that some companies were 
willing to pay 25 and 30% but some offi- 
cials at the meeting said that that rate 
of commission could not be paid as it 
would involve a practice that might 
prove disastrous to any company. 


Jersey Agents Jubilant Over Commission 
Increase 


Insurance agents in Essex and Hudson 
counties are jubilant over the increase 
in commissions set by individual compa- 
nies and those who condemned the 
amendment to the Ramsay Act, are now 
of a different turn of mind and delighted 
that the bill was passed. 

Just what other surprise is coming 
could not be definitely learned particu- 
larly from those who claim they are in 
a position to know, but from a reliable 
source it was intimated that a large Eng- 
lish insurance company had made an of- 
fer to agents of a flat 25% commission 
and 10% contingent. The name of the 
company could not be ascertained. 

Insurance agents are laying- low and 
saying nothing at the present time be- 
cause they believe in the old slogan “si- 
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lence is golden” and the attitude seems 
to be “let the companies fight it out and 
we will get ours.” 

“The longer we wait,” said one agent, 
“the more commission we will get and 
there is no telling when the companies 
will stop offering high commissions. It 
may reach as high as 40% with a 5% 
contingent. A rate commission war is 
looming on the horizon and if more com- 
panies start in bidding high commissions 
the situation will become more acute to 
the stock companies.” 


HEADS ADJUSTMENT OFFICE 


Announcement has been made of the 
appointment of Joseph E. Elwell as 
manager of the Philadelphia adjustment 
office of the American of Newark. The 
office was established the latter part of 
August, 1923, for the purpose of handling 
losses under fire and automobile con- 
tracts, with supervision over losses within 
a radius of 125 miles of the city. Mr. 
Elwell succeeds Edgar D. Elder, who has 
been transferred to the southern terri- 
‘tory of the American of Newark, in 
charge of the farm situation. 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 





U. S.—Statement December 31, 1927 


$9,771,118.88 
2,238,740.65 
875,414.78 
6,656,963.45 








LION FIRE ORGANIZED 


The Lion Fire Insurance Co. of New 
York has received its license to write 
fire insurance here and will confine its 
activities at present to reinsurance. Its 
initial paid capital is $200,000 and net 
surplus $400,000. H. Marshall Robertson 
is president. He is vice-president of the 
Sterling Offices, Ltd., of New York. 
Many other insurance men of foreign 
associations are connected with the Lion. 
The company is incorporated by inter- 
ests closely identified with the Slavia 
Mutual Insurance Bank of Prague, 
Czecho-Slovakia. 

Dr. V. Pecca, general manager of the 
Slavia, was here recently in connection 
with the Lion, which will be managed 
here by the Sterling Offices. 





D. W. NOEL RETURNS TO N. Y. 


Dix Webster Noel, formerly with the 
law firm of Bigham, Englar & Jones, o! 
New York, and more recently practicing 
law in Los Angeles, has now returned 
to New York where he is associated in 
the general practice of law with Clar- 
ence M. Davis, at 342 Madison avenue. 





PACIFIC NATIONAL EXPANDS 


It is rumored on the Pacific Coast that 
the Pacific National Fire, recently ac 
quired by the Bank of Italy interests, 
intends to go into fire insurance on al 
extensive scale. A $40 assessment is now 
being levied upon the shares of the com- 
pany, and will bring $2,000,000 int» the 
company’s surplus account on its $5 pat 
value stock. 





JOINS BROKERAGE FIRM 


Lukens, Savage & Washburn, ‘usu 
ance brokers of New York and Philadel- 


phia, have admitted Henry H. Livings- 
ton to general partnership in the firm. 
The other partners are Lewis N. Lukens, 
Jr, Ernest C. Savage and Louis ™ 


Washburn. 
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Howe Fixes 20-30% 
Scale For New Jersey 


ACTION COMES AS _ SURPRISE 





Marked First Break Among E. U. A. 
Companies; Home Says Agents 
Should Know Compensation 





he Home of New York is the first of 
the companies of the Eastern Under- 
writers’ Association to announce its com- 
mission rates for New Jersey, establish- 
ing a graded scale of 20 and 30%. Its ac- 
tion followed that of two non-association 
fire insurers and will undoubtedly be the 


iniial step in a general movement to 
settle the whole question of New Jersey 
fire insurance commissions. Many insur- 
ance men in New York were greatly sur- 
prised that the Home should make any 
announcement prior to the meeting on 
Tuesday of this week of the Eastern Un- 
derwriters’ Association. 

following are extracts from the letter 
the Home sent to its New Jersey agents: 

“We have heard from many of you 
regarding the commission compensation 
question which has been created by the 
passage of the law requiring us to pay 
the same rates of commission to every 
one of our agents in the State. 

“As will be readily perceived, the prob- 
lem presented has not been simple be- 
cause of the variety and diversity of the 
questions involved, economic and com- 
petitive, both in and out.of the State. 
No solution consistent with all the con- 
siderations involved has been apparent 
to us, but we cannot longer avoid a con- 
clusion without ignoring the mandate of 
the law. 

“We have decided, therefore, for the 
present and until otherwise advised, to 
allow as of the date the law became ef- 
fective, March 28, 1928, agency commis- 
sions of 20% and 30% on risks, respec- 
tively, of the classes specified in the ac- 
companying schedule or list. 

‘Such adjustment of your accounts al- 
ready rendered as may be necessary to 
make the charges and (or) credits con- 
form to the scale now established will be 
ascertained by our accounting depart- 
ment and advices duly communicated to 
those concerned. 

“We believe you should not be re- 
quired to remain longer in uncertainty as 
your compensation and we are therefore 
advising you as above, feeling confident 
we may depend upon you to exercise 
care and discretion in underwriting our 
business in your agency. 

“Please acknowledge receipt of this 
letter and be governed accordingly in 
rendering monthly accounts hereafter.” 





MAY PROBE MASS. FIRE RATES 


The lower house of the Massachusetts 
\cgislature on Monday voted to substi- 
tut: the Silverman resolution for a gen- 
cral investigation of fire insurance rates 
in that state for the adverse report of 
the committee appointed to determine 
the need for a probe. 

lhe insurance committee of ‘the Mas- 
sachusetts legislature decided last 
lhursday by a vote of 8 to 6 to report 
adversely the two bills which would call 
lor an investigation of fire insurance 
ratvs charged in Massachusetts. The 
con:mittee had reviewed a whole mass 
of testimony taken at public hearings 
an’ came to the conclusion that the fire 
Insurance rates were not exorbitant. 


PUBLIC WITH POCKWITZ CO. 


‘he Public Fire of Newark has ap- 
pointed the Leo Pockwitz Co. as binding 
agent for brokerage business outside of 
the New York metropolitan area and as 
Scieral agent for the territory of the 
soard of Fire Underwriters of the Pa- 
citic. The Pockwitz agency in addition 
Writes for the General of Seattle and the 
National Union of Pittsburgh for brok- 
ers’ lines outside of New York City and 
on the Pacific Coast. ; 








Organize Bronx Fire 
With 36 Directors 


CORROON, VAN IDERSTINE, TWO 





Raymond L. Korndorfer, Unusually Suc- 
cessful Young Agent, Active in 
Promotion; $500,000 Capital 





The Bronx, one of the largest popu- 
lated boroughs of Greater New York, has 
had no fire insurance company. That’s 
now been remedied, as the Bronx Fire 
Insurance Co, was organized by business 
men of that borough at a meeting on 


Friday afternoon of last week. It will 
have $500,000 capital and aims to have 
$1,500,000 other resources. There are 
thirty-six directors, most of whom are 
prominent in business north of 125th 
street. 

One of the men behind the organiza- 
tion is Raymond L. Korndorfer, an ex- 
traordinary young agent of general in- 
surance in the Bronx. He is also general 
agent of the New England Mutual Life. 
Among the directors are R. A. Corroon, 
head of the Corroon & Reynolds fleet, 
and Robert Van Iderstine, president of 
the Guardian Fire Assurance Co., and 
well known on the street. Th chairman 
of the board is George W. Fennell. The 
officers are as follows: John J. Duffy, 
president; William A. Flannigan, vice- 
president; Emil Leitner, secretary, and 
Leo J. Ehrhart, treasurer. In the char- 
ter the capital is given as $500,000 con- 
sisting of 20,000 shares with a par value 
of $25 each. 

Mr. Korndorfer was enthusiastic about 
the possibilities of the new company. 
“The Bronx is a big city in itself,” he 
said. “It has hundreds of big apartments 
and is the home of many property own- 
ers who control large interests. The 
charter of the Bronx Fire is broad.” 





COSGROVE GOES TO HARTFORD 





Head of Eastern Department of Corroon 

& Reynolds Made General Agent 

of New England 

P. A. Cosgrove, in charge of Eastern 
business for Corroon & Reynolds, Inc., 
has been appointed general agent for 
New England for this group of compa- 
nies and will have his headquarters in 
Hartford. The rapid expansion of the 
fire business of the organization has 
made necessary the establishment of a 
New England general agency office. 

Mr. Cosgrove, who is a native of New 
England where many of his home and 
personal affiliations are centered, has for 
sometime expressed the desire to return 
there, and now that conditions are such 
that he can be relieved of his executive 
duties at the home office, his wishes in 
that direction have been complied with. 
He is famiilar with conditions in that 
section of the country and has a wide 
acquaintance among company men and 
local agents throughout the states in- 
volved. 

The companies comprising the fleet 
which will be under his supervision are 
the American Equitable, the Knicker- 
bocker, the New York Fire, the Brook- 
lyn Fire, the Merchants & Manufactur- 
ers of Newark, N. J., the Metropolitan 
Underwriters, the Republic of Pittsburgh 
and the Sylvania of Philadelphia. 





NEW YORK POND MEETING 

The annual meeting of the New York 
City Pond of the Blue Goose will be 
held at the Planters on Greenwich street 
on next Monday, May 21. A beefsteak 
dinner will be served at 6 o'clock fcl- 
lowed by the -business session and en- 
tertainment. 





ALBANY FIELD CLUB 
The Albany Field Club will hold its 
May meeting tonight at the DeWitt Clin- 
ton Hotel in Albany, N. Y. Leonard L. 
Saunders, secretary of the New York In- 
surance Federation, will be the speaker. 





























Three Great Companies 
Providing Strong and Dependable 
Insurance in FIRE andALLIED 

LINES audinCASUALTY and SURETY 
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Sees 1928 Loss Ratio 
Greater Than 1927 


FIRST QUARTER RECORD BAD 








President Clark Of Western Bureau 

Lists Problems To Be Faced To 

Save Underwriting Profits 

Herbert A. Clark, president of the 
Western Insurance Bureau, and Western 
manager of the Firemen’s of Newark, 
pictured 1928 as not so liable to show 
the underwriting profit for the fire com- 
panies that was experienced last year, in 
the course of his presidential report de- 
livered yesterday at Swampscott, Mass., 
before the annual meeting of the West- 
ern Insurance Bureau. Mr. Clark said 
that for the first quarter of 1928 known 
fire losses amounted to $114,734,200, com- 
pared with $91,000,000 for the first quar- 
ter of 1927, and about equal to the bad 
record of the early part of 19206. 

After reviewing many of the prob- 
lems facing the fire insurance business 
President Clark told the Bureau mem- 
bers that the following were some of the 
questions that needed attention now if 
fire underwriting figures were to be kept 
for another year out of the loss columns: 
the obtaining of proper rates, the elimi- 
nation of unjust taxes, a more wide- 
spread campaign of publicity with a 
view to reducing fire waste, a continued 
study of public relations, a more rigid 
investigation and a more thorough ad- 
justment of losses, a greater degree of 
exchange of information among compa- 
nies concerning losses and a greater de- 
gree of co-operation when questions of 
loss liability arise or in the event of 
litigation, rigid economy as to expenses 
of every character and a greater encour- 
agement of the activities of field clubs. 

President Clark’s address follows in 
part: 

“The economic condition of the coun- 
try is very largely reflected in the ex: 
perience of the fire insurance companies. 
As to business conditions, what do we 
find? This is presidential year, which 
is always a more or less difficult one in 
which to forecast what the future holds 
in store, since all of the pros and cons 
of the various political parties and can- 
didates portray present and future events 
in a manner that is somewhat confus- 
ing to the layman. The Federal Re- 
serve system, through its stabilizing ef- 
fect on business, has dissipated the fear 
of former years that a presidential year 
inevitably results in a serious business 
upset. It is the general belief that there 
will be probably less interference with 
the regular course of business during 
1928 than has been known in any presi- 
dential year in history. 

“However, business leaders the coun- 
try over have, generally speaking, ex- 
pressed themselves as ‘moderately’ opti- 
mistic as to the outlook for 1928. They 
hold to the belief that industrially the 
volume of business will be large with 
profit margin small, and a keener com- 
petition than heretofore. For my part, I 
think there is much evidence to support 
the contention that business has declined, 
or at least it is what we might term 
‘spotty.’ First, because of a _ greatly 
over-strained and inflated credit and a 
stock market situation which I believe 
is almost without precedent. Second, an 
unsatisfactory condition in a number of 
essential enterprises, due more or less 
to their having reached the saturation 
point. The number of unemployed at the 
present time would hardly justify a fore- 
cast of an increased volume of business 
for the balance of the year. 

“We must recognize and weigh well 
the basic difference between stock values 
and business activity if we are to avoid 
the many pitfalls in our pathway. We 
must too take cognizance of the rapidly 
changing economic and industrial condi- 
tions. The world is moving at an aston- 
ishing pace such as was never before 
known in its history. The position of 
the successful underwriter today is one 
requiring constant thought and study if 


he is to keep abreast of the times. Now 
more than ever before, is it essential for 
companies to maintain properly educated 
agency and field forces which will look 
to the selection of risks equally as much 
from the viewpoint of the companies’ in- 
terests as from the viewpoint of the in- 
terests of the property owner. 


Deplores Accommodation Business 


“T have a firm conviction that compa- 
nies are becoming more and more vic- 
tims of accommodation business. An ac- 
commodation risk is one, which accord- 
ing to our individual underwriting stand- 
ards, means loss. Why then speculate 
with practically an assured loss to influ- 
ence business which is all susceptible to 
loss? Competition has driven the com- 
panies into the fatal habit of loose un- 
derwriting and the liberal acceptance of 
accommodation business, a damaging 
weakness in our business. I am _ per- 
suaded that the general character of 
accommodation business would be vast- 
ly improved by the owners of such prop- 
erties if the companies would not accept 
it so readily, but insist upon such prop- 
erties being put in the best possible 
physical condition before they would in- 
sure them. , 

“However, the question of proper un- 
derwriting methods and standards is only 
a fractional part of our besetting evils 
in the west today. One of our major 
problems is the difficulty we encounter 
at every turn in our attempt to obtain 
adequate rates in hitherto notoriously 
unprofitable states. In that respect, Mis- 
souri stands out as the prize sore thumb 
on practically every company hand. With 
an aggregate underwriting loss for all 
companies over a period of years, a rate 
reduction was ordered by the superin- 
tendent, and the companies already los- 
ing money in the state are forced to sus- 
tain still further losses by being obliged 
to engage in expensive litigation in an 
effort to defend themselves against this 
unwarranted attack by the Missouri De- 
partment. 

“The United States Supreme Court re- 
fused to review the findings of the Mis- 
souri Supreme Court, which as you know, 
were adverse to the companies, but the 
opinion delivered by Justice Butler of 
the United States Supreme Court, by in- 
timation at least, pointed out a way in 
which the companies could obtain such a 
review, and our attorneys are proceed- 
ing accordingly. 


Efforts to Reduce Expenses 


“All companies, without exception are 
putting forth every effort to reduce ex- 
penses, and they find it increasingly dii- 
ficult in the face of the heavy tax bur- 
dens that they are forced to bear. One 
of the happy developments ‘of the year 
1927 is that the American farmer has 
apparently passed through his most crit- 
ical state and has reached a better ad- 
justed and more prosperous condition, 
all of which is gratifying from every 
viewpoint, and particularly from that of 
the underwriter. 

“T should like to call your attention 
to the very commendable work that is 
being done by the Honorable -George 
Wells, commissioner of insurance of 
Minnesota ,and his chief deputy, Fire 
Marshal Harry N. Chance. In the past 
two and one-half years the commissioner, 
through the Fire Marshal Department, 
has obtained fifty-nine convictions for 
arson. The thanks of the insurance fra- 
ternity is due these splendid public of- 
ficials for the manner in which they 
are administering the duties of their 
office. Officials of some of the states 
have also done admirable work and have 
co-operated enthusiastically with the 
companies, but I do not have at the 
moment any statistics for other states. 

“Tornado business is no longer 
viewed as an almost sure profit producer 
as it was in the past. Time was when 
we looked upon tornado losses to strike 
us—if at all—about once a year and in 
certain localities. In recent years these 
twisters have demonstrated that they are 
respecters of neither season nor local- 
ity, hitting with reckles abandon at all 


seasons and in localities hitherto consid 
ered immune from devastating storms. 


Co-operation on Loss Matters 

“T would like to repeat what I said to 
you on a previous occasion, that there 
should be a greater degree of co-opera- 
iion among companies on loss matters, 
particularly when they become involved 
in litigation. I can see more and more 
an urgent need for an exchange of in- 
formation among companies regarding 
undesirable property and property own- 
ers. The incendiary is one who generally 
needs and wants to get his loss paid 
promptly, and the best method of dis- 
couraging that class is to resist every 
fraudulent claim to the court of last re- 
sort, and to that department of our busi- 
ness company executives may well de- 
vote their best thought and attention. I 
believe that executives today are in fact 
paying closer attention to the loss end 
of the business than heretofore. 

“After all, the loss department is the 
mirror of the underwriting department. 
While the quality and methcd of our ad- 
justment is showing improvement. in 
some quarters, there is much yet to be 
desired. When I speak of the improve- 
ment in the quality and method of ad- 
justments, [ have in mind more particu- 
larly the situation in Cook County, which 
has shown such a vast improvement 
through the operation of the Cook Coun- 
ty Loss Adjustment Bureau which was 
formulated a few years ago. The adjust- 
ment situation in Chicago under the 
Cook County plan is better than it has 
ever been in the history of our business. 

“As I have stated to you heretofore, 
T would recommend for other large cities 
the establishment of a plan for handling 
losses similar to that now used in Cook 
County, and suggest that you authorize 
and empower your executive committee 
to establish and put into operation simi- 
lar bureaus in other cities if and when 
it should seem advisable so to do. As 
you will observe, the operations of the 
Cook County Loss Adjustment Bureau 
for 1927 have been made the subject of 
a special item on the program and the 
report will be made to you later on. 

Fundamentally An Optimist 

“I sincerely trust that anything I may 
have said in my remarks here today may 
not be considered wholly pessimistic, nor 
at the same time totally optimistic. I 
firmly believe that every cloud has its 
silver lining. At the same time I do 
not believe that we should fall into the 
fatal habit of always talking about the 
sunshine on that cloud without facing 
squarely the task of dispersing the cloud 
itself. 

“Both as to our business and our coun- 
try, I am a confirmed optimist, and I 
am confident you share my optimism 
when I say I regard both as fundamen- 
tally sound. Our country and our busi- 
ness—they are, to quote from Daniel 
Webster, virtually ‘one and inseparable’ 
—upon the success of one depends the 
life of the other. Would that all polit- 
ical demagogues understood and _ re- 
spected the fundamentals of that mutual 
and interchangeable relationship, and ap- 
preciated its vital importance to the eco- 
nomic structure and very existence of 
company and country alike. 

“We should strive to promote intelli- 
gent thinking about insurance from the 
national point of view, in order that 
there may be a more intelligent under- 
standing of the functions and achieve- 
ments of our business. The public should 
have a better understanding of the mag- 
nitude of the operations of insurance; 
they should know more about the re- 
serves held by the companies for the 
protection of their policyholders; they 
should know more about the capital the 
companies supply for the enlargement of 
American industries, for increasing the 
efficiency of railroads and other public 
utilities, for providing homes, for the 
financing of agriculture, and for other- 
wise assisting the nation’s prosperity. 
They should know that the matter of af- 
fording protection against loss is only 
one of the many vital parts insurance 
plays in the nation’s affairs.” 








j The first successful 
WZ elevated train, in 1871 


N the trial trip of 
the first elevated 
train in New York City 
the stops and starts were 
made with such jerks the 
“store” teeth of the presi- 
dent of the line were dis- 
lodged and almost resulted 
in his choking to death. 
The first “el” train ran 
on Greenwich Street pro- 
pelled by an endless chain 
driven from stationary 
engines. This method 
of locomotion proved a 
failure; in 1871 it was 
changed to steam which 
remained in use until 
supplanted by electricity 
in 1902. 

The Home, founded in 
1853, was a silent witness 
to this birth of greater 
transit facilities, all of 
which is history now, 
when the Home is cele- 
brating its Seventy-fifth 
Anniversary. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


—Seventy-fifth Anniversary Year— 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President and aon 
| A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice- President 


JANUARY 1ST, 1928, STATEMENTS 








ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY SURPLUS 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY 








OF PHILADELPHIA, PA. 
- $6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 
| ORGANIZED 1854 
M MECHANICS INSURANCE CO. 
| OF PHILADELPHIA, PA. 
; $4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 
ORGANIZED 1866 

NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 

| $4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE Co. 
OF CONCORD, N. 
$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 





| TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 


$27,594,166. 15 beaaanes <a $25,684,495.78 
| ‘Newark, New J 
| ss DEPARTMENT ee eee PACIFIC DEPARTMENT 
ringing ae CANADIAN DEPARTMENT 
Chicago, Illinois 


461-467 Bay Street 





60 Sansome Street 





E H. A. CLARK, Manager Dineitetatiaiani San Francisco, California 
H ? 
Ron ee: ooo MASSIE. & RENWICK, Limited, W. W. & E. G. POTTER, 
ia Managers 
K JAMES SMITH JOHN R. COONEY Managers g 
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Defines Fixed Charges 
In U. & O. Contracts 


ADVERTISING IS INCLUDED 


New York Court Says Salaries And 
Traveling Expenses Of Salesmen 
Are Fixed cnangee 
The present form of use and occu- 
pancy insurance is the subject of an 
opinion just handed down in the New 
York Supreme Court in the case of 
Miner-Edgar Co. v. North River Insur- 
ance Co. This opinion is of importance 
because of the standing of the referee, 
Harold Dudley Greeley, a professor of 
estates and accounting at Columbia Uni- 
versity, a certied public accountant and 
a practicing member of the New York 
Bar, who has given the subject of use 
and occupancy insurance a thorough and 
analytic study. The referee upholds the 
positicn of the Miner-Edgar Co. and 
awards it a recovery of $13,186.48 with 

interest and costs. 

The Miner-Edgar Co. suffered a loss 
by fire on March 5, 1926, at its plant at 
Blanchard street, Newark, New Jersey, 
where it manufactured chemical com- 
pounds made of nitrate of cotton known 
to the industry as “dope.” While the 
plant consisted of three buildings, only 
cone, namely, the compound department, 
was involved in the fire and because the 
operé ation was a profitable one every ef- 
fort was made by the Miner-Edgar Co. 
to get back into operation as speedily 
as possibl. A temporary roof was in- 
stalled and mixing machines which were 
warped by the fire were put back into 
operation. So efficient were the efforts 
of the Miner-Edgar Co. that the pro- 
duction for the year in which the fire 
occurred was greater than that of the 
year preceding and the insurance com- 
‘pany set up the defense that the actual 
loss in business interruption which the 
insured had sustained was trivial. 

Basis For Litigation 

Insured retained the services of Miller 
& Maltbie, adjusters, who refused to al- 
low the insured to settle on a nominal 
basis and the case went to litigation 
mainly upon the contention that sales- 
men’s salaries are not part of the fixed 
charges covered by the insurance pol- 
icy. The contention of the insurance 
company was that since the Miner- 
Edgar Co. is a large corporation with 
many other plants the salesmen’s sala- 
ries should not be considered as fixed 
charges because these salesmen could be 
used to sell other products of the com- 
pany. Upon this issue the referee found 
for the Miner-Edgar Co. in the follow- 
ing language. 

“In the case at bar all of the items 
included as fixed charges in the com- 
putation of plaintiffs loss are over- 
head and continuing expenses.” 
Objection was made by the insurance 

company that advertising charges are 
not fixed charges within the terms of 
the policy of insurance. The referee’s 
findings against the insurance company 
are in the following language: 

“Objection as made by defendant's 
accountant to the inclusion of adver- 
tising as a fixed charge does not seem 
to be sound. The advertising expendi- 
tures of plaintiff were not incurred at 
the Newark plant but were a part of 
the general sales promotion expenses 
The amount deducted from the sales of 
the Newark plant to determine the net 
profit and the amount taken in as a 
fixed charge is a prorated portion of 
the total advertising expense. The 
real loss of advertising expenditures as 
fixed charges, the earning of which was 
prevented by the fire, is the loss of 
expenditures made sometime in the 
past, the identification of which would 
be impossible except in the rarest of 
cases. And yet it seems clear that 
advertising expenditures are fixed 
charges. 

“Expenditures for that purpose made 


during the period of a short suspen- 
sion normally would not be lost be- 
cause the assured would be able to 
handle orders received from such ad- 
vertising after the period of suspen- 
sion had ceased. But in the meantime 
the assured is not able to handle or- 
ders received from past advertising 
and thus it is those expenditures which 
really are lost. 

“As a practical solution, the inclu- 
sion of current advertising expendi- 
tures during the pericd of suspension 
will furnish compensation for the for- 
mer expenditures in cases where there 
was no marked change in the amount 
of such expenditures. * * * As a mat- 
ter of fact, some advertising cannot 
be stopped at the will of the adver- 
tiser; for example, color pages and 
certain other types of advertising in 
magazines where the page forms close 
long before the date of issue. It is 
held that the properly prorated amount 
of advertising expense constitutes a 
fixed charge for which plaintiff should 
be compensated.” 


Status Of Salesmen’s Salaries 


The insurance company objected to the 
inclusion of salesmen’s salaries, commis- 
sions and traveling expenses. On_ this 
the referee rules: 


“Defendant argues chiefly through the tes- 

timony of its accountant, that during the 
period of suspension plaintiff’s salesmen re- 
ceived orders whereby plaintiff was compen- 
sated for what it paid them and that plain- 
tiff should not ask defendant to compensate 
it again for any of these items. He says 
that this was shown by the sales for the 
first six months of 1928. He admitted that 
if the salesmen had been prevented from 
selling because of plaintiff's inability to manu- 
facture there would have been a loss. 
The sales in March were undoubtedly due 
in large measure to orders taken prior to 
the fire and those sales reflect conditions pre- 
ceding the fire rather than conditions during 
the period of suspension. * Sales effort, 
both through advertising and the salaries of 
salesmen, admittedly has a continuing effect 
and cannot be measured by sales returns im- 
mediately following. It is only rarely that 
selling effort can be measured accurately by 
definite sales returns at any time. The clause 
of the policy should be interpreted so as 
to wale to the usual business situation. 
Where production is reduced temporarily the 
genera loverhead and continuing expenses in- 
cluding the salaries of salesmen should be 
regarded as fixed charges for which plaintiff 
is entitled to compensation.” 


Commissions Barred 


The referee refuses to allow sales com- 
missions upon the grounds that they re- 
late to specific sales and would not be 
incurred as expenses if the sales were 
not made, but in speaking of salesmen’s 
traveling expenses, he states as follows: 

“Salesmen’s traveling expenses, however, do 
constitute fixed charges because it is neces- 
sary for salesmen to travel as a part of the 
general sales effort. If a particular sale had 
been shown to be the result of a particular 
expenditure in traveling expense, it might be 
proper to regard that traveling expense as 

a specific cost of that sale but viewing trav- 

eling expenses as a classification, they should 

be included as fixed charges and they have 
been included in the computation of plaintiff’s 
loss. ‘Traveling expenses unlike commissions, 
are continuing expenses and must necessa- 
rily be constantly and consistently incurred.” 


In speaking of the chief situation, the 
Pereree Says: 


“The chief difficulty in the case at bar lies 
in giving ‘due consideration’ to the experience 
of the business before the fire and the prob- 
able experience thereafter. * * * Nor in use 
and occupancy insurance should the assured 
be required to prove his lost profits with such 
certainty, but he must prove them by a fair 
preponderance of credible evidence. Ingeni- 
ous speculation as to what the profits might 
have been may be used in argument but it 
cannot serve as evidence, and the same gen- 
eral principles apply to the determination of 
the period of suspension.” 


The insured retained Imre Temesvari, 
insurance accountant, as opposed to 
James A. Hastings & Co., accountants, 
Newark, N. J. 

The referee in conclusion allows three 
days total suspension at $419.30 a day or 


$1,257.90 and 34-2/3 days partial suspen- 


sion at $335.44 a day or $11,628.58. Cost 
of outside facilities $300 or a total net 
recovery $13,186.48. 

William Otis Badger tried the case for 
the Miner-Edgar Co. and the North 
River was represented by F. Campbell 
Jeffery, Arthur T, Vanderbilt and Frank 
N. Crosby. 














ERE they come! Millions of motorists, all 
ready to get out on the road again. What are 

they thinking of? The new highways—a vacation 
tour—week-end trips—everything but insurance. 
They are coming to an important crossing now, 
where it is up to the agent to signal them. This is 
the season when countless policies expire. When 
new ones go into effect. When new cars are being 
bought. When policies held by finance companies 
are lapsing after the first year. Almost every man 
who | te is a live prospect for automobile in- 





surance right now. 


By flashing the “stop” sign our agents are reap- 
ing a big reward on premiums for fire, theft, prop- 
erty damage and collision. And adding to their 


reputation for complete i insurance service. 


“TEVEREOOL, 


80th 


Year in the 
United States 


~ 00 J ONDON 
“ GLOBE, 


Insurance Co uv 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Western Dept. Pacific Coast Dept. 
-CHICAGO SAN FRANCISCO 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 
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ESTROYED by fire! Not only 
the building but the business! 

Yes, they thought they were fully 
insured. They were, as far as the 
building and its contents were con- 
cerned. There was one thing that 
had been overlooked however—that 
was the loss due to interrupted pro- 
duction. 

Continuing expenses, the cost of 
holding essential members of the 
organization together until production 
was resumed, the loss of anticipated 
profits—these are the things which 
have caused many concerns to fail 
after a fire! 

Be sure that all your clients who 
need Business Interruption insurance 
have it or at least have been told 
about it. 

Often this coverage can be used as 
the entering wedge to lines that other- 
wise it would be impossible to get. 


Aa E CO 





EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM, Craimman oF tne Boano. 
PAUL L.HAIO, Presioenr. 


CASH CAPITAL—ONE MILLION DOLLARS 





“Amtnica Fore” 
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Tompers A a 





Success With National Liberty and Allied Companies 
a Duplication of His Achievements in Busi- 
ness and Financial Fields 


By PENDLETON DUDLEY. 


In the latter part of 1923 George U. 
Tompers and his associates acquired 
control of the National Liberty, a com- 
pany well known in the fire insurance 
field since 1859. During the four and a 
half years since then this company has 
forged rapidly to the fore; in fact, the 
progress of the National Liberty under 
the direction of Mr. Tompers is recog- 
nized generally in insurance circles as 
being an outstanding achievement. 

Previous to his connection with Na- 
tional Liberty, Mr. Tompers had had 
no experience in the fire insurance busi- 
ness. As a business man he had, of 
course, been a buyer of insurance, but 
with the actual technique of fire insur- 
ance operations his acquaintance was nil. 
This makes his achievement with Na- 
tional Liberty all the more unique. 

Early Business Experience 

One need not claim for Mr. Tompers 
possession of any peculiar business 
genius; nor, on the other hand, should 
one assume that success in the fire in- 
surance field is easy to win. Rather the 
explanation of his achievement is to be 
found in the fact that earlier business 
experience in selling goods to retailers 
throughout the Union gave him an inti- 
mate knowledge of conditions which, 
coupled with his native qualities and per- 
sonality, overbalanced his ignorance of 
fire insurance work. 

Such things are, of course, not unheard 
of elsewhere in business. Merchants have 
turned to finance and become successful 
bankers, while lawyers have become able 
railroad presidents. And there have been 
insurance men who have attained emi- 
nence in other fields. 

About fifteen years ago Mr. Tompers 
became associated with a group of finan- 
ciers in the reorganization and direction 
of a number of business enterprises. 
These activities, involving many difficult 
problems in merchandising, manufactur- 
ing and finance, added richly to the store 
of business experience which Mr. Tomp- 
ers began to gather when he started 
his life work in New York City at the 
age of twenty-one. 

When, late in 1923, control of the Na- 
tional Liberty was offered to this group 
of financiers, their experience in meet- 
ing many kinds of corporation difficul- 
ties led them to believe that the opera- 
tion of a fire insurance company involved 
no new fundamental problems of busi- 
ness, and accordingly they assumed the 
responsibility, Mr. Tompers taking ac- 
tive charge of the company’s operations. 
No sensational practices were inaugurat- 
ed, the new management believing that 
the best results would come through the 
strengthening of personnel and the im- 
provement of organization. And above 
all they were committed to the policy of 
testing and weighing all matters before 
making a change. 


Organizes a “Cabinet” 

One of the first moves was the organ- 
izing of a “cabinet,” comprising in mem- 
bership the entire official and executive 
family. This body meets regularly once 
a month. Following an informal dinner 
it devotes itself to an exhaustive discus- 
sion of new plans and proposals looking 
to the company’s development. 

At the same time a Key Club was or- 
ganized to foster the development of new 
ideas, especially in the company’s office 
operations. The Key Club is composed 
of the key men or heads of departments 
and offices, and likewise meets once a 
month. 

Part of the progress made by the Na- 
tional Liberty group in recent years is 
attributed to the ideas and suggestions 
developed in the meetings of these two 
organizations. 


In the Spring of 1924 it was decided 
that National Liberty should have run- 
ning mates; that several ‘companies 
might well be operated by practically the 


. 





GEORGE U. TOMPERS 


same official, executive and_ clerical 
force. Accordingly, the Baltimore-Amer- 
ican of Maryland was purchased by in- 


terests affiliated with National Liberty 
and conduct of the business was under- 
taken at the Home Office of National 
Liberty in New York. Later, Mr. Tom- 
pers incorporated the Baltimore-Ameri- 
can of New York, taking over all the 
business and agency force of the Mary- 
land company, which had conducted a 
conservative business since its establish- 
ment in 1 

The growth of the Baltimore-Ameri- 
can under Mr. Tompers’ management is 
one of the many successes in his career. 
When the company was taken over its 
assets were $2,425,400, its net surplus 
$943,270, and it was operating in com- 
paratively few states, with a premium 
income of $1,092,686. Today it operates 
in almost every state, has assets of $6,- 
566,765, net surplus of $3,334,174, and in 
1927 wrote in premiums $2,211,695. 

In October, 1925, the Peoples National 
of Philadelphia was purchased by Mr. 
Tompers and his associates as a further 
step in building the National Liberty 
group. Here again the principle of cen- 
tralized management proved sound. The 
company’s assets at time of being taken 
over were $2,714,577, its net surplus 
$303,091, and the premium volume was 
$1,047,591. Under Mr. Tompers’ direc- 
tion the company now operates in prac- 
tically all the states; has assets of #,- 
361,236; a net surplus of $1,686,659, and 
premiums written in 1927 were $1,399,501. 

_Further evidence of the aggressive and 
progressive management of these insur- 
ance companies is reflected in the rapid 
expansion of departments. At the time 
Mr. Tompers assumed direct charge of 
National Liberty, its automobile ‘depart- 
ment was writing only $564,250 in pre- 
miums. Almost at once the services of 
an outstanding automobile fire insurance 
man were obtained and last year the 
company wrote $1,287,439 in automobile 
and inland marine premiums. 

The statement has been made that Mr. 
Tompers inaugurated no sensational 
practices. Perhaps the nearest approach 
to one was the moving of the Western 
Department of the company from Chi- 














ASSETS 
Government, State and Mu- 


ine A ee ee $661,390.00 


Railroad Bonds ....s..esccses 604,950.00 
Public Utility Bonds.......... 656,590.00 
Industrial and Miscellaneous 

a eee 364,240.00 
Preferred Stocks .....cccscecs 396,000.00 
Common Stocks ............0. 


346,090.00 
—— Value, December 31, 


3,029,260.00 


Je ee eee 840,233.14 
Agents’ Balances not over 90 

GE) wecnmecokesskoccatecse 158,075.83 
Interest Due and Accrued..... 23,300.83 
Amount Recoverable on Paid 

NE Sisnaecastsas evaaenes 1,707.18 


be Seweneawesty $4,052,576.98 


Assets 
Surplus to Policyholders 


N. Y. AND N. 


Pacific Coast 
FRED £. JAMES & CO., Gen’l. Agts. 
AN FRANCISCO, CAL. 


Foreign Department 


1 Threadneedle St., 
LONDON, E. C. 2, ENG. 








UNIVERSAL INSURANCE CO. 


Newark, N. J. 


Balance Sheet, January 1, 1928 


NES eT $4,052,576.98 


Losses Paid to Policyholders Since Organization.. 5,709,885.79 


General Managers 


TALBOT, BIRD & CO., INC. 
51 BEAVER STREET, NEW YORK CITY 
AUTOMOBILE DEPARTMENT 
110 WILLIAM STREET, NEW YORK CITY, N. Y. 

Y. SUBURBAN AGENTS 


LEWIS & GENDAR, INC. 
1 Liberty St., 


Canadian Department 


J. H. RIDDELL, Manager 
TORONTO, CANADA 


LIABILITIES 


Reserve for Known and Un- 


known Losses $642,963.33 


Reserve for Unearned Pre- 
miums on Unterminated 


on eR 323,959.11 
Taxes Unpaid (Estimated).... 20,000.00 
Other Accounts Payable....... 7,500.00 
ee $1,250,000.00 
erry Tt 1,808,154.54 


3,058,154.54 


ov ceecccocces $4,052,576.98 


3,058,154.54 


N. Y. City 


North Carolina 
R. S. BUSBEE, Gen’l. Agt. 
RALEIGH, N. C. 
Western Department 
H. A. MURRAY, Manager 
175 W. Jackson B’l’v’d 
CHICAGO, ILL. 

















* than formerly; a profit-sharing 


cago to the Home Office in New Yor! 
Until May, 1925, the entire western bu.:- 
ness of National Liberty, covering a ter- 
ritory of twenty-seven states from Ohio 
to the Pacific Coast as well as Hawaii 
was supervised from Chicago. Then 4] 
but the strictly Pacific Coast business 
was transferred to New York. In Mr 
Tompers’ judgment the western busines 
could be handled to greater advanta 
from the Home Office, economies beig 
effected by placing the underwriting wi- 
der one head. 

Some insurance men were of the opin 
ion that a move of this nature would 
result in some loss of agency contact, 
to be reflected later in lower premiuin 
income. Mr. Tompers, however, made a 
careful preliminary study of the prob- 
lem and decided that permanent gains 
would more than offset any possible dis- 
turbance in agency relationships and that 
disruption would be negligible if the 
transfer were well planned and executed. 
Accordingly, details were worked out in 
advance, orders given and a corps of 
well-drilled workers began moving on a 
Friday night. The following Monday 
morning the Western. Department 
opened for business in New York at 
the usual hour. The wisdom of Mir. 
Tompers’ decision has since been shown 
by a steady growth in the business of 
this department. 

The Pacific Coast territory was judged 
too far from New York to be handled 
from the Home Office, and coiricidéntal 
with the transfer of the Western [De- 
partment to New York a Pacific Coast 
Department was opened at San Francis- 
co. Here again Mr. Tompers’ judgment 
was vindicated by mounting premiums. 

Welfare of Employes 

Within the organization much work 
has been done by Mr. Tompers to pro- 
mote the welfare of the employes. Some 
two years ago a full equipped medical 
department was established with staff 
physician and trained nurse to.guard the 
health of the force. Again, a_life insur- 
dance plan was inaugurated which gave 
‘the employes much. greater poe 
plan was 
developed for field men and branch man- 
agers, and for the pivotal workers there 
is a bonus plan of compensation. 

Utilizing his experience in other fields 
of business, Mr. Tompers has applied 
time study methods to office work, aiim- 
ing at a just classification of clerical 
workers with fair compensation based on 
their abilities. Standards of accomplish- 
ment have been introduced ing most de- 
partments with a resultant réduction of 
the force and a more competent handling 
of an increased volume of business. 

Significant Figures 

Under the guiding hand of Mr. Tomp- 
ers the National Liberty group is forging 
to the front in the fire insurance field. 
In four years the net surplus of the Na- 
tional Liberty company has _ increased 
nearly five times, or from four to some 
fourteen and a half million, and its to- 
tal assets have grown from $12,518,517 
to $27,785,198. Last year the company’s 
premium income rose 6%, whereas most 
fire insurance companies showed a low 
in this department of operations; under- 
writing gains for the year amounted to 
2.45%, contrasting with a loss of approx- 
imately 5% for the fire insurance busi- 
ness as a whole. 

The record of the National Liberty 1s 
the record of a leader who works '1 
close harmony with his able associatc>, 
who counsels readily with his force ani 
never hesitates to reverse his decision 1! 
it can be shown that a mistake has been 
made. 

Mr. Tompers is not easily  satisfic'! 
even when present achievement is hig! 
He sees big and clearly in looking ahe: 
and in fire insurance he and his ass‘ 
ciates are naturally pleased that soun'! 
operating policies have brought resul's 
as quickly as in other spheres of bus 
ness. 


Ones. 





Richard Stringer, former. manager | | 
Frank H. Taylor & Sons, of Montclat:, 
N. J., has ‘joined Albert A. Greenfield & 
Co. as assistant to N. C. Rorabaugii, 


manager of the insurance department. 
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“UNCANNY!” 


“It’s uncanny,” said one of our successful agents, “Show, just when I am rack- 
ing my brain to uncork a good idea for starting a drive on some seasonable 
line of insurance, the Company’s monthly magazine, The ACCELERATOR, 
drops right into my hands, and I find the plan all worked out!” 

Like most uncanny things, the reason for what might seem to be a weird 
coincidence is easily explained. The ACCELERATOR is edited by a staff thor- 
oughly acquainted with the problems that confront the local agent, and it 
is their business to give our agents what they need when they need it. 

Each month The ACCELERATOR —— crammed with highly interesting and 
profitable information on selling and advertising the many lines of insurance 
we write— goes to our agents, and from the ever-increasing volume of un- 
solicited letters that we are receiving we know that these business-building 
ideas are appreciated. If you would like a sample copy of The ACCELERATOR 


to prove to yourself that it helps local agents make money, write, now, to our 


Advertising Department. 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
87 KILBY STREET, BOSTON, MASSACHUSETTS 
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W. H. McGee Adds to 
Aircraft Department 


w. Cc MOORE “MADE INSPECTOR 
Formerly With Sakae & Baldwin; 
Text of Application Form for 
Transportation Companies 
W. C. Moore, formerly head of field 
service and claims settlement work for 
Barber & Baldwin, aircraft underwriters 
in New York, has joined Wm. H. McGee 
& Co., as an inspector for the aviation 
insurance departments of the Transpor- 
tation and the Transportation Indemnity. 
Mr. Moore is not only a trained insur- 
ance man but also a pilot of eleven years’ 
experience with practically all types of 
commercial and army aircraft. His fly- 
ing is up to date and has taken him over 
the greater part of the United States. 
He is a commissioned officer of the U.S 
Army Reserve Corps and the 118th Ob. 
servation Squadron of the Connecticut 

National Guard. 

The William H. McGee & Co. pro- 
posal for aircraft insurance which the 
applicant will sign follows: 

This application must be completed 
and signed in duplicate. One signed 
copy will be attached to the policy if 
issued, together with any supplementary 
information, which must also be signed 
by the assured. 

It is essential that all questions be an- 
swered fully, giving details applicable in 
cach location. Qualifications cannot be 
given on incomplete proposals. If the 
answer to any question is none, state 
“None.” 

Name of assured. 

Occupation. 

Address. 

Address of home airport. 

Are planes mortgaged or otherwise 
encumbered ? 

6. Are there other owners of these 
aircraft ? 


mnhwne 


Aircraft 

7. Aircraft, flying boat, seaplane or 
amphibian—Make and _ type—lIdentifica- 
tion No. or license No.—Mfg. serial No. 
and date—Date purchased—Total hours 
flown during last twelve months—Seat- 
ing capacity including pilot—Value, new 
~Amount insurance required on com- 
plete aircraft. 


8 Make and type—Motor number— 
Date matle—Date purchased—Hours run 
to date—Present value. 

Pilots 

9. Name—Address—Age—Total flying 
hours—Types flown—Type of license— 
Date of No. issue—Total hours cross 
country—Greatest distance flown from 
home airport, from and to where. 

Hours Flown Each Type Aircraft Listed 
Under Planes 

10. Pilot—Plane, (a), (b), (c), (d)— 

Hours, (a), (b), (c), (d). 
Fire 

11. Construction of hangar (give ma- 
terials from which walls, roof, floor and 
foundations are made)—(a) Is fueling 
done in hangar ?—(a) Are open fires or 
lights permitted in hangars ?—(c) How 
many sand pails or approved extinguish- 
ers (name) in hangars? 

Windstorm and Tornado 
12. Do aircraft carry picketing ropes, 


crc. f 


Engines 


Theft 
13. (a) Is watchman at hangar ?— 
During what period ?—(b) Are aircraft 
housed in locked hangars ? 
Public Liability 
14. (a) Have you any private police 
or guard service to prevent spectators 
approaching machines? (b) What other 
precautions taken ? 


Passenger Liability 

15. (aj) Are all ships equipped with 

shatter-proof glass ?—(b) Are seats fixed 

or moveable Gf collapsible, consider as 

moveable) ?—(c) What type of door 
locks are used? 

General Information 

16. The plane and motor 

therein are one interest. 


installed 
Privilege is 


given to substitute motors of like make, 
horse power and airworthy condition at 
any time, but spare motors are not cov- 
ered unless installed in machine. Spe- 
cific insurance will be granted on spare 
motors if required. 

17. Give dates of last thorough over- 
haul of airplanes. 

18. Give dates of last thorough over- 
haul of engines. 

19. What repairs or alterations in con- 
struction have been done? 

20. What new or untried 
have been added? 

21. In event of loss are you in a po- 
sition to effect your own repairs? 

22. Explain fully extent of ground or- 
ganization for maintenance and repair. 

23. The insured agrees in the event of 
loss that the cost of repairs shall be 
the actual cost of materials or the fac- 
tory list price on new parts with rea- 
sonable transportation charges included, 
plus 1144 times the actual wages paid for 
labor at current rates, with no extra pay- 
ment for overtime and overhead charges, 
except as follows. 

24. Is your aircraft 
brakes ?—Make? 

25. Give overall dimensions of airport 
from which greatest flying will be done 

(Continued on Page 37)) 


features 


equipped with 


HARRY C. COLES KILLS SELF 


Harry C. Coles, 54 years old and an 
insurance broker at 58 John street, com- 
mitted suicide on Tuesday by jumping 
from a subway platform at 110th street 
and Broadway in front of an approach- 
ing train during the evening rush hour. 
He was formerly secretary of the United 
States Civil Service Commission for the 
District of New York. No reason for 
the suicide has been given. 





POUGHKEEPSIE FIRE HAZARDS 


Engineers of the National Board of 
Fire Underwriters believe that a serious 
fire hazard exists in the business sec- 
tion of Poughkeepsie, N. Y. They com- 
plain of poor structural conditions, nar- 
row streets, a poorly trained fire depart- 
ment and lack of an adequate and re- 
liable fire alarm system. The water 
supply is adequate. 





MOSS COHEN DEAD 


Moss Cohen, 84 years old, and a pub- 
lic fire insurance adjuster of Brooklyn, 
died on Monday. He had been an ad- 
juster from 1879 until ten years ago when 
he retired. His sons now carry on the 
business. 


An Open Letter to 


Harmonia Agents— 
Digging Up Leads 
for Tourist Baggage 





Insurance 


‘round protection. 
ist Baggage Policy. 


trips a year. 


Insurance. 
with personal calls. 





You know your prospects. 
Fire Insurance Company has the Tourist Bag- 
gage Insurance folders available to its agents. 
Use them on your prospects and sell more 
Tourist Baggage Insurance—not just for a 
single trip, but year ’round protection. It’s 
worth while to both you and your client. 


There are folks in your town who travel on 
and off during the year. There are others who 
travel frequently over week ends. And, begin- 
ning soon, there will be that vast number who 
travel on their annual summer vacation. 

The last mentioned are seasonal prospects 
for Tourist Baggage Insurance. 
them before they start their trips. 

But the others! They are prospects for year 
Sell them an annual Tour- 


Get after 


You may know the purchasing agent of a 
company who is compelled to make several 
You may be acquainted with a 
sales manager who does likewise. 
ably know lawyers, business men, sportsmen 
and others who travel. 
them with folders describing Tourist Baggage 
Then follow up your advertising 


You prob- 


List them and solicit 


The Harmonia 





In territories where the Harmonia Fire 
Insurance Company is not already repre- 


sented, applications from reputable agents 
for representation will be considered. 


HARMONIA 


Fire Insurance Company 


NEW YORK OFFICE 
59 MAIDEN LANE 





Firemen’s Analysis Of 
Section 16 Of N. Y. Law 


INTERPRETS “SURPLUS FUNDS” 





Company’s Brief in Federal Court Al:o 
Opposes Beha’s Motion to Modify 
Restraining Order 





The Firemen’s of Newark filed its brief 
this week through Bonynge & Barker, 
counsel, in the United States district 
court in its suit against Insurance Su- 
perintendent James A. Beha of New 
York for an injunction compelling the 
superintendent to relicense the company 
to write fire insurance in New York 
State. The New York Insurance De- 
partment filed its brief yesterday. A de- 
cision on the case or on the motion of 
the New York Department to modify the 
tcmporary restraining order is not ex- 
pected for several days. The Firemen’s 
opposes the move to modify the restrain- 
ing order. 

In the answer of the Firemen’s, coun- 
sel lists eight points to be argued. The 
Firemen’s contends the following: 

That the investment of funds of in- 
surance companies in the stock of other 
insurance companies is in accord with 
approved practice both here and abroad. 

That the investments of the company 
do not violate any provision of the in- 
surance law of New Lork. 

That this Court, under Section 266 of 
the Judicial Code, has jurisdiction to en- 
tertain the application for a temporary 
injunction. 

That this court has jurisdiction under 
general equitable principles to entertain 
the application for a temporary injunc- 
tion. 

That this court has jurisdiction under 
general equitable principles to entertain 
an application for a temporary injunc- 
tion. 

That the threats of the New York De- 
partment warrant injunctive relief. 

That a state cannot arbitrarily or ca- 
priciously exclude a foreign corporation 
from doing business therein, or practice 
any discrimination against such corpora- 
tion. 

That the denial of relief to the Fire- 
men’s here will result in irreparable in- 
jury to New York insurance companies 
doing business in New Jersey under the 
retaliatory law of the latter state. 

That the motion of the Department to 
modify the temporary restraining order 
in accordance with its proposal should 
be denied. 

That the defendant is totally disquali- 
fied to pass upon the plaintiff's right to 
a license. 


Discussion of Section 16 


The Firemen’s contends that the New 
York law restricting investments applies 
only to domestic corporations and that 
the financial structure of the company is 
not such as to offend against the law 
even in the case of a domestic company. 
Quoting Section 16 of the New York 
insurance law which has to do with in- 
vestments the Firemen’s discusses its in- 
terpretation on the basis of this part of 
the law: 

“In the case of a stock insurance corporation, 
other than life, it may invest not more than 


50% of its surplus funds directly in the stocks 
of other insurance corporations. Such domestic 


(Continued on Page 36) 





ANOTHER SYLVANIA INCREASE 


Due to heavy oversubscriptions on the 
recently announced stock issue of the 
Sylvania Insurance Co. of the Corroon 
& Reynolds group it has been decided 
to fix the new capital at $1,500,000, con- 
sisting of 150,000 shares of the par value 
of $10 each with surplus and reserves 
funds in addition to this amount of about 
$3,000,000. It was at first planned to in- 
crease the capital of the company from 
$200,000 to $750,000 but the subscription 
demand assures the success of financing 
the néw program double in size. Notice 
of allotments will be mailed soon. Final 
payment has been postponed from May 
18 to June 1. 











on, 





May 18, 1928 
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MANAGER 


92 WILLIAM STREET 
NEW YORK CITY, N. Y. 


AMERICAN EQUITABLE ASSURANCE CO., OF NEW YORK 


December 31, 1927, Statement 





ASSETS LIABILITIES CAPITAL SURPLUS TO POLICYHOLDERS 


$6,000,569.04 $3,595,004.53 $1,000,000.00 $2,405,564.51 
KNICKERBOCKER INSURANCE CO., OF NEW YORK 


December 31, 1927, Statement 
$4,105,633.66 $2,179,211.12 $1,000,000.00 $1,926,422.54 


BROOKLYN FIRE INSURANCE CO. 


January 1, 1928, Statement 
$2,992,512.73 $1,392,512.73 $600,000.00 $1,600,000.00 


MERCHANTS AND MANUFACTURERS FIRE INSURANCE CO. 


NEWARK, N. J. 
(CHARTERED 1849) 











January 1, 1928, Statement 
$3,094,318.44 $1,594,318.44 $500,000.00 $1,500,000.00 


NEW YORK FIRE INSURANCE CO. 


(INCORPORATED 1832) 
December 31, 1927, Statement 


$1,190,662.31 $485,882.70 $200,000.00 $704,779.61 


*March 31, 1928, Capital Increased to $1,000,000 


REPUBLIC FIRE INSURANCE CO. 


PITTSBURGH, PA. 
(ORGANIZED 1871) 


Decetnber 31, 1927, Statement 
$1,681,927.72 $1,133,996.34 $300,000.00 $547,931.38 


* March 31, 1928, Capital Increased to $500,000 











TRINITY FIRE INSURANCE CO. OF DALLAS, TEXAS 
December 31, 1927, Statement 
$1,725,140.58 $245,704.08 $750,000.00 $1,479,436.50 





CLASSES WRITTEN 
Fire, Explosion, Riot, Civil Commotion, Tornado and Windstorm, Sprinkler Leakage, 
Use and Occupancy, Profits, Leasehold and General Merchandise Floaters 


SOUND—PROGRESSIVE—EQUITABLE 


These Are Our Keynotes 
We welcome and invite this class of agency representation. 








CORROON & REYNOLDS, Inc. 
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W. W. Ellis Talks To 
Connecticut Chamber 


LINKS INSURANCE AND BUSINESS 


Asks Protection for Institutions Pro- 
viding Fimancial Aid for Invested 
Capital 








W. Warren Ellis, assistant to the gen- 
cral manager of the National Board of 
Fire Underwriters, spoke yesterday in 
Hartford before the annual meeting of 
the Connecticut Chamber of Commerce 
on the “A, B, C’s of Business.” Other 
speakers on the same program were In- 
surance Commissioner Howard P. Dun- 
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ham, who presided, and George B. Rob- 
erts, of the National City Bank of New 
York. 

Mr. Ellis pointed out the relationship 
of all business from early times to the 
present and its dependence upon finan- 
cial protection for invested capital, illus- 
trating each step with blocks borrowed 
for the occasion from his small son. He 
showed that at the base of civilization 
were human wants and desires, efforts to 
improve living conditions, the spirit of 
pioneering and inventive instinct. When 
all these were covered by financial pro- 
tection for invested capital, there arose 
modern business, education, the arts and 
sciences and stability and progress. He 
concluded with the contention that should 
anything occur to remove financial pro- 
tection chaos would result. 

“Stability of enterprise and the ensu- 
ing development of natural resources 
might be considered monuments to busi- 
ness enterprise,” said Mr. Ellis. ‘The 
time was when business was looked 
down upon and the man in business was 
considered a trader and not admitted to 
the highest social circles, but business 
has proven itself. It has made all other 
kinds of development possible. It has 
made the world a better place to live in 
and life more worth while. It has in- 
creased the value of a human being to 
himself. If this be true, and we know 
it is, why remove the factors of stabil- 
ity and progress? 

“Our development, our opportunity for 
education, depend upon business, and 
business depends upon financial protec- 
tion for invested capital, represented by 
our banks and insurance companies. 
When these organizations are hampered 
and regulated by legislation which re- 
quires rates to be made contrary to the 
best interests of the business, and dis- 
proportionate taxes to be levied simply 
because the institutions are easy to tax, 
financial protection for invested capital, 
the very foundation of business, is 
shackeled. If we impair, or curtail, the 


system of protection that has been built 
up to safeguard invested capital, business 
in general will enherit the ill effects. 
“We have seen exactly this effect in 
another country, in this generation. For- 
tunately we in America know too well 


the value of the institutions we have 
fostered. We are all part and parcel of 
that progress. We are interested in the 
business of banking and insurance be- 
cause they are destined to meet an eco- 
nomic necessity and because we, or some 
ene in our family, may own stock in 
them. No longer in this country is there 
any wide gap between capital and labor. 
Ve have too many cxamples of the so- 
called laborer reaching the highest pin- 
nacles of busimess success. Let us pre- 
serve against the encroachment of care- 
less regulation or thoughtless hampering 
the institutions that provide financial 
protection for invested capital, knowing 
that along that path lies hope of con- 
tinued progress and success.” 





CONNECTICUT HAIL RATES 





Mutual Company to Write 1928 Business 
at $30 An Acre for $300 Coverage; 
Cash Discount 
The Connecticut Valley Mutual Hail 
Insurance Co. reports total assets as of 
March 31, 1928, of $159,765, with a sur- 
plus of $113,147 and a reserve for divi- 
dends payable during 1928 crop season of 
$46,618. In a letter to policy holders, 
President J. W. Alsop explains that a 
large portion of this reserve will never 
be taken advantage of by policyholders 
and on or about July 15 the balance of 
the reserve will be transferred to surplus 
increasing the latter to approximately 
$150,000. The company, the letter says, 
will be in position to pay all losses in 

full in 1928 season. 

Cost of doing business in 1927 was 
$1.95 per acre and income from the 
$148,936 in investments held was a little 
over twice the entire cost of operation. 
Directors have voted to do business in 
1928 at $30 per acre, for $300 coverage 
with a $2 discount rate for cash, payable 
as of March 1, 1929. Directors have 
voted to offer insurance only to 1927 
policyholders up to June 10, that from 
June 10 to June 20 insurance will be 
offered to all previous policyholders and 
after June 20, provided there remain 
available insurance within the quota, to 
the general public. Policies this year 
will include a clause providing that in 
cases where total losses are allowed the 
insurer must agree to destroy the crop 
within one week. 


Assured Held Liable 
For Earned Premium 


RETURNED COVER NOT WANTED 





Pennsylvania Court Holds Assured Must 
Return Policy in Thirty Days If 
He Does Not Want It 





A Pennsylvania court last week at Ti- 
tusville handed down a decision to the 
effect that a policyholder who returns 
his contract as not wanted after more 
than thirty days following the date upon 
which the policy went into force is legal- 
ly liable to the insurance company for 
the amount of the earned premium. The 
opinion was given by Judge O. Clare 
Kent in a suit in which Harry K. Flan- 
ders, a Titusville insurance agent, sued 
Henry Wuesthoff, former principal of 
the Spartansburg vocational school. 

The opinion given by Judge Kent is on 
an appeal taken bv the defendant from 
the judgment of Peter B. Tarr, Titus- 
ville alderman, in March, 1926, and the 
question submitted for determination of 
the court was: 

“Whether, under the facts as stated, 
the defendant, by reason of his failure to 
promptly return the said policy within 
a period of thirty days allowed plaintiff 
for remittance to the said company lia- 
ble to the plaintiff for the earned pre- 
mium.” 

Policy Held for Eighty-Two Days 


The claim of Mr. Flanders was that 
in May, 1925, the defendant, Mr. Wuest- 
hoff, procured from him a liability and 
property damage insurance policy upon 
his automobile, said policy to extend for 
a period of one year. Mr. Flanders, un- 
der custom of practice in office, renewed 
the policy at the expiration of the year 
and mailed a new policy to the defend- 
ant together with a bill for the premium. 
On August 3, 1926, or eighty-two days 
after the date of the policy, the defend- 
ant returned the policy to Mr. Flanders 
stating that he had sold his automobile. 

The defendant declined to pay for the 
policy and Mr. Flanders brought action 
to recover the amount of the earned pre- 
mium of the renewal policy. It was 
shown to the court that it is the custom 
of all insurance offices, unless notified of 
cancellation, to issue renewal policies at 


the expiration of the limit of insurance 
and either mail or personally deliver 
such renewals to the holder, and that un- 
less the premium is paid or the policy re- 
turned within thirty days to consider the 
contract binding for another year. 

Judge Kent, after reviewing the case at 
length in his opinion finds for the plain- 
tiff and against the defendant, concluding 
with the following: 


Agent Was Courteous 


“It appearing that the plaintiff did all 
that he could with the insurance com- 
pany relative to securing a return of the 
premium paid, by reporting a cancella- 
tion of the said policy and securing a 
refund there on which was credited to 
the amount due from sale plaintiff, we 
conclude that plaintiff has fulfilled all 
his legal duties and requirements rela- 
tive to this transaction, and that the de- 
fendant is morally and legally indebted 
to the said plaintiff for the amount of 
the earned premium upon the said re- 
newal policy, viz., $10.80.” 





BLUMENREITER SAILS 


G. A. Blumenreiter, secretary of thc 
Home, in charge of its business develop- 


ment department, sailed Wednesday, 
May 16, on a European trip. He was 
accompanied by Mrs. Blumenreiter. 


Their six weeks itinerary will include 
Germany, Switzerland and a flight to 
Rome by aeroplane. This is Mr. Blu- 


‘menreiter’s first visit to Germany in 


twenty-six years. A bon voyage dinner 
was given Mr. Blumenreiter on Monday 
evening by members of his department 
and office associates. He was presented 


with a beautiful traveling bag by officers 


of the company. 





VERMONT AGENTS’ MEETING 


The semi-annual meeting of the Ver- 
mont Association of Insurance Agents 
will be held today, May 18, at the Hotel 
Newport at Newport, Vt. Acting Mayor 
Bradley of Newport will talk, also 
President George M. Clay of the asso- 
ciation; Edwin J. Cole of Fall River, 
and James W. Cook of Providence, 
R. L., chairman of the New England Ad- 
visory Board. Mr. Cole speaks on non- 
recording agents and other agency 
problems. 











175 West Jackson Blvd. 
Chicago 





Hritish Dominions 
Insurance Company Zimited 


149 William Street 


Underwriting Service Throughout The United States 
WESTERN DEPARTMENT 





of Dondor, England 


It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 
It believes in the local agent and considers him the bulwark of the business. 


And it practices what it believes in. 


FRED S. JAMES & CO. 


United States Managers 


PACIFIC COAST DEPARTMENT 























Star 


New York, N. Y. 








108 Sansome Street 
San Francisco 
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S, R. Howard Made Head 
Of N. J. Special Agents 


WITH N. B. & M. FOR 15 YEARS 
Other Officers Are Paul Thompson, 
Vice-President; E. F. Warren, 
Sec.; Frank G. Voorhies, Treas. 





At the annual meeting of the New 
Jersey Special Agents’ Association held 
on Monday evening at the Elks’ Club in 
Newark, N. J., S. R. Howard was elected 
president. Other officers follow: Vice- 
P resident, Paul Thompson, special agent, 
Hanover Fire; secretary, Ernest F. War- 
ren, special agent, Springfield Fire & 
Marine; treasurer, Frank G, Voorhies, 
special ‘agent, Fireman’s Fund. 

The new president has been connected 
with the North British & Mercantile for 
more than fifteen years, first serving in 
the home office and then in field work. 
He has been special agent in New Jer- 
sey, headquarters Newark, for more than 
three years. 

he C. Dixon, special agent for the 

& L. & G, had been nominated for 
be presidency, but declined the honor 
because of the illness of his wife. 

The executive committee is composed 
of Roy Gladden, chairman; John F. 
Leuhs, W. B. Holmes, C. Woodcock and 
k. F. Moore. Entertainment committee 
is made up of O. W. Day, Lee Swift and 
Ralph Hartshorne. 


Tenth Anniversary Next Year 


Plans are under way for the tenth an- 
niversary of the organization which will 
take place in May, 1929. Gilbert E. 
Stecher, special agent for the Commer- 
cial Union, was made chairman of a spe- 
cial committee to arrange for the cele- 
bration. He will be assisted by Fred H. 
Ackerman, W. V. A. Keeler, J. U. Dixon 
and Charles H. Ebbetts. Invitations will 
be sent to the South Jersey Field Club, 
Harrisburg Field Club and the Philadel- 
phia Field Club. ‘ 

On Monday, June 11, the association 
will hold an outing at the Northern New 
Jersey Country Club, Preakness, N. J. 
There will be athletic events, the win- 
ners to receive prizes. 





UNIVERSAL FOREIGN AGENTS 

The Universal, which is controlled by 
Talbot, Bird & Co., marine underwriters 
in New York, has appointed several fire 
agents in foreign countries. 

In India the Universal has appointed 
Brijlal Bilasrai & Cox,and Lainath & Co. 
The two partners of Brijlal Bilasrai & 
Co. are well known in Bombay, acting 
as cotton brokers, general merchants and 
managers of the Broach Fine Counts 
Mill. A, Kooyman’s China insurance of- 
fice at Shanghai will represent the Uni- 
versal for the entire Chinese Republic 
and the Colony of Hong Kong. In 
France, Eeckman & Tettelin have been 
given the Department Du Nord. In Hol- 
land, Knight & Co. have Rotterdam and 
districts. J. D. Jn Eijken Sluijters, Jr., 
Amsterdam and districts. 





FREDERICK C. SMITH DEAD 

Frederick C. Smith, president of the 
Jackson-Smith Agency, Inc, of New 
York and also president of the Fred- 
erick C. Smith Co., which does an in- 
surance and real estate business at 
Ridgewood; N. J., died Sunday evening 
at Atlantic City of a heart attack. He 
was fifty-three years old and leaves a 
wife and two children. Mr. Smith had 
been in insurance for more than thirty 
years. For several months he had been 
ill with heart trouble. 





ST. LOUIS SUIT ENDS 

The suit filed in the St. Louis Circuit 
Court on August 6, 1925, by Charles B. 
Norris, a local agent, asking for the dis- 
solution of the Fire Underwriters Asso- 
ciation of St. Louis, Mo., on the charge 
that it was a trust and " endeavoring to 
create a monopoly for its members, has 
been dismissed by the plaintiff it has 
been learned, 








Mail. 








NATIONAL LIBERTY INSURANCE 
COMPANY OF AMERICA 


HOME OFFICE: 709-6th AVE. 
NEW YORK CiTY 
SUMMARY OF 69TH ANNUAL STATEMENT 
Jan. 1st 1928 


it cc Sarah daeal $ 9,637,599.00 
RESERVE OF ALL OTHER 


a gos 5-6 6s ose wea $ 1,458,105.00 
a ATE $14,689,493.00 
Bo a ks Ee Pe ee ee $27,785,198.00 
SURPLUS TO POLICYHOLDERS....... $16,689,493.00 


Fire, Automobile, Windstorm, Tornado, 


Value, Use and Occupancy, Tourist Baggage, Explosion, Property Damaged 
by Aircraft, Riot and Civil Commotion, Inland Marine, Parcel Post, Registered 


2,000,000.00 





Sprinkler Leakage, Rent and Rental 




















Sussex Fire Latest 
Company In New Jersey 


$2,000,000 SURPLUS REPORTED 





It Will Not Be a Lippman & Lowy Out- 
fit, But That Newark Firm is 
Among Stockholders 





Papers of incorporation have been 
filed in New Jersey for the Sussex Fire 
Insurance Co., which makes the eighth 
new company to enter the insurance 
field in New Jersey. 

The new company will have a capital 
of $500,000 and a surplus of $2,000,000 and 
will do a general fire insurance business. 
It will have its home office in the new 
building of Lippman & Lowy, who are 
general agents for the Essex Fire, Ajax 
Fire and the Essex Fidelity & Plate 
Glass, but will not be under their direc- 
tion. The building is now being con- 
structed at 998 Broad street, Newark. 

The incorporators include Harry P. 
Lowy, George Weedeman, H. S, Pruder, 
Richard E. Kohn, A. H. Pruder, Nathan 
Erlich, Herman A. Fenning, Maurice 
Strauss, J. Paul Neuwirth and E. F. 
Jarry. 

Papers incorporating the new company 
were filed in Delaware several weeks ago 
but owing to certain taxation to which 
the incorporators objected the papers 
were withdrawn and the company was 
made a New Jersey corporation. 

The officers and board of directors will 
be elected at a special meeting which 
will be held at 44 Clinton street before 
the end of this month. It was stated 
at the office of Lippman & Lowy that a 
prominent underwriter would be appoint- 


ed for the new company before the end 
of the month. 








115 Broad Street 





REINSURANCE | 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
o 


America 


THE FIRE REASSURANCE COMPANY 


of New York 


AMERICAN RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


—————— 
JAMES B. HAMILTON DEAD 


Examiner Of Great American Was On 
His Way To See A Fire 
Extinguisher Test 
James B. Hamilton, an examiner of 
the Great American, was knocked down 
and killed on Friday of last week after 
leaving the tube in which he had made 
the trip to Newark. Hamilton and C. C. 
Dominge of the Great American had 
been invited to a Lux fire extinguisher 
test and at the last minute Dominge 

could not go. 

At 11 o’clock Hamilton left the Great 
American office and shortly after 1 
o'clock news of his death was received 
by his former associates. 





NEW STATE JERSEY EXAMINER 


As a result of a recent civil service 
examination, Ernest A. Wye of Asbury 
Fark, N. J., has been appointed senior 
insurance examiner of the New Jersey 
Department of Banking and Insurance. 
In addition to having extensive experi- 
ence in accountancy, Mr. Wye is a 
graduate of Harvard, having the degrees 
of A. B. and A, M. in finance and eco- 
nomics. 





SELLING ACCOUNTING FORMS 

The National Association of Insur- 
ance Agents has now placed upon the 
market through various business service 
companies the different forms endorsed 
by the Association’s better business 
methods committee. Prices may be ob- 
tained from the headquarters of the Na- 
tional Association in New York. 


BOSTON AGENCY CHANGES 

Edmund Billings has retired as vice- 
president of John Paulding Meade & Co. 
of Boston and joined Field & Cowles, 
also of Boston. He has been active in 
public life for many years and has been 
in fire insurance since 1921. 











Hartford, Conn. 























Organize Inspection 
Bureau of the E. U. A. 


WILL COMBINE FOUR BUREAUS 





Governing Committee Formed With G. 
E. Beardsley Chairman; H. Belden Sly 
Manager; Assistants Named 





The Eastern Underwriters’ Inspection 
Bureau was formally organized last 
week, to begin operations on June 1, by 
companies belonging to the Eastern Un- 
derwriters Association. The Bureau will 
succeed four other inspection bureaus 
maintained by the companies including 
the following: New England Bureau of 
United Inspection, Underwriters’ Bureau 
of New England, Underwriters’ Bureau 
of the Middle and Southern States and 
the Underwriters’ Electrical Bureau. The 
first two bureaus have headquarters in 
Boston and the latter two in New York. 

H. Belden Sly will act as head man- 
ager of the E. U. I. A. and M. F. Jones 
and Gorham Dana, who have been man- 
agers of the two Boston bureaus, will 
jointly manage the Boston division, and 
Louis Harding, manager of the two New 
York bureaus, will continue as manager 
of the division here. 

The new governing committee of the 
Inspection Bureau will consist of the 


following: Guy E. Beardsley, Aetna; J. 
W. Cochran, Fire Association; Charles 
C. Hannah, Fireman’s Fund: Cc. WN 


Pierce, America Fore Companies; 
O. Platt, Insurance Company of North 
America; O. E. Schaefer, Westchester, 
and James Wyper, Hartford Fire. Mr. 
Beardsley has been elected chairman of 
this committee. 

Fire insurance interests associated with 
the E. U. A. are much pleased with the 
creation of the Eastern Underwriters’ 
Inspection Bureau, which will promote 
efficiency and economy in the inspection 
of risks. Heretofore the work of the 
four bureaus has overlapped to some ex- 
tent, due to their formation years ago by 
various groups of companies. With these 
bureaus now all under one general man- 
agement and their facilities co-ordinated, 
it is expected that the companies will 
be able to render as efficient service as 
heretofore at a saving in expenses. Thus 
the E. U. A. has in another instance jus- 
tified its creation as a medium for the 
reduction of fire insurance operating 
costs. Si nies 


John 





ACCEPT PHILADELPHIA SCALE 


The agency agreement of the Eastern 
Underwriters’ Association governing the 
four counties constituting the Philadel- 
phia suburban territory has been accept- 
ed as to policy writing agents by the 
Philadelphia Suburban Underwriters’ As- 
sociation. A 5% differential below the 
scale of full commissions remains to be 
adjusted and signed as to the non-pol- 
icy writing agents in the territory. The 
agreement provides for 20, 25 and 30% 
commissions and 714% contingent, com- 
puted on the basis of earned premiums. 
Farm buildings and dwellings are raised 
in the new agreement to the 25% grade. 





SEDANS FLOAT IN WATER 


During a severe storm on Lake Michi- 
gan, 42 Essex sedans and coaches on the 
steamer “Sultana” were swept over- 
board. Instead of sinking, however, the 
cars floated on the raging waves until 
they were lost to sight. As all were 
closed cars, it is probable that the air 
inside was enough to buoy the cars up 
until the windows were broken. Their 
floating was of no interest to the in- 
surer, as they were never found and the 
loss was paid. 





BREWSTER GETS NEW YORK 


W. H. Brewster & Co., an old estab- 
lished Boston general agency, has added 
the New York Fire, a Corroon & Reyn- 
olds company, to the list of organiza- 
tions it represents. The Brewster agen- 
cy, established in 1872, is under the 


management of Augustus’ B. Holt. 
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Why South Carolina 
Opposes Bank Agencies 


DETRIMENTAL TO INSURANCE 





Commissioner King Says He Will Be 
Guided by Conference Agreement of 
National Board and Agents 


Sam B. King, insurance commissioner 
of South Carolina, in his recent ruling 
on bank agencies, says that such agen- 
cies are not in keeping with the best in- 
surance methods and that henceforth un- 
less it can be shown that community 
conditions do not afford adequate serv- 
ice to the public through full time agen- 
cies, banks will not be licensed as in- 
surance agents. All new agencies also 
must be wholly clear from either the 
use or the suggestion of improper in- 
surance influences. 

Explaining his position that it is un- 
desirable for banks to be licensed as 
agents, Commissioner King said in his 
ruling: 

“T have become thoroughly satisfied 
that agencies operated, either directly or 
indirectly, in connection with banking 
interests are not in keeping with the 
best insurance methods, and that the 
necessary tendency of such agencies is 
to create conditions of favor or advan- 
tage over other agencies. 

“The public policy of this State, as de- 
clared by legislative enactment, is ex- 
pressed in Section 4108, Code of 1922, 
which expressly provides that neither in- 
surance companies nor insurance agents 
shall be permitted ‘to pay, allow or give, 
or offer to pay, allow or give, directly 
or indirectly, as inducements to insur- 
ance, any rebate—or any special favor 
or advantage, or any valuable considera- 
tion or inducement whatever, not speci- 
fied in a contract of insurance.’ 

Must Consider Business Methods 

“The undesirable features of bank 
agencies, as considered from this stand- 
point, are too evident to be ignored. The 
duty is imposed upon the insurance com- 
missioner to determine whether the ap- 
plicant for agency license is a fit and 
proper person. This means insurance 
fitness—qualification for the proper han- 
dling of insurance business to serve the 
public interests. The question of fitness 
becomes, therefore, in my opinion, an 
insurance problem, which must be solved 
from a practical insurance standpoint. In 
order to carry out the policy of the in- 
surance department for the development 
of better professional standards in the 
handling of the insurance business, the 
qualification requirements for the issu- 
ance of new agency licenses must cover 
not only moral character, but business 
methods. 

“In my consideration of this subject— 
the first major question that came be- 
fore me when I took office—I have been 
impressed especially with two things. 
First, the letter written November 11, 
1927, by a certain banker. 
conference agreement, generally known 
as the Milwaukee agreement, which was 
accepted by the executive committee of 
the National Board of Fire Underwriters 
April 29, 1926 

“The letter of the banker, answering 
inquiries concerning the proposed estab- 
lishment of a bank agency by the bank, 
contains the following statement: 

“We think, however, we should say 
it was not contemplated by the bank to 
open an insurance department in compe- 
tition with you gentlemen. We have 
merely felt that it was our duty to our 
shareholders to consummate an arrange- 





Second, the . 


ment whereby the bank would conserve 
the premiums they have been paying on 
fire insurance, particularly as most of 
our risks are of a preferred class.’ 
Guided by Conference Agreement 


“The Milwaukee agreement, entered 
into between the National Board of Fire 
Underwriters and the National Associa- 
tion of Insurance Agents, has, within the 
past two years, been recognized and ac- 
cepted by many of the fire insurance 
companies. “This contains the provision: 

“Tt is detrimental to the best inter- 
ests of the insurance business and all 
connected therewith to further extend 
company representation by financial in- 
stitutions or individuals connected there- 
with who are in a position to influence 
premiums by exerting the power of cred- 
it; or when the earnings of the insurance 
department or individuals accrue directly 
or indirectly to such institutions. In ap- 
plying this principle consideration shall 
be given to population, locality and 
whether competent established agencies, 
unattached to financial institutions, are 
supplying the insurance needs of the 
community.’ 

“In order to inform applicants for 
agency licenses of the qualification re- 
quirements that they will be expected 
to meet, I have deemed it advisable to 
make a "general ruling on the subject of 
bank agencies, having in mind the best 
service of the public interests. The pres- 
ent ruling is made without prejudice to 
established agencies. All applicants for 
new agencies will, however, be required 
to bring themselves under the terms of 
the general ruling. The following fun- 
damental principles will govern the li- 
censing of new agencies: 

“1, The insurance business must be 
a business of itself and for itself. It 
cannot be a side line to other business 
interests, unless a satisfactory showing 
is made that the community conditions 
do not afford adequate service to the 
public through full time agencies. 

“2 The environments and associations 
of the agency must be free from con- 
nections of either direct or indirect profit 
sharing, except as provided in the stat- 
utes, and from all other conditions of 
favor, advantage or inducement exerted 
through the influence of financial lev- 


“3. The agency must have its own of- 
fice and stand on its own bottom. It 
should be wholly clear from either the 
use of or the suggestion of improper 
insurance influences.” 





JOS. M. BYRNE CO. CHANGES 

The Jos. M. Byrne Co., well known 
insurance agency of Newark, N. J., has 
made the following changes in the ex- 
ecutive officers of the company: Arthur 
J. Hardt, former secretary, has been 
elected vice-president; Stephen P. Ratch- 
for has been elected a director and sec- 
retary; Frank L. Pew has been appoint- 
ed assistant secretary, and William C. 
Bock has been appointed assistant treas- 
urer. Jos. M. Byrne, Jr., and William S. 
Naulty continue as president and vice- 
president, respectively. 





TRANS-CANADA WRITING 


The Trans-Canada Insurance Co. of 
Montreal has started writing fire insur- 
ance and allied lines throughout the Do- 
minion under the management of P. J. 
Perrin who was vice-president of the 
Mount Royal. Mr. Perrin is also general 
agent in Canada for the Fonciere Fire 
of Paris and chief agent in Canada for 
the Milwaukee Mechanics. 


Texas Acts To Bar 
Pennsylvania Co’s. 


REFUSES RENEWAL LICENSES 





Five Fire and One Life Company Ef- 
fected Because Taggart Won’t 
License Trinity Fire 





Five fire insurance companies and one 
life company, all domiciled in Pennsyl- 
vania, have had renewals of their licenses 
to write in Texas refused because of the 
prior refusal of Commissioner M. H. 
Taggart of Pennsylvania to license in 
that state the Trinity Fire of Dallas, 
represented in the East by Corroon & 
Reynolds. The five fire companies are 
the Mechanics and the Girard Fire & 
Marine of Philadelphia, the National- 
Ben Franklin and the Superior Fire of 
Pittsburgh, all members of the Firemen’s 
of Newark group, and the Reliance Life 
of Pittsburgh. 

R. B. Cousins, Jr., chairman of the 
Texas Insurance Commission, in an- 
nouncing that he would invoke retalia- 
tion upon Pennsylvania said that there 
are quite a number of other Pennsylva- 
nia companies doing business in Texas 
and that he would not issue any more 
licenses to these companies until Com- 
missioner Taggart settles the difficulty. 

In response to this Commissioner Tag- 
gart wrote the following to Mr. Cousins: 

“It seems that there is a disposition 
to annoy companies admitted to your 
State simply because the State of Penn- 
sylvania sees fit not to interfere with 
your companies now functioning in 
Pennsylvania but to satisfy itself as to 
whether or not additional companies 
should be admitted. 

“If you want to retaliate against those 
companies of Pennsylvania which may 
seek to come into your state, in exchange 
for what Pennsylvania believes to be its 

right to examine into those companies of 
your state desiring to come into Penn- 
sylvania, I am not going to quarrel with 
you. However much I may disagree with 
your reason, I gather from the trend of 
your letter that you are not concerned 
about the service of insurance to the 
State of Texas, but that you are con- 
cerned in engineering the admission of 
lexas companies into the State of Penn- 
sylvania.” 





RECIPROCAL PASSES 


A receiver has been appointed for the 
United Fire Insurance Company, an ex- 
change operating in Oklahoma. It is al- 
leged by the petitioner for receivership 
that the concern was unable to maintain 
a $50,000 deposit with the insurance 
beard, as required by law. 











THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
34 Pine St., 
New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 








C. W. ELWELL GENERAL AGENT 





Goes With Fireman’s Fund at Boston in 
Charge of New Jersey and 
Pennsylvania Business 

Manager Charles C. Hannah of the 
Eastern department of the Fireman's 
Fund has appointed, effective June 1, 
Clinton W. Elwell, as general agent at 
the Boston office, in charge of the New 
Jersey and Pennsylvania fire business of 
the Fireman’s Fund group of companies. 
Born at Exeter, New Hampshire, in 
1889, the son of a former insurance com- 
missioner of New Hampshire, Mr. Elwell 
received his education at Phillips Exeter 
Academy, Dartmouth and Harvard 
School of Business Administration, fol- 
lowing which he entered the insurance 
business with the well-known Boston of- 
fice of Field & Cowles. 

Later Mr. Elwell established a general 
agency for New Hampshire for the Com- 
mercial Union, following which he be- 
came special agent for the same com- 
pany for Maine and New Hampshire, 
subsequently being transferred to the 
Southern New England field. For the 
last three years he has been in charge of 
the service office and field operations 
for the Springfield Fire & Marine for 
Eastern Massachusetts and Rhode 
Island, with headquarters at Boston. He 
was for four years a member of the 
executive committee of the New England 
Insurance Exchange, serving one year as 
chairman and, in addition to his other 
activities, has for sometime conducted 
the insurance course at Boston Univer- 
sity. 





POSTMEN TO REPORT FIRES 


In accordance with an annual practice, 
rural and star route mail carriers have 
been asked to co-operate with state au- 
thorities in immediately reporting all 
forest fires along their routes. 





Franklin W. Fort 








Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 





(New Jersey) 
(Denmark) 


Thomas B. Donaldson 








GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 
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MANAGERS 


INSURANCE CO. le 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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Agricultural 75 Years Old; 
Career Of Steady Expansion 





Up-State New York Company Issues Handsome 
Book Reviewing Growth Since 1853; Interest- 
ing Early History; Presidents Since 
Beginning 


The Agricultural Insurance Co. of 
Watertown, N. Y., has just issued a 
handsomely prepared fifty page book 
commemorating its seventy-fifth anni- 
versary. Well illustrated with pictures 
of the past and present the anniversary 
book reviews in an interesting style the 
long and distinguished history of the 
company. Interwoven with it is the 
story of the development and expansion 
of the northern part of New York State 
where the company was started Febru- 
ary, 1853, as a mutual fire insurance com- 
pany to furnish cheap protecticn to the 
farming element. 

More than half of the company’s an- 
niversary number is devoted to a straight 
history in narrative form of the Agricul- 
tural. There are illustrations of the early 
and present home offices of the company 
and of the past presidents and other ex- 
ecutive officers. A copy of a policy is- 
sued in the first year of the company’s 
underwriting is reproduced and also cop- 
ies of oldtime posters advertising the fi- 
uancial strength of the Agricultural. The 
latter section of the book is given over 
to brief summaries of the financial 
growth of the compnay, and names of 
presidents, vice-presidents, secretaries, 
treasurers and other officers, directors, 
general agents, city managers, fieldmen 
and agencies which have represented the 
\gricultural for twenty-five years or 
more. 

Born at Evans Mills 

Evans Mills, a village ten miles from 
Watertown, is the birthplace of the Ag- 
ricultural. There were 5,500 farms in 
Jefferson County at the time. The first 
general agent of the company, Earl B. 
Fowler, was largely instrumental in the 
collection of $100,000 in premium notes 
based upon insurance applied for, which 
was necessary to meet the requirements 
fora charter. The idea of forming a new 
fire insurance company grew, it is_be- 
lieved, in opposition to the prevailing 
rates charged by stock companies. 

Quoting from the anniversary book: 

“Losses came in due time and ques- 
tions of liability and measure of damage 
seem to have been then, as now, coinci- 
dent. We learn from the minutes of 
January 9, 1854, that General Agent 
Fowler was authorized to pay J. B. Ty- 
ler $5 for loss sustained by fire and ‘If 
that is unsatisfactory, the general agent 
to choose one person and said Tyler one 
Person to ascertain and certify to said.’ 
Another resolution, of a later date, 
teads: ‘The general agent is authorized 
to refer the matter of the loss of L 
ot |[—— to three disinterested parties 
(the loss is $1,500 on wool) said to have 


been burned, but by many believed not 
to be. 





“And still later the directors were with 
difficulty but nevertheless completely 
convinced that they were liable for the 
loss of barns occasioned by the owner’s 
very successful attempt to burn with 
kerosene the nests which wasps had built 
in the eaves. 

“At the first annual meeting of the 
Company the formality of an annual 
statement seems to have been omitted, 
ut at the second anniversary, in Janu- 
ary, 1855, the secretary reported assets, 
excluding premium notes, of $5,387.09; 
that the incurred losses were $14.00; that 


the expenses had been $688.26 and that 
there were 1,324 policies in force. 
Office Moved to Watertown 
“In 1855 the legislature of the state 
permitted the transfer of the company’s 
home office to Watertown, N. Y., and 
Dr. Isaac Munson, whose official connec- 
tion with the company continued until 
his death in 1886, was elected secretary 





PERCY H. WILLMOTT 


and accepted the office under the follow- 
ing resolution: ‘Resolved: That the 
secretary of this company shall furnish 
office rent, wood, lights, etc., free of all 
charges except the fifty cents allowed 
him on each policy, and that he shall not 
be allowed to issue policies upon appli- 
cations unless such applications are 
taken by some regularly appointed agent 
who has given bail, or by a director of 
the company.’ It was not until 1861 that 
the secretary was voted a regular salary, 
which then amounted to $1,000, and that 
the company took over the heavy burden 
of furnishing coal oil and stove wood. 

“The building in which the company 
was housed at Evans Mills is still stand- 
ing. It was in the ball room, now called 
an opera house, that the public meeting 
was held at which the Watertown con- 
tingent, in silk tiles and stocks, outvoted 
the other faction and determined the 
transfer to Watertown. The meeting 
was a spirited one and memories of it 
still linger in the minds of the older in- 
habitants, not altogether free from bit- 
terness that the village could not have 
been allowed to witness and share in the 
company’s growth. 

“Dr. Munson used gleefully to tell of 
a visit made him in his new quarters in 
Watertown by the local agent of the 
Aetna of Hartford who pranced about 
the deal table upon which were a little 
package of stationery, a bottle of ink and 
a few quill pens, demanding to know if 


that was an insurance company. How 
limited the appointments must have been 
may be guessed from the fact that in 
January, 1865, it was thought necessary 
to direct that the secretary keep ‘a cash 
drawer in the safe where all the money 
of the company shall be kept while in 
the office and that the cash account be 
balanced once a week.’ During the pre- 
vious year he had been authorized to 
procure a copy press and book and to 
keep a copy of all important correspond- 
ence. 
Early Advertising 

“Advertising had not then, at least in 
rural New York, achieved the distinction 
of being quite the problem it now is. The 
directors authorized the publication of 
the statement only in the paper having 
the largest circulation in the county and 
then only if it were done gratuitously. 
However, the poison spread. ‘Hand-bills 
for advertising this company, got up in 
a cheap, plain and simple manner’ are 
soon authorized and in a few years we 
find the board buying five thousand blot- 
ters for distribution and eventually ap- 
propriating $175 for half the cost of a 
foot-power printing press to be owned 
jointly with the Watertown Fire Insur- 
ance Company. The press was assidu- 
ously run by the then vice-president. 

“In 1863, the Agricultural secured a 
charter as a stock company and began 
to broaden the theatre of its operations. 
It was at this time in possession of as- 
sets of about $45,000, and $50,000 of cash 
capital was paid in. The mutual policy- 
holders had the option to subscribe for 
the stock, but only seventy-five of them 
availed themselves. Some of them mort- 
gaged their farms to pay for the extra 
shares which were to be placed when 
the policyholders’ options had expired. 
Later, when under the lax administration 
of the laws, the company increased its 
capital to $100,000, took stockholders’ 
notes for the increase and paid 30% divi- 
dends, the agents of the company must 
needs drive rapidly by the gates of the 
enraged farmers who claimed to have 
been ‘frozen out.’ 

Growth Under Dr. Stevens 

“Dr. Henry M. Stevens became the 
controlling influence in the company’s 
affairs in 1874 and continued the man- 
agement almost until his death in 1897. 
It was during this period that the com- 
pany tripled in size and took rank among 
the first forty or fifty companies of the 
country. In so far as any institution 
can be said to owe its growth to a single 
officer, this company to that extent 
owed its increased stature to him. His 
first years of active management were 
devoted to two special tasks. The sys- 
tematizing of the company’s growing af- 
fairs by the elaboration of classifications, 
the introduction of modern office meth- 
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ods and the closer control of agents were 
not so difficult. But it was a labor of 
years to bring his board to appreciate 
the value of co-operation with tariff as- 
sociations and to convince it that other 
managers were better employing their 
time than in devoting it exclusively to 
the task of separating the Agricultural 
from its clientele. Once these prepara- 
tions had been made, the company was 
equipped to broaden its horizon, and we 
find it extending East, South and West 
until it operates now in nearly all states 
and territories. 

“But Dr. Stevens’ personal traits were 
his most important contribution to the 
company. His tenderness of heart, his 
generosity even beyond the bounds of 
thrift, his buoyant optimism, his sym- 
pathy with both the sad and the glad 
things of life, won to the company a 
corps of most loyal, zealous and af- 
fectionate servants—its most indispen- 
sable asset. 

“It was in the panic year of 1893 the 
company commenced to drop farm busi- 
ness and take on general classes instead. 
For several years the volume of pre- 
miums and the assets and surplus of the 
company shrank, but by 1903, when the 
company celebrated its fiftieth anniver- 
sary, the transformation was complete 
and the occasion was celebrated ‘with 
some feeling of satisfaction and maybe 
pride. The affairs of the company were 
on the upgrade when in 1904 occurred 
the Baltimore conflagration, with a re- 
sulting loss of $213,000. Here was a 
prompt reminder of the admonition of 
the founders of the company against 
liability in large cities. However, the 
loss was promptly paid and by the end 








. J. PRIOR, President 


ae eee 


INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 




















Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 


a 








Page 36 













ft Fg 











THE EASTERN 
_UNDERWRITER 2 


Rarbectrenginb oo \ 





+—= 








‘-< e--—- 


Sacee 














May 18, 192 





—. 





of the same year it was overcome and a 
little bit added to surplus besides. Such 
recuperative power gave the management 
considerable confidence, but soon the San 
Francisco earthquake-conflagration was 
to test them more severely, bringing de- 
pression of spirit for a time. 

“But nothing daunted, the manage- 
ment pressed forward to repair the dam- 
age caused by the San Francisco loss in 
1906 of $857,856. The company’s surplus 
as published to the public at the begin- 
ning of the year was $857,262. It ap- 
peared, therefore, that the entire surplus 
was wiped out. There was in reserve, 
however, a fund of about $225,000, which 
had been gradually accumulated by rea- 
son of reinsurance premiums not taken 
credit for and so the company was able 
to announce to the agents and the pub- 
lic that its capital was not impaired. At 
no time was there any evidence of lack 
cf confidence in the company’s ability to 
carry on. The stockholders were not as- 
sessed, and, in fact, were paid their 
regular dividends without intermission. 
By the end of the year the company was 
able to report a net surplus of $378,000. 
Due in part to the reputation it gained 
for fair treatment of claimants in San 
Francisco it marched steadily forward 
from that time in point of assets and 
surplus, though it was not for ten years 
that any marked increase in the volume 
of business is noted.” 

Capital Increases 

The financial history of the Agricul- 
tural shows $50,000 of capital paid in in 
1863, a similar amount paid in 1865 and 
$500,000 added in 1927. This totai of 
$600,000 paid in capital has been in- 
creased at various times by stock divi- 
dends of $1,400,000 altogether, the latest 
being $500,000 transferred from surplus 
in 1927. Since organization the company 
has received premiums of $99,492,368, 
paid losses of $49,829,308 and paid cash 
dividends since organization — totalling 
$4,045,000. 


Following are some of the interesting . 


dates in the history of the Agricultural: 
Organization 
February, 1853, chartered as a Mutual 


Company. 
January, Stock 
Company. 


1863, chartered as a 
Expansion 

1853-55—Operated in Jefferson County, 
N. Y., only. 

1855—First crossed county lines and en- 
tered Lewis, St. Lawrence and Oswego 
Counties. 

1870—First crossed state lines and en- 
tered Canada. 

1928—Now operates in forty-nine states 
and territories; also Canada and Mexico, 

Classes of Risks Written 

1853-1862—Exclusively farms. 

1862-1872—Farms and dwellings on out- 
skirts of villages. 

1872-1893—Farms, village 
property with mild hazards. 

1893—General Fire business and Tor- 
nado. 

1916—Ocean and Inland Marine, Motor 
Vehicle, War, Riot, Explosion, Sprinkler 
Leakage, Parcel Post. 

1923—Farthquake. 
Buildings 


and city 


1862—-Purchased site for an_ office 
building. (Cost $2,500.) 

1867—Built first office building. (Cost 
$11,494.68.) 

1873—-Built second office _ building. 


(Cost: Lot, $10,000; building, $50,000.) 
1892—Purchased third office building. 
(Cost $20,949.02.) 
1920—Purchased adjoining lot. 
$60,000.) 
1923-24—-Built present office building. 
(Cost: old and new lots, $110,000; build- 
ing, $390,000; equipment, $50,000, Total, 
$550,000.) 
Table Showing Assets, Liabilities and 
Surplus at Intervals of Ten Years 
Surplus to 


(Cost 


Policy- 

Dec. 31 Assets holders 
ee ae $ 100000. ¢:..42°. 
Re 145,572 121,847 
Pn ac raeneoes 688,588 379,059 


are 1,543,868 572,393 

ERE: 2,389,629 865,796 

oo, OE 2,566,249 1,117,000 

oe eee 4,209,131 1,980,005 

ELE SS 8,036,902 3,081,662 

1927 (Syears... 13,542,407 5,564,064 
Presidents 


Alden Adams, February 25, 1853, to 
January &, 1855. Resigned. 

John C. Cooper, January 8, 1855, to 
January 26,1877. Died in office. 

John A. Sherman, March 31, 1877, to 
March 25, 1882. Died in office. 

Isaac Munson, April 21, 1882, to March 
8, 1886. Died in office. 

J. R. Stebbins, May 8, 1886, to April 
25, 1898. Died in office. ~* 

A. H. Sawyer, May 28, 1898, to Novem- 
ber 1, 1904. Died in office. 

W. H. Stevens, November 29, 1904, to 
May 10, 1924. Died in office. 

P. H. Willmott, May 14, 1924. 
office. 

A few of the oldest agencies of the 
company now writing for it: 


Now in 


Date of 
Original 
Appointment 
H. A. Malcolm & Son, 
Booneville, N. Y. ........ 1856 


W. W. Coe & Son, 


Canandaigua, N. Y...Aug. 1868 
B. E. & J. B. Turnbull, 

tice: Ne Wis neieskkwce Jan. 1873 
Bing S. Stevens, 

Canton. oN. Ws csacia.e July 1875 
R. A. Gorham Co., 

Englewood, N. J. ....Nov. 1877 
Dan A. Nobles, 

ct Of! er 1878 
Dudley & Chamberlain, Inc., 

New Haven, Conn.....Dec. 1878 
Firman-Webb Co., Inc., 

Rochester, N. Y. ..../ April 1880 
Walter L. Closson Agency, 

Logansport, Ind. ...March 1881 
Jacob Lessig Ins. Agency, 

Ashland, Pa. <sicc.: March 1881 
Frank C. Richardson, 

Cape May, N: J. ..cccc July 1881 
Joseph S. Hoard & Son, 

Mansheld, Pas: onc.ck June 1885 


Wm. B. Rankin, 
Bellefonte, Pa. 





Firemen’s Brief 
(Continued from Page 30) 


insurance corporation other than life may invest 
in or loan its funds on the stocks, bonds or 
other evidence of indebtedness of any solvent 
institution incorporated under the laws of the 
United States or of any state thereof, notwith- 
standing that such institution has an investment, 
interest or equity of any nature or description 
in the stocks of any insurance corporation or 
corporations, including the stock of the invest- 
ing insurance corporation, provided that such 
investment interest or equity is not in the ag- 
gregate in excess of 5% of the total gross as- 
sets of such institution. In determining the 
condition of any domestic insurance corporation 
investing its funds as herein permitted in the 
stock of an insurance company, the supeérin- 
tendent of insurance shall only allow such stock 
as an asset at the value ascertained by dividing 
the aggregate amount of the surplus and capi- 
tal of such insurance company by the number 
of its shares of capital stock issued.” 

‘“ * . 

No one of the amendments to which 
reference has been made contains hint or 
suggestion of its intended applicability to 
a foreign insurance company,” States the 
brief. “On the contrary, the constant 
iteration of the word ‘domestic’ clearly 
manifests the legislative intent to restrict 
the operation of the law to New York 


companies. Throughout this pericd of 
liberalizing tendencies and for many 
years prior thereto, foreign insurance 


corporations, organized under the laws of 
other states or abroad, were freely ad- 
mitted to do business in New York, not- 
withstanding their ownership of stock of 
other insurance companies and the de- 
clared policy of New York with respect 
to such ownership by its own companies. 
The fact that the law has been contin- 
uously understood and interpreted in ac- 
cordance with our contention for sev- 
eral generations, and that it has re- 
mained for the present incumbent of the 
office of Superintendent of Insurance to 
discover a contrary purpose in the law, 
affords persuasive evidence of the possi- 
ble unsoundness of his position. 

“We come now to the application of 


amestic 


Section 16 to a domestic company and 
to a consideration of the capital struc- 
ture of the plaintiff, for the purpose of 
demonstrating that this structure would 
not be objectionable even if plaintiff 
were a New York company. 

“Broadly speaking, the assets of a fire 
insurance company fall into two groups, 
viz. : 

“Capital—being amount paid in by 
stockholders and represented by out- 
standing shares; 

“Surplus Funds—consisting of 

“(a) Reserves, set up by law or 
through caution to meet possible future 
losses and obligations; and 

“(b) Surplus, the amount remaining 
after deducting capital and reserves from 
gross assets. 

“The balance sheet of the plaintiff at 
the time of the commencement of this 
action was substantially as follows: 
$1,594,441.16 
23,121,292.16 
2,098,689.36 

288,497.96 

543,182.01 


12,254,247.14 


eee eee ee 
Bonds, Mortgages and 

other than Insurance Stocks.... 
Agents’ Balances 
Interest Due and Accrued 
Cash . 
Stock owned directly or indirectly 

in other Insurance. Companies. . 


~ $39,900,349.79 





Liabilities 
Losses Outstandifig ............ $1,971,282.32 
Miscellaneous Liabilities and Re- 
re ear Se 727,637.82 
Unearned Premium Reserves .... 16,184,523.46 
COO, TRC re hd inthe eines 9,000,000.00 





12,016,906.19 
$39,900,349.79 


Net Surplus 


References to Foreign Companies 


“A careful reading of Section 16 of the 
Insurance Law of New York will show 
that aside from a reference in subdivi- 
sion 11 to investments in the bonds of 
foreign governments the only provision 
thereof applicable to a foreign fire insur- 
ance company is the one requiring its 
minimum capital (viz., $200,000 in the 
case of a fire company), to be invested 
in substantially the same securities as 
are lawful for trustee investments, This 
requirement the plaintiff. has, of course, 
complied with. Beyond this the plain- 
tiff is under no duty other than to con- 
form its investments to the regulations 
prescribed by its home state. 


Limitations of Domestic Insurers 


“From the foregoing it follows that 
if the plaintiff were a domestic corpora- 
tion the limitations on its right to invest 
in the stock of other insurance compa- 
nies would be ascertained by subtracting 
its capital of $9,000,000 from its gross as- 
sets of $39,900,349, and dividing the bal- 
ance of $30,900,349 by two, giving the 
result of $15,450,174. Inasmuch as_ the 
plaintiff's investments in the stock of 
other insurance companies amount to 
only $12,254,247 it would have, as a do- 
corporation, a margin of $3,- 
195,927. 

“A detailed analysis of the provisions 
of Section 16 of the Insurance Law will 
demonstrate that this is a correct inter- 
pretation of the meaning of the statute. 
Subdivision 1 of that Section provides 
that the minimum cash capital of a do- 
mestic insurance company ($200,000 in 
the case of a fire company) shall be in- 
vested in certain specified bonds or in 
real estate mortgages. Subdivision 3 
provides that the ‘residue of the capital, 
and the surplus money and funds of 
every domestic insurance corporation’ 
may be invested in the securities already 
named, or in stocks and bonds general- 
ly, with the exceptions hereinafter noted. 
Subdivision 4 defines the exception by 
providing that ‘no such funds of any do- 
mestic insurance corporation’ (meaning 
the residue of the capital and the sur- 
plus money and funds) shall be invested 
in the stock of another insurance com- 
pany; provided, however, that any do- 
mestic insurer, other than a life insur- 
ance corporation, ‘may invest not more 
than 50% of its surplus funds’ (mean- 
ing thereby the assets enumerated in 
Subdivision 3, exclusive of capital) in 
the stocks of other insurance corpora- 
tions. 

“To state the matter differently, the 
law of New York classifies the permis- 


— 


sible investment of domestic insurance 


companies in three groupings, viz.: 

“The minimum capital requirement 
which is always $200,000, in the case of 
a fire insurance company, must be jn- 
vested in Federal, State and Municipal 
bonds or real estate mortgages; 

“The residue of the capital may be jn- 
vested as above or in bonds and stocks 
generally, except the stocks of other jn- 
surance companies; 

“The balance of the company’s ¢ross 
assets, i. e., its surplus money and funds, 
may be invested in all classes of securi- 
ties, and also, to the extent of 50% thiere. 
of, in the stock of other insurance com- 
panies. 

Residue of the Assets 


“That such was the legislative ititent 
is emphasized by Subdivisions 9 and 10 
of Section 16. Subdiviison 9 provides 
that the assets of every domestic mutual 
corporation, to the extent of an amount 
equal to the minimum capital of a like 
domestic corporation, shall be invested in 
the same restricted securities prescribed 
for the investment of the minimum capi- 
tal of a stock corporation. The follow- 
ing subdivision declares that the ‘residue 
of the assets’ of every such domestic mu- 
tual corporation may be invested in the 
same classes of securities indicated for 
the investment of ‘the residue of the 
capital and the surplus money and funds’ 
of a like domestic stock corporation, in- 
cluding the stock of another insurance 
corporation. In other words, the expres- 
sion ‘residue of the assets’ in Subdivision 
10 is used as the precise equivalent of the 
phrase ‘the residue of the capital and 
the surplus money and funds,’ occurring 
in Subdiviison 3. 

“Any other construction of the statute 
would leave a hopeless void in the other- 
wise complete regulation of the invest- 
ment policies of domestic insurance com- 
panies. It is a matter of common knowl- 
edge that the largest single asset of ev- 
ery going fire insurance company is its 
reserve for unearned premiums. In the 
instant case, as we have already shown, 
as against total assets of approximately 
$40,000,000, the unearned premium re- 
serve is in excess of $16,000,000. To con- 
strue the words ‘funds’ and ‘surplus 
funds’ narrowly would leave a domestic 
company without chart or compass to 
determine its course as to the investment 
of its reserves. Manifestly, no such 
omission is to be attributed to the legis- 
lature in the absence of compelling rea- 
sons, and nothing of the kind appears 
here. 

Meaning of “Surplus Funds” 

_ “That the expression ‘surplus funds’ is used 
in subdivision 4 as the equivalent of gross assets 
less capital may be shown in still another way. 
Under the amendment of 1923 the amount avail- 
able for investment in the stock of other in 
surance companies was determined by subtracting 
from gross assets ‘all outstanding liabilities and 
the amount of all unearned premiums on unex: 
pired risks’ and one and a half times its capital. 
By the amendment of 1925 these burdensome 
restrictions were wholly eliminated and the com- 
putation was reduced to the simple subtraction 
of capital from gross assets. 

_“From all of the foregoing these rather ob- 
vious principles may be deduced: i 

“First—The investments of a New York in 
surance company are regulated in their totality 
by that state. 

‘Second—Insurance companies organized ut 
der the laws of foreign countries and therefore 
subject to alien, unknown or no regulation, are 
expressly restricted by the law of New York 
as to the investment of their American assets 
to the same securities permitted to domestic 
corporations (see Section 27, Subdivision 4). . 

“Third—Insurance companies organized in 
other states of the United States and therefore 
presumptively under appropriate supervision an 
regulation at their respective domiciles are ham- 
pered by no restrictions in the State of New 
York other than the single requirement that the 
minimum capital of $200,000 be invested in the 
same securities indicated for the investment of 
the like minimum capital of a domestic corport 
tion (see Section 16, Subdivision 2).” 


National Board Meet 


(Continued from Page 1) 

the past year. These have included the 
fire insurance rate cases, the Russian in- 
surance cases, life insurance tax cas¢s 
and others. ‘ 

Thesbig social feature of the week will 
be the dinner of Sumner Ballard at his 
home in East Seventy-ninth street. 
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‘MARINE & AUTOMOBILE DEPARTMENT 








British Pessimistic 
On Marine Outlook 


GOLDBY BACK FROM ENGLAND 


Marine Underwriter for W. H. McGee 
& Co. Says Few Offices Over There 
Are Making Money 


A. L. Goldby, marine underwriter for 
Wm. H. McGee & Co., returned last 
week from a short trip to England where 
he went on business for his office. He 
said he found British marine underwrit- 
ing sentiment still very pessimistic. Most 
companies there lost money upon their 
1927 business and they do not believe 
that this year’s results will be a great 
deal better judging from the returns of 
the first quarter. Mr. Goldby said that 
one underwriter who had made money 
for his company for about twenty years 
confessed in a rather dejected manner 
that in 1927 he had suffered a loss of 
approximately $1,000,000 

One of the keenest English marine un- 
derwriters, Mr. Goldby stated, is George 
G. Sharman of the London & Provincial. 
Though not among the elder underwrit- 
ers he has been a keen student of the 
game for many years and through good 
seasons and poor ones has made a profit 
upon his business. Only a few brilliant 
underwriters of this type constitute those 
whose risks do not show a loss. 

Mr. Goldby returned to this country 
on the same steamer with Henry Ford 
and said the automobile manufacturer 
was a most democratic traveler. Upon 
arriving in New York Mr. Goldby and 
his wife went to the Ritz-Carlton for 
lunch and found themselves seated at a 
table adjacent to the Ford party. Dur- 
ing the course of the luncheon Gene 
Tunney, heavyweight boxing champion 
of the world, came in and talked for 
quite awhile with Henry Ford. 











HARTFORD’S LOWEST LOSSES 


Fire losses in Hartford last year were 
50% lower than they have been in any 
previous year, Deputy Fire Chief Cogg- 
shall of the Hartford Fire Department 
has announced. He attributes the de- 
crease to fire prevention and inspection 
operations during the year. 


_the law. 


Beha Explains New 
Marine Tax Statute 

UNDERWRITING PROFITS TAXED 

New York, Other Than American, and 


Companies From Two Other States 
Get Full Benefit 








The New York Insurance Department 
has adopted a new form of blank for 
reporting taxation of marine insurance 
companies under the new provisions of 
This in general provides for 
a tax on profits based upon average 
earnings instead of a direct premium tax 
as heretofore. Announcing the new ma- 
rine insurance tax blank, Superintendent 
of Insurance James A. Beha says in 
part: 

“Under Section 169A of the New York 
Insurance law, which was enacted during 
the 1927 session of the Legislature, the 
insurance companies transacting marine 
business in the State of New York are 
to be taxed commencing with the calen- 
dar year of 1927 on the underwriting 
profits on such marine business at the 
rate of 5% instead of being taxed upon 
the premium income as heretofore. 

“However, the only companies other 
than those organized under the laws of 
New York which will be affected by this 
change are companies organized in such 
states whose laws or regulations permit 
like taxation to New York companies. 
At the present time we consider these 
to include the States of Pennsylvania and 
Connecticut and the District of Colum- 
bia. United States branches of compa- 
nies of other countries, for the purpose 
of such taxation, are considered in the 
same class as New York companies. 

“All companies transacting marine in- 
surance business in the State of New 
York are required by Sevtion 169A to 
file with the Superintendent of Insurance 
on or before June 1 in each year com- 
mencing with 1928 a report of underwrit- 
ing profit. Marine premiums as de- 
scribed in Section 169A should have been 
deducted from the return made to the 
State Department of Taxation and Fi- 
nance under Section 187 of the tax law. 
United States branches and companies of 
the States of New York, Pennsylvania 
and Connecticut, and of the District of 
Columbia, pay no tax on such marine 
premiums other than the 5% underwrit- 


ing tax prescribed by Section 169A. All 
other companies transacting marine busi- 
ness in the State of New York will be 
required to pay, in addition to the un- 
derwriting profit tax, the retaliatory tax 
provided for in Section 33 of the New 
York Insurance law. 

“The tax is based upon the average 
underwriting profit for the years 1925, 
1926 and 1927. Separate returns will, 
therefore, be required for each of these 
three years. All returns should be made 


to our office at 165 Broadway, New 
York city. All inquiries concerning this 


matter should likewise be addressed to 
our New York city office.” 





C. OF C. OPPOSES MARINE FUND 


The United States Chamber of Com- 
merce last week adopted at Washington 
the foilowing marine insurance resolu- 
tion: 

“The national chamber is already on 
record in opposition to the entry of the 
government into the marine insurance 
business, whether for the purpose of in- 
suring the government’s equity in ves- 
sels sold to private parties or otherwise. 
The chamber reiterates this position, be- 
lieving that the provisions of the JTones- 
White bill which authorize the Shipping 
Board to include in its activities marine 
underwriting constitute an unnecessary 
and unsound abridgement of private en- 
terprise.” 





Aircraft Coverage 

(Centinued from Page 30) 

—(a) Length of runways, ft—(b) Width, 
ft—(c) Are runways raised above 
ground or flush with it ?—(d) obstruc- 
tions and height at ends of runways— 
(e) Are there many houses or buildings 
within one mile radius of field? 

Geographical limits required. 

27. If schedule operation state be- 
tween what points. 

If aircraft is equipped with spray 
fire extinguisher is handle located within 
pilot’s reach ?—If not, is it near passen- 
ger seats? 

29. Are passengers permitted to sit 
with pilot?—Ts this seat equipped with 
dual controls ? 

30. Do you warrant that on three 
place ships no passengers will be carried 
except for student instruction when dual 
controls are connected ? 

31. State uses to which the aircraft 
will be put. Tests, delivery trip, pass- 
enger or cargo carrying, pleasure, rac- 
ing, sales, demonstrations, photographing, 
forest survey, trick flying, public exhi- 
bitions. ‘advertising, ete. 

32. Has aircraft been tested in flight ? 

33. Do you warrant that pilots not 


regularly employed shall have at least 
twenty minutes of satisfactory air work 
and two satisfactory take- offs and land- 
ings before risk attaches? 

34. Were any of your pilots’ licenses 
granted with physical waiver ? 

If so, give name and state reason 
therefor. 

%. Has the applicant or any of his 
pilots damaged an aircraft in excess of 
$500 during the last two years? 

37. If so, state fully circumstances and 
amount. 

38. Has any application similar to this 
been declined during the past two years? 

Has any insurance ever been can- 
celled ?—If so, state reason. 

40. To your knowledge have any of 
your pilots been the cause of cancella- 
tion of insurance ? 

41. (a) In case of seaplanes, flying 
boats or amphibians, state whether 
moored or housed between flights—(b) 
Give particulars of towing arrangements 
—(c) Give particulars of salvage ar- 
rangements. 


Coverage Required 


42. From noon on the....... day of 
eden , 19..., and ending at neon on 
MBO cceat O59 Gloss ss , 19 


Amount Coverage Required 
(a) Fire under all circumstances and 


transportation....... ee Sree Fire on 
the ground only....... . Se eer (b) 
Windstorm and tornado. tiated ee 
(c) Theft, pilferage and robbery Sree : 
» RA ee (d) Damage to aircraft ex- 
cluding fire, lightning, windstorm and 


(e) Loss of 
theft & D. 


tornado....... 
use due to fire, windstorm, 


(f) Public liability excluding passen- 
RORG koe: Bead per person, 
two or more (Bodily injuries) maximum 
limit per policy $........ (g) Liability 
a Seer per person, 
ee two or more. (Bodily injuries) 
maximum limit per policy $........ 
Property damage......., $....... per ac- 
cident. Maximum limit per policy $.<<.«<: 

Signing this form does not bind the 
proposer to complete the insurance, but 
it is agreed that this proposal shall con- 
stitute a warranty should a policy be 
issued. 

I/we have read the above and agree 
that to the best of our knowledge and 


belief same fully represents the true 
statement of my/our business. 
Signature of proposer............ 
Pere OO rere PET ree Title 
RIAIG) 20.5 2a%eccers 
Signed in the presence of:........... 
Wieiitiesss oc ceenncks Occupation. 








AIR CRAFT INSURANCE 


Full Cover on Ships 
All Forms of Liability 


A fhlications upon request 


Transportation Insurance Co. 


Transportation Indemnity Co. 
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Consolidated to Have 
Capital of $2,500.000 


SURPLUS WILL BE 


$7,500,000 
Will Be No Public Offering of Stock; 
New Company to Have Fifteen 
Directors 








Although John F. Gilchrist, at present 
chairman of the State Transit Commis- 
sion, and mentioned by daily newspapers 
as the probable president and general 
manager of the Consolidated Indemnity 
& Insurance Co. of New York is not yet 
ready to make any announcements, The 
Eastern Underwriter learned this week 
in authoritative channels that this latest 
venture, reported last week as a “new 
$30,000,000 insurance company,” will in 
reality begin with $2,500,000 capital and 
$7,500,000 surplus. 

The company is backed by Bernard K. 
Marcus, president of the Bank of the 
United States, and Saul Singer, vice- 
president of the same institution, and 
president of the Garment Center Realty 
Co. It was learned from Mr. Marcus 
this week that there will be no public 
offering of the stock of the Consolidated 
Indemnity & Insurance Co. It will be 
taken up entirely by the stockholders of 
the City Financial Corporation, and un- 
derwriting and stock distributing com- 
pany in which Messrs. Marcus and Sing- 
er are interested. These stockholders 
and the management of the indemnity 
company will receive rights to this stock. 

C. Stanley Mitchell on Board 

There will be fifteen directors of the 
Consolidated including the above-men- 
tioned men and William Fox, the movie 
magnate; William F. Kenny, the contrac- 
tor; President Riordan of the County 
Trust Co., and C. Stanley Mitchell, presi- 
dent of the Central Mercantile Trust. 
The complete list will be made known 
shortly by Mr. Gilchrist. 

It is reported that the interests behind 
the Consolidated are also considering the 
organization of a fire and possibly of a 
life company. 

Gilchrist’s Career 

Mr. Gilchrist is a native of New York 
City and was educated in the public 
schools and a business college. He 
worked for the Thomas J. Pope Sons 
Company, metal dealers, until 1897, and 
then went into the insurance business, 
where he remained until he was appoint- 
ed Under Sheriff of New York County 
in 1908 by Sheriff Julius Harburger. 

Like Governor Smith, Mr. Gilchrist 
was a protege and friend of the late 
Thomas F. Foley, Tammany leader, and 
for many years was secretary of Mr. 
Foley’s district organization, the Down- 
town Tammany Club. When Mr. Smith 
was elected Sheriff, he retained Mr. Gil- 
christ as Under Sheriff, and the latter 
served another term in that office under 
Governor Smith’s successor. 

At the beginning of the Hylan Admin- 
istration Mr. Gilchrist was appointed 
Commissioner of Licenses, a_ position 
which he held until January 3, 1923, when 
Governor Smith appointed him a mem- 
ber of the State Tax Commission and 
a few weeks later promoted him to presi- 
dent of that commission to succeed Wal- 
ter W. Law, who was removed on 
charges. 

Mr. Gilchrist has been chairman of 


Ruling Exempts Auto 
Clubs From Taxation 


CALLED , NON-PROFIT MAKING 


General Counsel, Bureau of Internal 
Revenue, Says Such Clubs May 
Operate Insurance Departments 








The Bureau of Internal Revenue at 
Washington through its general counsel 
has just made a ruling which entitles 
automobile clubs to tax exemption as 
non-profit making associations although 
they may operate, as a part of their or- 
ganization, an insurance bureau for the 
purpose of obtaining the various forms 
of insurance carried ordinarily by motor 
operators and owners. 

In rendering its opinion the bureau 
took the case of the exempt status of the 
M Automobile Club and upon examina- 
tion of its activities found that its insur- 
ance bureau and magazine for motorists 
were not conducted for profit. The in- 
surance bureau, for example, was oper- 
ated by the club for the purpose of se- 
curing automobile insurance for its mem- 
bers. 

The major portion of this business was 
placed with companies which had been 
investigated and found reliable. These 
companies allowed the club that part of 
the premium ordinarily paid to their 
agents as a commission. The subscrip- 
tion charge for the club magazine of $1 
for the first year and 50 cents for each 
succeeding year, it was claimed, was 
made solely to comply with postal regu- 
lations. 

The point was also made that the club 
engages in such activities not as a busi- 
ness but for the convenience only of its 
members. The Bureau of Internal Rev- 
enue, therefore, was convinced that the 
club was organized for pleasure, recrea- 
tion and other non-profitable purposes 
and that no part of its net earnings in- 
ured to the benefit of its members, being 
devoted exclusively to the purpose. for 
which the club was organized. 





ALLEN SAILS FOR EUROPE 


E. M. Allen, vice-president of the Na- 
tional Surety, sailed this week for Eu- 
rope. He will visit England, France and 
Germany. 





ENTERED IN MICHIGAN 


The Pennsylvania Suréty of Pitts- 
burgh has been licensed in Michigan to 
transact a general casualty and surety 
business. 








the Transit Commission since April 20, 
1926, when he was appointed by Gover- 
nor Smith to succeed George McAneny. 
The principal work of the commission 
during Mr. Gilchrist’s chairmanship has 
been the preparation of a readjustment 
plan, submission of which seemingly has 
been postponed indefinitely because of 
the Interborough’s action. 

Mr. Gilchrist is one of the closest per- 
sonal friends of Governor Smith and has 
taken an active part in all the Gover- 
nor’s state campaigns. He is one of the 
leading members of the present board of 
strategy directing the campaign to make 
him the Democratic nominee for Presi- 
dent of the United States. 
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Three Day Celebration 
Of Maryland Casualty 


OBSERVES 30TH H ANNIVERSARY 

Opening Event Was Prize Awards for 

* Outstanding Results; Visiting Agents 
and Employes Given Boat Trip 





Representatives of the Maryland Cas- 
ualty from all parts of the United States, 
from Canada, Cuba and Porto Rico, are 
in Baltimore for three days this week 


attending the company’s thirtieth anni- 
versary celebration which is being held 
at the beautiful home office of the Mary- 
land in one of the most attractive sub- 
urban sections of the city. 

The event opened on Wednesday with 
a reception held in the company’s assem- 
bly hall at which prizes were given for 
outstanding results of the year. The 
winner of the grand prize was Robert 
Hampson & Son of Montreal; winner 
of the casualty prize was O’Rourke & 
Co., Indianapolis; winner of the bond- 
ing prize was Acker & Jermyn, Scranton) 
and the $250,000 club prize winner was 
John A, Whalley & Co., Seattle. After 
luncheon there were golf games and 
bridge tournaments. 

Governor Albert C. Ritchie was the 
chief speaker at the banquet Wednesday 
night which was attended by nearly 350 
guests. Mayor Broening of Baltimore, 
Carville Benson, insurance commissioner 
of Maryland, and F. Highlands Burns, 
president of the company, were the 
speakers. Austin McLanahan, a director 
of the company and president of the 
Savings Bank of Baltimore, acted as 
toastmaster. 

A steamboat cruise on the Chesapeake 
Bay marked the first event of Thursday. 
Eight hundred were on board the steam- 
er, including visitors and employes who 
had been with the company for five 
years or more. The Fire Board of Bal- 
timore staged a fire boat demonstration 
in the harbor in honor of the occasion 
as the boat sailed out of the harbor into 
the bay. 





J. H. WOODWARD DEAD 


Joseph H. Woodward, distinguished 
actuary and a member of the firm of 
Woodward, Fondiller & Ryan of New 
York, died unexpectedly this week. The 
story of his activities will be found on 
page 9 of this issue in the life insurance 
department. 


D. A. TerBush Heads 
N. Y. State Federation 


HIGHLIGHTS OF ANNUAL MEET 





David Van Schaack of Aetna Life 
Speaks at Banquet, Referring to 
Needed Support in Small Risk 
Situation 





David A. TerBush, member of the firm 
of TerBush & Powell of Schenectady, 
was elected president of the Insurance 
Federation of New York at the closing 
session of its fourteenth annual conven- 
tion, held last Friday and Saturday at 
the Hotel Van Curler, Schenectady. Mr. 
TerBush succeeds Frederick G. Noxsel of 
Buffalo. 

Other officers designated for the ensu- 
ing year were: Vice-presidents, Frank P. 
Tucker, Albany; Frank L. Gardner, 
Poughkeepsie; William H. Hecox, Bing- 
hamton, and A. Clarence Hegeman, New 
York; treasurer, Alexander J. Young, 
Albany; secretary, Leonard L. Saunders, 
Albany. Three new members were added 
to the board of directors and include C. 
R. Rikel, Brooklyn; Walter J. Roberts, 
Albany, and B. M. Edgerton, New York. 

The executive committee of the federa- 
tion is made up as follows: 

L. A. Wallace, chairman; John S. Turn, vice- 
chairman; Thomas J. Grahame, Floyd N. Dull, 
Tames R. Garrett, Lawrence D. Bates, Frank J. 
O’Neill, H. H. Wadsworth, Theodore L. Rogers, 
John McGinley, Joseph H. Miller, Wellington 


Potter, F. G. Noxsel, B. M. Edgerton and C. 
Robert Rikel. 


Van Schaack’s Talk Effective 


At the annual banquet held last F'ri- 
day evening David Van Schaack, direc- 
tor, bureau of inspection and accident 
prevention, Aetna Life, talked effectively 
on the subject of “Why the Federation?” 
It was Mr. Van Schaack’s contention that 
insurance is woven so thoroughly into 
the fabric of our social life, that every- 
one, whether he knows it or not, has 
a vital concern in its welfare! 

“Tt is an undoubted fact,” asserted Mr. 
Van Schaack, “that when insurance mien 
endeavor through their federations to 
prevent the enactment of legislation 
which is unjust to the insurance busi- 
ness, they are trying to protect their in- 
terests, vet these interests are bound up 
so inseparably with those of all the rest 
of society that the public is just as much 
concerned in them as the insurance men 
are themselves. 


Supply Special Needs by Taxes 
“Take, for example,” said Mr. Van 
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Schaack, “the matter of taxes upon insur- 
ance premiums. These taxes were origi- 
nally designed to defray the actual cost 
of supervision of the insurance business 
by the state in the interest of policy- 
holders. They have now become prin- 
cipally a means of raising general rev- 
enue. In 1926 less than four cents of 
each dollar raised by such taxes was re- 
quired for the cost of supervision by the 
states, while more than ninety-six cents 
went into the general revenue fund, for 
which the citizens of the states has al- 
rcady been taxed, although general state 
functions have no special and peculiar re- 
lationship to insurance policyholders. 


“Premium taxes are hidden as it were 
in the premiums, and the insurance com- 
panies made tax collectors. Taxes thus 
imposed are easily collected; and are 
‘painless’ in a way because generally they 
are unknown to the policyholders, but 
they are just as real, nevertheless, as if 
they were direct taxes. Indirect taxes, 
moreover, are usually imposed upon 
luxuries; but insurance is not a luxury, 
it is a virtual necessity, and in view of 
insurance being a necessity premium 
taxes bear most heavily upon the pru- 
dence and thrift of people of at least no 
more than moderate means.” 


Co-Operation in Small Risk Problem 


Mr. Van Schaack spoke of the common 
interest between insurance men, compa- 
nics and the public, declaring that a 
striking illustration of it was furnished 
by the present movement on the part 
of the stock companies to obtain an ade- 
quate rate for smaller compensation 
risks. He described the situation to date 
and the protest of the mutuals against 
the introduction into the premium of an 
expense constant which is designed to 
benefit the insurance companies by giv- 
ing them an adequate premium income 
for the small risk class and at the same 
time to operate to the advantage of the 
public through a general reduction in 
rate level. He then said: 


“Where could there be found a situa- 
tion calling more clearly and convinc- 
ingly for the cordial support of the in- 
surance companies by the insurance man 
in his own best interest and in that of 
the general public? If the commendable 
purpose of a compensation law is to be 
fulfilled, the smaller employer and his 
employes need insurance protection just 
as much as the larger employer and his 
employes, and even more. And under 
the present dispensation there is no 
agency to give this protection except the 
stock companies. The mutuals do not 
want this class of business. They would 
not take it as a gift. And the stock 
companies cannot afford to carry it ex- 
cept at an adequate premium. It would 
seem to be unmistakably clear that the 
insurance man should get actively be- 
hind this movement both through his 
federation and indivdually, not being sat- 
isfied with the thought that it concerns 
only the companies.’ 





SMITH TO MANAGE NEW DEP’T. 

The new accident and health depart- 
ment of Stebbins, Leterman & Gates, 
Ihe., prominent New York brokers, will 
he under the management of Raymond 
B. Smith, for the past three years with 
the Independence Indemnity as assistant 
to the vice-president in charge of ac- 
cident and health. Mr. Smith was also 
with the Travelers for five years where 
he gained his primary experience in ac- 
cident and health. 

It was due to the rapidly growing vol- 
wine of its business_in this line that 
Stebbins, Leterman & Gates found it 
Necessary to start the new department. 





P. H. ROGERS PROMOTED 

._H. Rogers has been promoted by 
the "Massachusetts Bonding to the post 
of manager of its home office accident 
‘il health department, succeeding 
Vice-President John Patterson, resigned. 


C. L. Bussing Observes 
His 35th Anniversary 


FAMOUS AS AL. B. CAREFUL 





A Pioneer in the Liability Field in New 
York City; Also Doing Good Work 


In Accident Prevention 





Charles L. Bussing, whose friends in 
New York City are legion, celebrated his 
thirty-fifth anniversary in the business 
on Tuesday with considerable eclat. Mr. 
Bussing is not only known for his ability 
as a liability broker but as the originator 
of the character of “Al. B. Careful,” who 
is doing such good work in accident pre- 
vention. 

At the age of seventeen Mr. Bussing 
started his insurance career as a $6 a 
week clerk in the office of David Black 
& Co., an agency for the Fidelity & Cas- 
ualty at that time. After a short time 
in the office he was sent out into the 
field to see what he could do as a pro- 
ducer of liability insurance. It was real 
pioneering in those days, he says. 

His only business acquaintances were 
the grocers, his father having been presi- 
dent of the Retail Grocers’ Association 
and editor of the “Retail Grocers’ Ad- 
vocate.” Mr. Bussing savs that the big 
line then was teams liability and he was 
so successful in drumming up business 
that in 1893 he left the Black Agency 
and started in business for himself. 


Proud of Long Service Accounts 


Now after thirty-five years Mr. Buss- 
ing can proudly refer to a number of ac- 
counts which he has handled ever since 
his office was in its youngest days. His 
record of business produced shows that 
in 1843 his net premiums were $1,698 
while last year this volume had increased 
to more than $500,000. 

Mr. Bussing is noted for his ability to 
pop into the insurance limelight with 
new and original ideas. His latest is in 


connection with the Al B. Careful acci- 
dent prevention service in which he has 
initiated the system of industrial awards 
for promoting safety in industry. “The 
purpose of this plan,” he says, “is to re- 
duce to a minimum the cause of at least 
80% of all avoidable accidents, due to 
carelessness on the part of employes by 
giving them a reward for not being care- 
less.” 
Description of the Plan 

The plan in brief is as follows: The 
employer purchases premium award cer- 
tificates from Al. B. Careful, Inc., in de- 
nominations of one, five or ten certifi- 
cates. The number of certificates de- 
cided upon by the employer is inserted 
in workers’ pay envelopes each week. 
When the employe has collected the 
number of certificates required for the 
chosen premium he may obtain it from 
this organization. 

The plan proper is the awarding week- 
ly a small definite award in the form of 
Al. B. Careful premium certificates to 
those workers who have neither had nor 
contributed to an avoidable accident. He 
will soon realize the value of carefulness, 
he will appreciate his employer better 
and he will be encouraged by his family 
to maintain voluntarily an attitude that 
will in the course of time make him be 
cautious and careful as a second nature. 

A portfolio, recently sent out by Al. B. 
Careful, Inc., shows graphically the type 
of industrial premium awards offered to 
careful workmen, including such articles 


as clocks, pens, pencils, pipes, cigar 
lighters, penknives, sporting goods, 
watches, chinaware, household articles, 


toys for the children and kitchenware. 





ENTERED INN. Y. STATE 


The Hudson Casualty of Jersey City is 
now entered in New York State. 





NEW MUTUAL COMPANY 


The Acme Mutual Faxpayers Liability 
is being formed in New York City. 
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APPOINT APPLE & BOND CO. 
Named By Great American Indemnity 

As Its Baltimore General Agents; 

Vetter To Manage Casualty Dep't. 

The Great American Indemnity has ap- 
pointed the Apple & Bond Co. as its 
general agents in Baltimore. This firm 
is composed of Jerome Apple who for 
many years has been general agent of 
the life department of the Travelers and 
M. Nelson Bond, formerly life and acci- 
dent manager of the Travelers’ branch 
office in Baltimore. The life and acci- 
dent agency of Messrs. Apple & Bond 
ranks among the leading producers of 
those lines in the United States. 

The agency intends to cultivate vigor- 
ously the casualty and surety lines, and 
to this purpose has installed Hammen 
Vetter, as manager of this department. 
Mr. Vetter is qualified by an experience 
ranging over a period of fourteen years, 
which includes both company and agen- 
cy work. 

The Great American is also represent- 
ed in Baltimore by John G. Rolker, Inc. 
Mr. Rolker, president of this agency, is 
also a director of the Great American In- 
demnity and holds the distinction of 
representing the company from its in- 
ception. The appointment of the Apple 
& Bond Co. will not in any way affect 
the continued active representation by 


the Rolker office. 





SURETY BOND GRAFT CHARGED 





Liberty Surety Bond of Trenton Alleged 
to Have Politically Commercialized 
Contract Business 


New Jersey surety circles were quite 
aroused this week over the allegations of 
Robert Carey of Jersey City, candidate 
for the Republican nomination for Gov- 
ernor, that the surety bond business was 
a bigger source of profit to those who 
are politically commercializing it than 
the bank charter graft which has been 
under investigation by the State Depart- 
ment of Banking and Insurance. 

Interest in the matter was heightened 
when the State Highway Commission on 
the eve of the New Jersey primaries re- 
Icased the fact that the Liberty Surety 
Bond Insurance Co., of Trenton, headed 
by State Comptroller Bugbee, had writ- 
ten state highway contracts totaling 
$9,622,248 since January 1, 1927. This 
included thirty-four of a total of 112 
contracts awarded during that period. 
Mr. Bugbee objected to the release of 
this information but the board ruled that 
it should be made public. 





AD CONFERENCE CHAIRMEN 

The Washington conference of the In- 
surance Advertising Conference on Oc- 
tober 1, 2 and 3 at the Hotel Washing- 
ton, will be in charge of the following 
committee chairmen: Program—G. E. 
Crosby; On to Washington—John Hall 
Woods; Entertainment—Louis F. Paret; 
Trophies—I.eon A. Soper; Public Rela- 
tions—W. W. Darrow; Special Exhibits 
—R. C. Dreher; Casualty Group—R. W. 
Smiley; Fire Group—W. W. Ellis, and 
Life Group--J. P. Licklider. 
NAT’L SURETY CHICAGO ACTION 

The National Surety and the New 
York Indemnity made known this week 
that they will allow 30% brokerage com- 
mission in Chicago on fidelity and surety 
business and that they have resigned 
from the Chicago Surety Association. 
This action followed the disclosures that 
a number of companies and particularly 
those operating through branch offices 
were not living up to the acquisition cost 
regulations 





The Roval Indemnity featured this 
week in the ambulance chasing inquiry 
being held before Justice Wasservogel 
of the N. Y. Supreme Court when it 
was established that adjusters for the 
company effected settlements directly 
with plaintiffs, even when these plain- 
tiffs had already retained counsel. ~esi- 
dent F. J. O'Neill was expected to be 
a witness, 





Page 40 













LEESON LAN DUEL EINE 
A! Ga2n 2 liao 


ES PRE NOE 
















“UNDERWRITER 














May 18, 1928 





Casualty Actuaries to 
Hear Lott and Huebner 


MEET IN PHILADELPHIA MAY 25 








Informal Discussion of Timely Topics 
Again to Be Feature of Meeting; 
Also Prepared Papers 





The Casualty Actuarial Society will 
have two headliners as the outside speak- 
ers at its semi-annual meeting on Fri- 
day, May 25, at the Benjamin Franklin 
Hotel, Philadelphia. They are Edson S. 
Lott, president, United States Casualty, 
and Dr. S. S. Huebnerj professor of in- 
surance and commerce at the University 
of Pennsylvania. These talks are sched- 
uled for the afternoon session and be- 
cause of the prominence of the speakers 
it is a certainty that they will be well 
attended. 

Another feature inaugurated at the last 
mecting of the society will be the presen- 
tation of a series of informal discussions 
on timely topics. The subjects to be 
covered are as follows: ; 

1—Should interest earnings on re- 
serves be recognized in casualty rate- 
making (with particular reference to 
compensation) ? ; 

2—The life indemnity clause in person- 
al accident policies. 

3—Can insurance help the unemploy- 
ment situation ? ; 

4--Shall schedule*rating be continued 
in workmen’s compensation insurance ? 

The program will further consist of the 
reading of the president’s address, the 
presentation of new papers and a discus- 
sion of papers presented at the last meet- 
ing of the society. The committee on 
compensation and liability loss reserves 
will make a further report on its study 
of this subject. 





OFF ON ANOTHER FLIGHT 





Van Lear Black Has Cape Town As His 
Destination This Time; Chartered 
Fokker Plane 
Van Lear Black, formerly chairman of 
the board of directors of the Fidelity 
& Deposit, started Monday from Croy- 
don on his airplane flight to Cape Town, 
Africa. Mr. Black has chartered for this 
flicht a three-engined Fokker plane of 
the Royal Dutch Air Lines. The dis- 
tance to Cape Town is 7,951 miles. 
In this flight there will be many dif- 
ferent temperatures with which to con- 
tend, including equatorial heat, so Mr. 
Black’s party has had to plan for en- 
countering these difficulties. There are 
mosquito netting to protect against pol- 
sonous insects, water filters and water 
purifiers, light utensils for carrying 
water, suitable clothing and everything 
the advice of those familiar with Africa 
could suggest. Mr. Black recently sent 
to his friends in the United States a 

map showing this proposed flight. 





W. S. COOPER PROMOTED 
Succeeds R. S. Choate as Secretary of 
the Phoenix Indemnity; 19 Years 
in the Business 





W. S. Cooper was elected secretary 
of the Phoenix Indemnity at a board of 
directors’ meeting of the company last 
week, succeeding R. S. Choate, resigned. 

Mr. Cooper started his insurance ca- 
reer with the Fidelity & Casualty in 
1909. He has been connected with the 
U. S. Fidelity & Guaranty as chief under- 
writer at its Newark office; branch auto- 
mobile superintendent for the Aetna Life 
& Affiliated Companies, and head office 
automoble underwriter for the U. S. Cas- 
ualty.. He joined the Phoenix Indem- 
nity in April, 1927, as superintendent of 
the automobile department. 





BURGLARY INSURANCE DRIVE 


The National Union Indemnity is mak- 
ing a drive for burglary insurance and 
to help its agents in the sale of this line 
it offers seven attractive pamphlets for 
their use. 


SEEK JUDGE’S AID 





Jersey Safety Council Requests That 
Courts Make Reports On Drunken 
Auto Drivers’ Cases 
Backed by the casualty insurance com- 
panies, the legislative and law enforce- 
ment committee of the Hudson County 
Safety Council has made a request of 
the police court judges of Hudson coun- 
ty, New Jersey, that they furnish a de- 
tailed report of all cases in which 
drunken drivers are involved, this being 
the first step to prevent careless driving 
on the highways of the county and re- 

ducing casualties. 


L. Edward Hermann, chairman of the 
committee, in issuing a statement last 
week, said: “We have received so many 
reports from so many sources, including 
those from police officials, as purport- 
ing to furnish the reason why we in 
Hudson county are afflicted more than 
any other county in New Jersey with 
the drunken driver menace, that the 
committee has finally decided to look 
into the facts. Believing the police court 
judges are in a position to furnish this 
information better than anyone else we 
are. applying to them to help us out.” 

The following letter has been sent to 
every police judge in the county which 
in part reads as follows: 

“My dear Judge: The Hudson County 
Safety Council’s Board of Governors, 
alive to the seriousness of the ‘drunken 
driver’ situation and to the need for 
definite action for the correction of the 
evil, has authorized the legislative and 
legal enforcement committee to take this 
matter in hand. 

“The information desired in each case 
by the committee will aid the Hudson 
County Safety Council in their work and 
will help to ferret out the undesirable 
automobile driver from the public high- 
way and make the streets safe for the 
pedestrian.” 


HAVE JOINT GOLFER’S POLICY 





Great American Companies Introduce It 
To Field This Week; Also Leaflet 
“Musings Of A Golfer” 


“Comprehensive” is the name of a new 
joint golfer’s policy being introduced this 
week by the Great American Indemnity 
and Great American Insurance Compa- 
nies. The Great American has found a 
noticeable demand for this form of cov- 
erage, and, in accordance with its pol- 
icy of providing modern forms of cover- 
age, now offers golfer’s liability, property 
damage, personal accident, fire and trans- 
portation under one cover. 

The policy is broad in the amount of 
protection afforded and quite liberal in 
several of its underwriting features. It 
is also simple in its mechanical design, 
thus enabling agents to write it at a 
minimum of time and effort. ya 

An attractive folder entitled “Musings 
of a Golfer” has been prepared to as- 
sist in the sale of this policy, the motif 
of which is to interpret the thoughts 
and apprehensions of the man on the 
golf course. 





MOORE LEADS DRIVE 

George E. Moore of the Travelers, 55 
John Street, New York agency, has won 
the first scuvenir to be awarded in the 
special accident campaign of the com- 
pany. The drive started on May 1, Mr. 
Moore had qualified on May 4. Mr. 
Moore is one of the leading producers 
of the John street agency, and is a fa- 
miliar figure at the company conven- 
tions. He is regularly a member of the 
Life Leaders, Accident Producers and 
Automobile Producers Clubs. 





JOSEPH W. CAREY DEAD 
Joseph W. Carey died last week at 
his residence in Jersey City after an ill- 
ness of four months. He was for seven- 
teen years a safety inspector for the 
General Accident in New York. He was 
47 years old and is survived by his 

widow, three sons and one brother. 





various amounts. 


Auto Accident Policy. 








‘SO EASY 
To Sell This Modern Policy 


Standard Agents are cleaning up on the Special 
Auto Accident Policy because it is so easy to sell. 


It is a modern policy designed to meet modern 
hazards. It protects the-holder against any type of 
accident no matter when or where it happens. It 
pays double benefits if the injury is the result of an 
accident involving an automobile. 
generously takes care of hospital bills, nurses fees, 
surgical operations and lost time. It can be sold in 


We'll gladly send you samples of our advertising 
produced to help Standard agents sell the Special 


STANDARD ACCIDENT INSURANCE CO. 
HOME OFFICE—DETROIT 


One of the oldest and one of the largest 
Casualty and Bonding Companics in America 








In addition, it 








MAX MAYER HONORED 





Kenny Agency President Given Luncheon 
And Gifts By F. & D. Before 
Leaving On Pleasure Trip 

Max Mayer, president of the Kenny 
Agency, Inc., of New York, was put in 
a happy frame of mind last Friday when 
John A. Griffin, vice-president of the 1'j- 
delity & Deposit, and the other officials 
of the company’s New York office gave 
a luncheon in Mr. Mayer’s honor just 
prior to his departure on an extended 
pleasure trip to the Pacific Coast. Nir. 
Mayer left on Tuesday, together with 
Mrs. Mayer and his daughter. 

A number of home office officials were 
present, including Vice-President John 
J. Iago, who, on behalf of President 
Charles R. Miller, gave Mr. Mayer a gold 
cigarette lighter as the personal gift of 
Mr. Miller. Vice-President Griffin also 
presented Mr. Mayer with a handsomely 
equipped travelling bag on behalf of the 
New York office of the F. & D. 

The Kenny agency, of which Mr, 
Mayer is president, is the burglary gen- 
eral agent for the Fidelity & Deposit in 
Greater New York. This agency is said 
to be the largest burglary agency in the 
world and was organized by the late 
John A. Kenny in 1918, and has attained 
this position in ten years. 

Mr. Mayer was formerly connected 
with the National Surety as head of its 
burglary department. He joined the 
Kenny Agency at its inception and be- 
came its president upon the death of 
Mr. Kenny in 1923. 

The other officers of the agency are: 
Leo F. Fitzpatrick, vice-president; Rob- 
ert Swanson, vice-president, and B. L. 
Albertson, treasurer. 





J. H. HAPPY LOCAL AGENT 


John H. Happy, head of the insurance 
office of John H. Happy & Co., Spokane, 
has been appointed local agent for the 
United Pacific Casualty, a new State of 
Washington organization. This insurance 
corporation is the outgrowth of the for- 
mer Automobile Owners’ Interinsurance 
Association, a reciprocal, which has been 
doing a large automobile insurance busi- 
ness in this state for the past eleven 
years. At the time the Automobile Own- 
ers’ business was taken over by the 
United Pacific there were 10,000 policy- 
holders, with annual premiums in excess 
of $300,000 in the state. 





H. W. IVES ISSUES NEW POLICY 


Henry W. Ives & Co.ris now featur- 
ing a new policy called the “Eclipse,” 
giving protection to both golfers: and 
motorists. It has a maximum limit of 
$100,000 on any one individual claim and 
a maximum limit of $200,000 on any one 
accident. The golfing hazard is included 
at a nominal charge. 

This policy is issued only to registered 
members of golf clubs at a premium cost 
much less than usually charged. In ad- 
dition, a further saving may be had as 
the company will operate on a participat- 
ing plan. 





AGENT BREAKS INTO VERSE 


Maxwell B. Chick, head of the Mavx- 
well B. Chick Co., insurance agency of 
Titusville, Pa., offers these automobile 
insurance ditties: 

A dastardly driver, named Dave, 

Who never learned how to behave, 

Drank long from a bottle, 

Tramped hard on the throttle, 

“This service concludes at the grave.” 


When tourists tinker cars by night, 
With lantern on the ground, 

Adjusters come around next day, 
And total loss is found. 





PENDERGAST’S NEW POST 
Thomas V. Pendergast, formerly with 
the New York office of the Indemnity 
Co. of North America, has joined the 
newly formed Transportation Indemnity 
in charge of its casualty underwriting 
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bile 
The small pile of money on the left illustrates the amount saved (?) by driving 
without Travelers Automobile Public Liability and Property Damage insurance. 


The pile on the right gives an idea of the amount which may be lost by so doing. 


+ THE TRAVELERS 


HARTFORD, CONNECTICUT 
THE LARGEST MULTIPLE-LINE INSURANCE ORGANIZATION IN THE WORLD 
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Group Auto Policies At 
Reduced Rates Barred 


RULING 





IN PENNSYLVANIA 





Such a Practice Called Discriminatory 
and Illegal; Affects All 
Motor Clubs 





Group insurance on automobile policies 
which offer lower rates to members of 
certain organizations than are offered to 
automobile owners not members have 
been banned in Pennsylvania as discrim- 
inatory and illegal and violating section 
626 of the insurance company law. 

_The action is based on an_ opinion 
given Commissioner Matthew H. Tag- 
gart by Paul C. Wagner, a deputy at- 
torney general of Pennsylvania. Mr. 
Taggart at once sent letters to all cas- 
ualty companies selling automobile in- 
surance in Pennsylvania, informing them 
of the ruling. 

The Wagner opinion adds that “noth- 
ing contained in this opinion is to be 
construed as an expression of opinion 
legalizing what is termed as ‘group in- 
surance’ as applied to any form of cas- 
ualty insurance.” The effect of the rul- 
ing is to prohibit issuance of blanket 
policies or individual policies to mem- 
bers of automobile clubs or other or- 
ganizations in which they receive auto- 
mobile insurance, including fire, theft, 
liability, collision and property damage 
coverage at prices lower than those of- 
fered to the public generally. 

Ruling Involved Marsh & McLennan 


The question arose when the Pennsyl- 
vania Insurance Department asked the 
Attorney General to rule on the pro- 
posal of Marsh & McLennan, insurance 
brokers of Pittsburgh, to issue automo- 
bile policies to employes of the United 
States Steel Corporation and its subsid- 
iaries under the group plan with rates 


lower than charged individuals for the 
same class of insurance. 

“It is contended that the proposal of 
Marsh & McLennan is different from 
the ordinary case of group insurance in 
that employes of the United States Steel 
Corporation are largely mechanics and 
form a selected group in which the risk 
is materially diminished,” Wagner said 
in a separate opinion applying to the 
specific case. “Admitting all this to be 
true, there’ are numerous 
who have the same qualifications, and 
the section prohibiting discrimination re- 
quires that these individuals shall be ac- 
corded the same rights and the same 
privileges as it is now desired .to accord 
the employes of the Steel Corporation.” 

“We are unable to understand,” Wag- 
ner’s opinion continues, “how a method 
of writing insurance which will permit 
a member of an automobile club to ob- 
tain automobile insurance at a rate less 
than that required to be paid by an 
owner of another automobile, resident in 
the same locality and subject to the 
same risks, who is not a member of the 
club, can be free from discrimination. 
The decrease in rate is dependent solely 
upon membership in a designated organ- 
ization and in our opinion a determina- 
tion of rates on this basis alone consti- 
tutes discrimination. 

“We are not to be understood as hold- 
ing that discrimination prohibits reason- 
able and proper classification. Classifi- 
cation of rates according to the nature 
of the risk is well known in other lines 
of insurance. If, however, a classifica- 
tion is to be recognized, the rate ap- 
plicable to the class must be applied to 
individuals as well as to members of a 
designated organization or group who 
are able to qualify and come within the 
classification. The basis for such classi- 
fication will, of necessity, be established 
according to principles well known in 
the insurance world and applied in other 
classes of insurance, with such modifica- 
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i With Goods to Catch 
the Buyer’s Eye 


aI |! ” the 15th century Spanish galleons 

| scoured the seas and the known 
lands of the world, stocking up with 
goods to catch the buyer's eye. 
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SEES TRADE REVIVAL 





Cuthbert Heath, Who Attended Inter- 
national Meeting of Credit Insurers, 
Addresses Excess Insurance Co. 

At the annual general meeting of the 
Excess Insurance Company recently held 
in London, Cuthbert Heath had some 
interesting remarks to make regarding 
credit insurance. In part he said: 

“Talking of the revival of trade, I 
happen to have just returned from an in- 
ternational meeting of credit insurers in 
Paris. There were at least fifteen na- 
tions represented, and at the final meet- 
ing of about 200 people there were pres- 
ent more than thirty bankers, some of 
whom gave us most interesting speeches. 
The Trade Indemnity Company, which 
we helped to found and which took over 
your credit business, last year insured 
quite twenty millions of transactions, of 
which about 40% was on foreign com- 
merce, so you can legitimately say that 
you have largely helped in promoting the 
prosperity of the country. The business 
of the Trade Indemnity Company is rap- 
idly increasing, and the ramifications of 
the business are being daily broadened. 

“T cannot resist one little dig at our 
Governmental competitor. It has spoken 
with a certain note of disparagement of 
what it calls ‘private credit insurance.’ 
The ‘private’ insurance of credit is in 
the hands of representative of. some of 
the greatest insurance companies in Eng- 
land. These ‘private interests’ somehow 
or other have apparently been able to 
help commerce to an extent many times 
greater than the Government Bureau.” 








tions as may be necessary to fit them to 
automobile insurance. 

“We are, therefore, of the opinion that 
the practice of writing automobile insur- 
ance to members of a group at rates 
less than those charged to individuals 
not members of the group is discrimina- 
tory and illegal.” 


= | 


SIMILAR NAMES CAUSE SUIT 





Bankers’ Indemnity of Newark Asks |.- 
junction Against “Imitation” of Two 
Insurance Companies 


Proceedings were brought in tie 
Chancery Court in Newark last Tuesd vy 
by the Bankers Indemnity, for an in- 
junction restraining the Americin 
Bankers’ Bonding & Indemnity and tie 
American Bankers’ Casualty from using 
those names on the ground that they are 


imitative of the complainant title. Vicc- 
Chancellor Church issued an order ‘o 
show cause on June 5 why the restraint 
should not be issued. 

The bill of complaint shows that the 
defendant companies were incorporated 
March 26 last and that the incorpora- 
tors are the same in each instance ex- 
cepting the variation of one name. 

The bill charges that the defendant 
companies are intended to comprise one 
unit for the transaction of casualty and 
indemnity by insurance, to be operated 
by the same persons under the same 
management, and to be identified in the 
public’s mind with the complainant. 

The incorporators of the American 
Bankers’ Bonding & Indemnity are given 
as Harry Merkswell, G. C. Wrenn, 
Frank L. Smith, A. I. Cole, Harry 
Schnabel. Sol H. Berger, Joseph. Fish- 
kind, Milton M. Runyon, David M. 
Pepik and M. Bitz. The incorporators 
of the other defendant company are the 
same, excepting the substitution of Harry 
Berkowitz for Harry Schnabel. 





C. E. Millen, vice-president of the 
American Surety, has been with the 
company for forty years, and in celebra- 
tion of his anniversary he was given a 
luncheon by the officers last week. A 
special birthday. cake was a feature of 
the affair. which took place in the home 
office building. President R. R. Brown 
made a congratulatory address. 





A BOOK ABOUT OURSELVES [ w RITTEN FOR YOU 


Now, as then, those who sell m ust study 
the buyer’s need. This great Multiple 
Line Company is constantly developing 
new policy forms, which are the goods 
the agency has for sale. 
keyed to the needs of the day and made 
to catch the buyer’s eye, is a real stim- 


ulus to sales. 


May we have the pleasure of explaining 
the Continental’s Multiple Line to you? 
If you address the Agency Department, 
you will receive details immediately. 


Continental Casualty Company 


Continental Assurance Company 
H. G. B. ALEXANDER, President 


910 South Michigan Avenue 
Chicago, Illinois 


Protection, 


| 
| 


The Affiliated Continental Companies write 
practically all forms of Insurance and Surety Bonds 
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: Needless 
: Trouble/ 


ne Suppzn... Startling .. . the 








he accident that has been lurking 
‘round the corner takes you 
an unawares. 4 AUTOMOBILE PUBLIC LIABILITY 
en i J _~ POLICY 
nan While you are dazed and bewil- 


ry dered the unpleasantness and Le a No. X£7/082 __ 
sh- expense that follow come to in- = 
crease your troubles, ten-fold. 


he UNLESS 


the insurance man who serves you 
has made certain that your pol- 
icy covers just such an emergency. 




















the UNLESS » 

ys he is "on the job,” ready to fill in 

; \ the breach, to keep you from un- 
a necessary trouble. 

me UNLESS ~- 


your € ous carries the name of 
such dependable companies as the 
Employers’ Liability Assurance 
Corporation, Ltd., the American 
Employers’ Insurance Company, 
or the Employers’ Fire Insurance 
Company, comprising The Em- 
ployers’ Group. 


When you deal with The Em- 
ployers’ Group you may be cer- 
tain that the man who direétly THE 


serves you will plan your insur- EMPLOYERS’ 


ance to protect you from the in- LIABILITY ASSURANCE CORPORATION, LTD. 
convenience of needless trouble. 











THE 
EMPLOYERS’ 

There’s an Employers’ FIRE INSURANCE COMPANY 

Group Representative AMERICAN 

in Your Neighborhood EMPLOYERS’ 


¢ Write for Our Boo ) INSURANCE COMPANY 


Pig ee pe pow Prattically every kind of Insurance 


briefly the whys and where- except Life Insurance 








s: — of — aan. . 
our request will place you 
under no obligation —nor 110 MILK STREET, BOSTON, MASS. 
\ = ‘orca saad J “Tbe Home of the Service that Satisfies”’ 














@5HE above advertisement is a facsimile of that appearing in current issues of the Aé/antic 
Monthly, Harper’s, Review of Reviews, Scribner's, World’s Work, and the Golden Book—yes, 
Tue Emptoyers’ Group believes in the American Agency system. We believe that such 
advertising will benefit the insurance business. We believe that it will benefit particularly the 
representatives of THE EmpLoyers’ Group. 


We are proud of the growth of our —e force. We are proud of the large number of loyal agents 
who have been associated with us for many, many years. At the same time we are glad to say 
that some agency connections are still available for the competent insurance man. 
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Subscriptions Are Now Being Taken For 


THE SECOND EDITION OF 


The Law 


Relating 


To 
Automobile Insurance 


JOHN SIMPSON 


The first edition of this most valuable work 
was sold out completely. There were hun- 
dreds of requests for copies after the sell 
out. 


The second edition is now in the printer’s 
hands. It is the ONLY text book on motor 
ear insurance law. It treats the subject 
completely and has been approved by many 
leading legal authorities. This second edi- 
tion is three times as large as its prede- 
cessor. and has been brought down to Jan- 


three times the amount of text. More than 
1,000 cases are dealt with. 


The new subjects which have come up since 
the publication of the first edition in 1921— 
New Warranties and Conditions, such as 
the Safety Device Clauses; Compulsory In- 
surance; Confiscation Insurance, etc., are 
fully treated. 


No insurance library should be without 
this work. No legal department can afford 
to be without ready access to its pages. It 
is invaluable to the law practitioner as an 





authority and reference work. 


Underwriters and depariment heads should 
have this book at their command as an aid 
to answering perplexing legal questions 
which come to them from time to time. 


uary 1928. 


The new edition treats of over three times 
the number of automobile insurance de- 
cisions as the first and contains more than 


Adjusters, Brokers, Special Agents and Agents will find The Law 
Relating to Automobile Insurance a most valuable addition to their 
. equipment. 


PRICE $8.50 
(Delivered) 


SOLE DISTRIBUTOR 


THE 
EASTERN UNDERWRITER 
COMPANY 


110 FULTON STREET 
NEW YORK 


The Eastern Underwriter Co., 
110 Fulton Street, New York City. 


Gentlemen: 


Please send me copy of the new Second Edition of Simpson 
on bie -" RELATING TO AUTOMOBILE INSURANCE, 
price $8.50. 

















form 
tire 

inclu 
whic 
or © 
for | 


A 
‘mod 
form 
visio 
mait 
Tht 
inhe: 
from 
emp 
size 
ness 
polic 
prac 
sizes 

ie 


al B 
writ 
date 
all i 


Pret 
Minit 











1928 








May 18, 1928 


a 





A CaF wa Vis . 














— 











Page 45 





ee 


Small Risks Featured 
At N. J. Bureau Meeting 


ANNUAL REPORT E BY LAWRENCE 





Lack of Agreement as to Modifying 
Experience Rating by the Proposed 
Weighted Plan 





The small risk problem was featured 
in the eleventh annual report of A. R. 
Lawrence, chairman of the Compensation 
Rating & Inspection Bureau of New Jer- 
sey, presented on Tuesday at the annual 
meeting of the bureau. Mr. Lawrence 
referred first to the program that was 
first planned and thought to be of uni- 
form and equitable application to the en- 
tire country. This program originally 
included five specific points, some of 
which have subsequently been eliminated 
or modified, notably a specific loading 
for profit or for a margin of safety. 

Made Analysis of Business 

“As to New Jersey,” he said, “the 
‘modernization’ of the minimum premium 
formula was accomplished in the rate re- 
vision of 1927, the effect of which re- 
mains largely for future demonstration. 
Tht theory that small risks are, per se, 
inherently and inevitably less attractive 
from a loss ratio standpoint has been 
emphatically disproved by an analysis by 
size of premium of the New Jersey busi- 
ness of twenty-three stock companies’ 
policy issues of 1924-5 which showed 
practically a constant loss ratio for all 
sizes of risks. 

“This exhibit, compiled by the Nation- 
al Bureau of Casualty & Surety Under- 
writers, presents the following consoli- 
dated results for both policy years and 
all industry groups combined. 

Premium Group Earned Premium —_ Ratio 


Minimum Premium $ 392,289 13 
0— 299 2,731,756 753 
300--- 999 1,599,953 712 
1000-—4999 2,170,252 .748 
5000 and over 2,609,610 .797 


This exhibit represents 71.0% of the 
stock company writings and 50.5% of the 
total premium of the state for the period 
of report. 

It will be observed that the minimum 
premium group is noticeably under the 
general average. Upon a more intimate 
analysis where the other four groups are 


sub-divided into seventeen, the non- 
minimum premium risks under $25 
showed a loss ratio of 67%. The devia- 


tions of successive groups from the gen- 
eral average appear to be strictly hit-or- 
miss, 

Continuing, he said: “The governing 
committee has not been indifferent to 
any problem properly concerned with 
rate making or administration. In the 
carly fall of 1927 special call for loss 
data was made for the purpose of dis- 
covering particularly the result of the 
first half of 1927. In October this and 
other data were carefully examined by 
the committee to determine whether or 
not a condition existed requiring some 
form of immediate adjustment or the ne- 
cessity for further special investigation 
and concluded that it did not. 

Making Up the 1928 Rate 

“With three of the five major points 
of the suggested new program disposed 
of, the committee entered upon the 1928 
rate revision with two points still to con- 
sider, viz. a proposed expense constant 
or policy fee as an invariable element 
ot the make- -up of the expense loading 
and the premium charge for every risk 
or for all risks not subject to experience 





rating plan giving variable weight to the 

several years. 
ur, . 

The data as assembled, includes the 
xperience of five New Jersey policy 
years, 1921. to 1925 inclusive, with the 
tolloy ving indications as to payroll rated 
Casses. after adjusting the losses to the 
evel of aeenens benefits. 

p Payroll Total Pure 
oli ¥E in Hundreds Cost Prem. 
1921... 651,182,8 4,327,944 664 
19 Ze evens « POSSOASS 5,385,929 705 
929.7 beet 870,902,1 6,192,053  .710 
1924.00... 915,171,0 6,496,145 .709 
1925. 998,651,6 7,185,468  .720 

4,199,294,8 29,587,535 .703 


“The foregoing data was employed to- 
gether with National experience where 
useful or necessary to establish classifi- 
cation pure premiums. The determina- 
tion of rate level was predicated exclu- 
sively upon the three latest complete pol- 
icy years with losses adjusted to present 
benefit and premium adjusted to the col- 
lectible level under the present manual 
and the demonstrated effect of the rating 
plans. 


em. & Present Losses on Loss 

Pol. Yr. Cotlentstie Rates Pres. Law Ratio 

1924... $11,159,060 $6,476,832 58.0% 
$925..:.:: 12,231,312 7,291,639 59.6 
1926... 12,405,146 7,316,850 59.0 
WEROURO oS asia tiasacoactualwoeades 58.9 


Excess indicated in present rates 0.7% 
Average for last 2 years—59.3%, which is 
normal, 


No further Change Until Jan. 1 


“In consideration of this exhibit,” said 
Mr. Lawrence, “it appeared eminently ad- 
visable that the average level of rates 
in force be extended for the remainder 
of this year. In the process of selecting 
classification rates there has developed 
a slight redundancy to the extent of 
about %% and the relationship of 1923 
rates as to the three broad groupings of 
industry is as follows: 


DUMUPRRIUIINE i ceo see's cost ccs 991 
Contracting and Erecting........... 1.012 
ERNE COME wre crac si Poeng Dake en Haaa cea euid 1.028 


“As eventually filed and approved the 
premium rates have been determined 
from the selected pure premiums by add- 
ing the standard multiplier representing 
an average expense loading of 40.75% 
with one cent flat for catastrophe. Be- 
fore reaching this decision the matter of 
a redistribution of expense loading to 
more adequately provide for the small 
risk was investigated and discussed at 
length. A number of reasons led the 
committee to the final conviction that ac- 
tion upon this matter would better be 
deferred for a few months to become 
eventually applicable as of January 1, 
1929.” 

Urges Thorough Test 


Regarding the matter of modifying ex- 
perience rating procedure in accordance 
with the proposed weighted plan, Mr. 
Lawrence said that there had been a 
marked lack of agreement upon the fun- 
damental correctness, the propriety and 
the wisdom of such a change. By a split 
vote, motion to adopt such a plan was 
affirmed but the action of the committee 
has been subsequently disapproved by 
the Commissioner of Banking and Insur- 
ance. 

In commenting on the weighted plan, 
Mr. Lawrence said: “As it stands this 
plan is the expression of a hope, untried 
and unproven. If it performs what is 
claimed for it it will, without doubt, es- 


tablish itself as a meritorious and per- 
manent part of our rating procedure: if 
it does not, it will have been, in my opin- 
ion, a most unfortunate experiment. New 
Jersey has not been lacking in the spirit 
to pioneer where the need is clear or 
the prospect convincing. There seems 
little to lose and much to gain by resting 
until the two or more weighted plans in 
operation have been thoroughly tested. 


Few Manual Changes 


“Schedule rating has again undergone 
extended and critical examination as to 
its place in the make-up and adminis- 
tration of rates and of the needs for 
its continuance. A number of fairly im- 
portant questions of detail have arisen in 
the vear and have mainly been disposed 
of in a satisfactory manner. It has 
seemed inexpedient to doa great deal in 
the way of revamping the schedule plan 
until its future place should be estab- 
lished. It is believed that the recent re- 
port of a special committee of the Na- 
tional Council has furnished the answer 
that schedule rating will remain a fixture 
for several years to come in about its 
present essential structure and we may 
now proceed to clear up the remaining 
open points of difficulty.” 

Referring to the manual, Mr. Lawrence 
said that it has continued with little or 
no subsantial change in its structure or 
the number of classifications or the rules 
controlling their application except as to 
the rules of maritime liability which are 
now placed upon the basis of United 
States Compensation which necessarily 
required a considerable reordering of 
outlook and requirement as to all risks 
and parts of risks affected. 

The membership of the bureau is now 
up to sixty-five active members, a net 
gain of two companies during the year. 
Mr. Lawrence spoke in appreciation of 
the work of the governing committee 
and said that in his opinion the bureau 
affairs are best administered by such a 
compact single committee of four com- 
panv representatives. Legislation passed 
during the year included six measures, 
approved by the Governor of the state, 
which have a material effect either upon 
the compensation benefit or the proce- 
dure. In the personnel there have been 
no changes during the past year as to 
any of the department heads nor has 
the bureau been obliged to fill any of its 
important key positions. Mr. Lawrence 
spoke happily, of the excellent spirit of 
co-operation throughout the organization. 

The governing committee clected for 
the coming year is composed of the New 
Jersey Manufacturers, the Travelers, the 
Liberty Mutual and the United States 
F. & G. 








CASH CAPITAL 
$2,500,000.00 


FIDELITY and SURETY BONDS 


Automobile, 


Executive Offices: 
Union Indemnity Bldg. 


UNION INDEMNITY 
COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 
Workmen’s Compensation Insurance 


Eastern Department: 
100 Maiden Lane 


New Orleans New York 








APPLICATIONS FOR 





Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 


AGENCIES SOLICITED 








Standard Accident 
Makes Field Expansion 


HAS NEW BRANCH AT HARTFORD 





Enlarges Its Cincinnati Office and Ap- 
points New Branch Manager and 
Associate at Indianapolis 





In line with its past record of con- 
stant expansion the Standard Accident 
has enlarged its Cincinnati branch office, 


. established a new branch office in Hart- 


ford and appointed a new branch office 
manager and associate manager in its 
Indianapolis branch office. 

The new Cincinnati office is operated 
as a regular recording branch of the 
company. It is under the management 
of George H. Tow with Hal White as 
associate manager. Complete facilities 
are provided for writing every type of 
casualty and bonding insurance issued 
by the Standard. 

Mr. Tow has been connected with the 
company in Cincinnati for the past 20 
years and his insurance experience dates 
from 1892. He is well known through- 
out the insurance fraternity. Mr. White 
comes from the Standard’s Texas branch 
office, where he has held the position of 
assistant manager for the past two 
years. Previous to that his experience 
includes positions as field man and field 
manager with other companies. During 
the World War he served as command- 
ing officer on a United States sub-chaser 
in foreign waters. He was decorated 
with a navy cross for distinguished serv- 
ice in line of duty. 

The new Connecticut branch office is 
under the management of Cyrus C. 
Washburn. At present the office op- 
erates aS a service unit, acting under 
the direction of the home office. 

J. Harvey Wheeler has been appoint- 
ed manager and H. C. Meyer has been 
promoted to the position of associate 
manager of the Standard’s Indianapolis 
branch office. Mr. Wheeler has had a 
great many years’ experience in the cas- 
ualty business both as a company man 
and as a producer. He was formerly 
manager of the Safe Deposit Insurance 
Agency of Lincoln, Neb. Mr. Meyer has 
acted in the capacity of assistant man- 
ager at Indianapolis for the past several 
years. He is possessed of a very inti- 
mate knowledge of local conditions 
throughout the state and of the details 
of the office. 





UNION INDEMNITY GROUP AHEAD 





Shows Increases in Premium Income, 
Surplus and Special Reserves for 
First Quarter of 1928 
Aggregate increases of $966,303 in sur- 
plus and $581,469 in special reserves dur- 
ing the first quarter of 1928 are shown 
by the Union Indemnity, Northwestern 
Casualty & Surety, and La Salle Fire 
Insurance, the group of insurance com- 
panies owned and operated by Insurance 
Securities Co., Inc. The investment in- 
come of these companies aggregates 

$275,000 for the first quarter. 

These figures do not include any in- 
come from approximately $1,000,000 re- 
ceived just before the end of the quar- 
ter by the Union Indemnity and La Salle 
Fire for the reinsurance of the business 
of the International Indemnity Co., of 
Los Angeles, by which they secured a 
large volume of business primarily in the 
West, where the companies had not pre- 
viously operated on a large scale. 

The premium income of the companies 
exceeded $4,500,000 for the first quarter 
of 1928, compared with $2,500,000 for the 
same period in 1927, Part of this in- 
crease is represented by the premiums 
paid for the reinsurance of International 
Indemnity. 


The Indemnity Insurance Co. of North 
America has opened a St. Louis branch 
office at 1006-1012 Pierce Building with 
J. C. Andrix in charge as manager. Ful- 


ly organized claims and engineering de- 
partments have been installed. 
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Questions and Answers 
IN SURETYSHIP 


No. 2. 


HOME OFFICE ORGANIZATION 


Conducted by George E. Hayes, Vice-President, Union Indemnity 
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1. Q. Describe briefly the various 
kinds of work that must be performed 
by a surety company’s organization. ; 
“A. Business must be produced; it 
must be underwritten; liability must be 
watched with care during its currency to 
the end that any available protective 
measures may be taken promptly in fore- 
stalling trouble; cancellation evidence 
must be obtained as promptly as possible 
to the end that wumnecessary reserve 
need not be carried; claims must be han- 
dled expertly; and accounts and statis- 
tics must be kept accurately. 

2. Q. Among what departments or 
divisions may such work best be divided ? 
A. An executive, a department for 
statistics and accounts, an agency de- 
partment, a production department, an 
underwriting department, and a claim 
and legal department. 


3. Q. What are the chief functions 
of the president of a surety company? 

A. The successful chief executive of 
a surety company should be a leader, 
and above all a shrewd judge of men— 
able to surround himself with dependable 
aids. He should possess a broad knowl- 
edge of and sound judgment in financial 
affairs, as such knowledge will frequent- 
ly be called upon in underwriting inat- 
ters of importance. He should possess 
the faculty for rendering confidence in 
his fairness and judgment; and at the 
same time should possess a personality 
calculated to engender enthusiasm among 
his co-workers. 

4. Q. Are statistics of the company’s 
business of any real importance, and if 
so, why? 

A. Statistics are of the utmost impor- 
tance, not only for the purpose of meet- 
ing governmental requirements in the 
matter of periodic reports, but also for 
the purpose of keeping all of those in 
charge of the company’s business in the 
closest touch with the trend of its af- 
fairs. 

5. Q. How soon after such a com- 
pany starts writing business should it 
begin to give thought to the creation of 
a department for statistics and accounts, 
and why? 

A. An effective department for statis- 
tics and accounts should be in existence 
and ready to function before the com- 
pany starts writing business. If such 
a department is not ready to function 
from the moment that business begins, 
great confusion is bound to ensue, and 
much work will have to be done over 
again at considerable expense. 

Q. How is bonding business cus- 
tomarily produced, and how is such pro- 
duction usually supervised ? 

A. Bonding business customarily is 
produced by brokers, local agents, gen- 
eral agents, branch offices, and salaried 
or commissioned solicitors employed by 
any of these. Production in the field 
is supervised by branch offices or general 
agencies, and the work of branch offices 
and general agencies is in turn super- 
vised in the home office by the agency 
department. 

7. Q. What do you consider to be 
the duties of the underwriting depart- 
ment of a surety company? 

A. It is the duty of the underwrit- 
ing department to select the company’s 
business when such business is submit- 
ted to the home office for approval be- 
fore acceptance; to review with equal 
care business accepted in the field; cease- 
lessly t6 instruct and guide those in 
the field who have power to commit the 
company in underwriting matters; to 
watch accepted: business with care 
throughout the course of liability; and 


to procure proper evidence of the ter- 
mination of liability. 

Into what main divisions is 
such underwriting work usually divided ? 

A. The work of the underwriting de- 
partment is usually divided among the 
following divisions; a fidelity division, a 
contract bond division, a court division 
(with perhaps a separate fiduciary divi- 
sion), a depository bond division, a pub- 
lic official bond division (although this 
may be combined with either the fidel- 
ity or depository bond division), a mis- 
cellaneous surety bond division, and per- 
haps a division of termination and re- 
view. 

9. Q. In what ways can the under- 
writing and claim departments of a sure- 
ty company be useful to one another? 

A. The uhderwriting and claim de- 
partments may be of mutual value, if 
they work together harmoniously, as the 
underwriter knows for what purpose and 
under what circumstances the bond was 
given—matters not always disclosed fully 
by the bare, cold file in the case, and if 
consulted may be able to give the claim 
department sidelights on the risk that 
may prove of great value in the settle- 
ment or salvaging of the loss. On the 
other hand the underwriter should be in 
close touch with claims, so that he may 
learn to avoid repetition of mistakes in 
underwriting. 

10 How are lawyers 
surety companies ? 

A. A legal training is often a valua- 
ble aid in sound underwriting, but law- 
yers are perhaps most important in the 
legal and claim division. Lawyers are 
of course necessary for litigation in 
which the company may become involved 
in the settlement of claims, but it is also 
necessary to use them in keeping the 
company posted as to the legal require- 
ments of conducting business in various 
jurisdictions, in advising the management 
of the legal aspects of questions of pol- 
icy, and in the preparation of important 
forms used in the conduct of the husi- 
ness. 
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LICENSES REVOKED 

The New York State Insurance De- 
partment recently revoked the broker’s 
license of Morris H. Gilliamsen of 4704 
Park avenue, New York City, under Sec- 
tion 142. 

“Jack” Fleischman, of 919 Fox street, 
New York City, had his application for 
a renewal of license under Section 91, of 
—e York State insurance law, de- 
nied. 


Putting Funds in Banks 
Throughout Country 


LUMBERMEN’S MUTUAL POLICY 





Company Leads Mutuals Now in Num- 
ber of Auto Policies; Kemper on 
Compulsory Laws 





The Lumbermen’s Mutual Casualty Co. 
of Chicago has adopted the policy for 
its temporary funds of putting a portion 
of the money in banks in varoius parts 
of the country on interest, and the bal- 
ance is invested in high grade, short term 
municipal bonds. On December 31 the 
company had more than $240,584 on de- 
posit at interest of from 4% to 51%4% and 
held $1,175,000 of short time government 
and municipal bonds, returning from 
3.25 to 3.90%. These bonds mature from 
month to month during 1928 and the 
money can be reinvested in other securi- 
ties as opportunity offers. The savings 
deposits can also be withdrawn as de- 
sired. 

The Lumbermen’s Mutual now has 
more policyholders in automobile insur- 
ance than any other mutual casualty 
company. Its premium income last year 
in automobile insurance exceeded $5,000,- 
000. In discussing compulsory automo- 
bile laws President J. S. Kemper said in 
his annual report: 

“We have completed a year of experi- 
ence under the so-called compulsory 
automobile insurance law of Massachu- 
setts. Notwithstanding a reduction in 
rates which was effective at the time the 
law was passed, the ‘L-M-C’ has on the 
whole had a satisfactory loss ratio. The 
rates in certain sections are admittedly 
too low and a revision upward will ap- 
parently be necessary. Fortunately, we 
anticipated this condition and restricted 
our writings in these particular districts. 

Watching Massachusetts 

“At a meeting of our New England 
representatives held in October of last 
year we asked for an expression of opin- 
ion from various parts of the state and 
various types of villages, towns and cities 
with respect to the pubic reaction to the 
compulsory law. Notwithstanding the 
fact that most of the representatives 
present were opposed to the law because 
of the general feeling that it will not 
in all proability operate to decrease the 
number or seriouness of accidents it was 
nevertheless made clear that so far as 
the general public is concerned the law 
is considered a success. Many other 
states are watching the Massachusetts 
experiment, and if the expression of the 
public viewpoint which came to us at 
our meeting can be accepted as accurate 
we may look in the next few years for 
an extension of the idea in a number of 
other states. 

“In New Hampshire there has been 
enacted a law which many believe meets 
the objectives of the Massachusetts law 
without some of the undesirable features 
of the latter. The New Hampshire law 
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LIKE FIRE 


Infringements or claims of infringements of Patents and 
Trade Marks come when least expected. 


Brokers and Agents may now increase their incomes and 
render this most valuable protection with the broad 
forms of contracts now offered. 


Communicate at once with 
AMERICAN PATENT PROTECTION CORPORATION 
Charles H. Remington, President 
Suites 1801-1805 and 1811-13, 551 Fifth Ave., New York, N. Y. 
Telephones: Vanderbilt 10381-10382-10383 
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provides conditions under which in the 
event of accident the car cannot be used 
until a bond is posted or insurance pro. 
cured. It has been recently estiinated 
that as a result of this law 90% of the 
automobile owners in New Hampshire 
had voluntarily purchased insurance. Ip 
all probability not over 30% of the motor. 
ists were carrying liability insurance be- 
fore the law was enacted and the very 
remarkable increase indicated would 
seem to point to this type of law as 
meeting in a very satisfactory way the 
more important problems which propo- 
nents of compulsory automobile insur- 
ance are attempting to solve through 
laws of the type enacted in Massachu- 
setts.” 

The Lumbermen’s Mutual last year re- 
ported an increase in income of almost 
$1,500,000 and an increase in assets of 
$1,400,000. 





ELECTS STANDING COMMITTEES 





National Bureau Line-up For Year In. 
cludes Ten Bodies To Govern 
Its Activities 


The National Bureau of Casualty & 
Surety Underwriters has chosen the fol- 
lowing standing committees for the 
coming year: 

ixecutive Committee—-Globe Indemnity, Great 
American Indemnity, Hartford Accident, In- 
demnity Insurance Co. of N. A., Independence 
n’ ‘ Maryland Casualty, National Surety, 
Ney, amsterdam Casualty, Royal Indemnity, 
Travelers. 

Conference Board—Aetna Life,’ Continental 
Casualty, Independence Indemnity, London 
Guarantee & Accident, New Amstérdam Cas. 
ualty, United States Casualty, Zurich General 
Accident. : 

Legal Board—Globe Indemnity, Maryland 
Casualty, Ocean Accident & Guarantee, Royal 
Indemnity, Travelers Insurance. : 

Publicity Board—Globe Indemnity, Great 
American Indemnity, Independence Indemnity, 
Royal Indemnity, United States Casualty. 

Statistical Board—Aetna Life, Indemnity Ins. 
Co. of N. A., Standard Accident, Travelers In- 
surance, U. S. Fidelity & Guaranty. 

Governing Committee—Auto Department— 
Aetna Life, Continental Casualty, Hartford Ac- 
cident, Maryland Casualty, Travelers Insurance, 
1 ae 2 G., Zurich General Accident & In- 
surance, Aetna Life, Globe Indemnity, London 
Guarantee & Accident, Maryland Casualty, 
Ocean Accident & Guarantee, Travelers Insur- 
ance, Union Indemnity. 

Governing Committee—Burglary Department 
—Aetna Life, American Surety, Fidelity & De- 
posit, Massachusetts Bonding, National Surety, 
Travelers Indemnity, U. S. Fidelity & Guar- 
anty. 

Corendan Committee-—Plate Glass Depart- 
ment-—Great merican Indemnity, Globe In- 
demnity, Hartford Accident, Indemnity Ins. Co. 
of N. A., London Guarantee & Accident, Royal 
Indemnity, Travelers Indemnity. Governing 
Committee—Boiler and Machinery Department— 
Independence Indemnity, London Guarantee & 
Accident, Pacific Indemnity, Travelers Indemni- 
ty. Governing Committee—Claim Department, 
as of November 11, 1927—Hartford Accident, 
Indemnity Ins. Co. of N. A., Maryland Casualty, 
Standard Accident, Travelers Insurance, U. 5. 
Casualty, U. S. Fidelity & Guaranty. 





ACCIDENT RATIO LOWER 





British Street Mishaps Increase Least 
Since War Despite Many More 
Automobiles 
Great Britain in 1927 experienced the 
smallest increase in street accidents since 
the war, records of the British Home 
Office show. While 15,000 more people 
were killed and injured in the year, there 
were 170,000 more motor vehicles on the 

road than before. 

Motor-omnibuses and motor-coaches 
were’ actually involved in fewer acci- 
dents than in the previous year. ‘Their 
numbers and mileage run must have 1n- 
creased considerably, so this is particu 
larly creditable. The fact that a large 
number of the 25,000 drivers who enter 
for the National Safety First Associa- 
tion’s Freedom from Accidents Competi- 
tion are in charge of these types ©! ve 
hicles must, it is declared, have had some 
influence in obtaining this result. , 

For the first year since 1921 there 1s @ 
decrease in the number of motor acc 
dents in relation to the number o! mo 
tor drivers. Until 1926 their rativ was 
steadily increasing. In 1926 it was 


checked, but in 1927 it was reduced by 
2%. The National Safety First Associa 
tion started distributing their safe-(riv- 
ing pamphlets with every motor-driving 
license in 1926, 
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